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Sales Upswing Foreseen as Reg. W Ends 








Sperke 


State of the nation’s economy: 


Up 

Foop Prices— For the first time 
in seven weeks, index climbed two 
cents in week ended Apr. 29, Dun 
& Bradstreet reported. 

Bia Store Sates — Rose 4 percent 
for week ended Apr. 26, compared 
to year ago. 

On. Stockxs— Domestic and 
foreign crude on hand at end of 
Apr. 26 week aggregated 264,781,- 
000 barrels compared with pre- 
ceding week’s 262,791,000. Sales in 
1951 were highest in history. 

ConstTrucTion—Reached a record 
$2,500,000,000 in April and was up 
8 percent over March. Private out- 
lays rose 5 percent and public ex- 
penditures were 12 percent higher. 

N. Y. Times Inpicator — Business 
for week ended Apr. 26 gained 
sharply from 168.7 to 173.2. Last 
year’s figure for the same week 
was 175.8. 

Grocery Store Sates — Chains re- 
corded a 4.2 percent increase in 
March compared with like 1951 
month. Southwest chains led all 
regions with 12 percent rise. 

*s ¢ * 


Down 

Rapio aNnp TV Outrput—Compared 
to same period last year, it dived 
more than 40 percent in first 
quarter. There were 44 percent 
fewer television sets made and 
radios dropped 40 percent. 

CarLoapINGs—In week ended 
Apr. 26, they slipped 5.5 percent 
under same week of 1951. How- 
ever, they were 6 percent above 
preceding 1952 week. Tetal in last 
report was 779,402 cars. 

WHo.gEsaLe Prices—The 0.1 per- 
cent dip in week ended Apr. 29 was 
the sixth straight weekly drop. 
While processed foods, meats and 
other commodities showed losses, 
farm products were unchanged. 


_ Taxes on Luse Om — While Rev- 
enue department took in 22.9 per- 
cent more from manufacturers this 
March than the 1951 month, col- 
lections for the period July 1, 1951, 
through March, 1952, totaled only 
$64,438,549, down 14.9 percent from 
year-earltier figure of $74,560,023. 


© * * 


General 


Tax Wrire-Orrs—Of 235 applica- 
tions for certificates of necessity 
under the Defense Transportation 
Administration’s expansion - incen- 
tive plan, 141 had been approved. 
Nearly $30,000,000 in rapid tax 
write-offs for new commercial 
warehouse facilities also were 
granted. 














Production 


Automotive News Estimates, 
U. 8. Cars, Trucks 


148,182 
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120,827 118,404 


Hit 


Prev. 
Week Week Week 


For complete production totals 
by makes, see table, page 63. 

















in a tough market. 


TODAY and EVERY DAY. 
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How Many Dealers Missed 
A Big Opportunity? 


ATIONAL CAR SAFETY CHECK MONTH is now 
about half over—but it’s been over for a lot of auto 
dealers and their factories even before it started. 


Perhaps the factories have been too busy worrying 
about getting enough materials to build cars. Perhaps 
the dealers have been too concerned about selling them 


But THE FACT IS, they’ve put the cart before the 
horse. If they don’t do something about the ever-growing 
traffic-accident mess, it won’t matter long whether they 
have materials to produce, or cars to sell. 
¥ * 


oo. safety and congestion is the No. 1 problem 
in the auto industry—not yesterday or tomorrow, but 


And, from latest figures on those actively participat- 
ing in the May Safety campaign, it is shocking to note, 
for instance, that only 9 of one auto company’s 2,000 
dealers took enough interest in the May Safety campaign 
‘to obtain promotion kits. Only 822 of another firm’s 
7,000 dealers are actively participating. 


Contrast these with about 6,000 of one company’s 7,500 
dealers who are promoting the safety check, and 2,365 of 
an independent maker’s 2,800 dealers who obtained kits. 


* * 


WE SALUTE the approximately 20,000 auto dealers 
who thought enough of their—and the nation’s— 
future to lend their full support to the annual safety 


We hope the others will see the light before it’s too 








2 Millionth °52 Vehicle 
To Be Built Today 


By Bernie Thomas 
Associate Editor 

OME U.S. plant will build the 
2,000,000th vehicle of 1952 today 
(May 12). This year’s combined 
output of cars and trucks at the 
end of last week totaled an esti- 
mated 1,998,985, as against 2,853,262 

for the same 1951 period. 

Meanwhile, automotive produc- 
tion continued on a conservative 
basis in this country last week. 
Most plants seemed to be waiting 
further clarification of the steel 
dispute. 

However, output of both cars and 
trucks showed increases over the 
previous week. The improvements 
resulted from settlement of labor 
trouble at Nash and Dodge Truck. 
Schedules at General Motors showed 
slight declines, while Chrysler, 
Ford, Studebaker and other plants 
held steady. 

* + ” 

Rue in U.S. plants last week, 

according to AuTomotive News’ 
estimates, were 94,737 cars and 26,- 
090 trucks—a total of 120,827 vehi- 
cles. The total of 118,404 vehicles 
built the week before was made up 
of 94,155 cars and 24,249 trucks. 

GM’s lower car production last 
week obviously stemmed from a 
corporation decision to play it 
safe, and rule out overtime until 
the air clears in the steel in- 
dustry. 

Other makes seem to have adopt- 





ed the same line of thinking. 
Apprehension prevails throughout 
the industry that a U.S. Supreme 
Court decision (expected today, 
May 12) may touch off another 
strike that could take a long time 
in being settled. 

Meanwhile, NPA’s ban on steel 
shipments from mills to auto plants 
remains in effect. There is no 
freeze on steel supplies that auto 
companies have stored in ware- 
houses. 

* * ” 
NEARLY every plant has ample 
steel stocks on hand for the 
(Continued on Page 63, Col. 1) 


‘Finance Firms Likely 


To Hold to 


Biya the government finally 
removed the handcuffs of Reg- 
ulation W Wednesday, most finance 
companies and banks announced 
plans to soften credit terms only 
moderately lest a runaway market 
bring back Federal Reserve Board 
controls. 

To the delight of new and 
used-car dealers and factory 
executives, the FRB surpassed 
all expectations with announce- 
ment of complete decontrol. A 
welcome shot-in-the-arm to car 
sales was predicted freely in all 
quarters. 

Major finance companies and the 
American Bankers Assn.,_ while 
hailing the removal of mandatory 
restraints, planned no change in 
the one-third downpayment re- 
quirement imposed by Regulation 
W. Large loan houses and banks 
indicated that 24-month loans 
would be allowed for new cars and 
1950-51 used cars, with 18 months 
remaining in effect for pre-1950 
used cars. 

However, in the case of good 
credit risks, finance firms are ex- 
pected to allow more liberal terms, 


as in the past. 
* * 


NIVERSAL C.LT. took the lead 

in announcing 24-month pay- 
ments for post-1950 models, leaving 
unchanged the 18-month terms for 
older cars. 

The ABA urged a “cautious ap- 
proach” to the new situation and 
warned against the possibility of a 
“competitive scramble” among 
dealers with heavy inventories. 

On the West Coast, however, 
where the Regulation W impact 
has been especially severe be- 
cause of higher transportation 
costs, the Bank of America an- 
nounced a policy of 30 percent 
down and 30 months to pay. Tra- 
ditionally, credit terms have been 
more lenient in the Far West. 

The FRB itself, in a statement 
announcing the Regulation W sus- 


NADA to Fight 
Maldistribution 


E TROIT.—Maldistribution of 
new cars in certain areas, 
where used-car dealers have re- 
ceived more 1952 models than fran- 
chised dealers, was deplored here 
Thursday at the conclusion of the 
(See DISTRIBUTION, Page 63, Col. 3) 











24. Months 


Caution Is Urged by Leaders to Avoid Resumption 
Of Auto Credit Controls by the FRB 


pension, held open the door to 
reimposition of controls should 
market conditions warrant. The 
Board said it had asked Congress 
to extend its consumer credit 
powers beyond June 30 in the new 
Defense Production Act. 
* * 


. = 

TANDARD terms of Commercia 

Credit Corp., subject to liberal- 

ization in exceptional cases, call 
for a third down and 24 months 
on current models and those up to 
two years old; a third down and 18 
months on three-year-olds and up 
to prewars, 40 percent down and 
12 months on prewars. 

Thomas W. Rogers, executive 
vice-president of the American 
Finance Conference, says’ the 
general pattern of terms looks 
like a third down and 24 months 
to pay on new cars and ’51s and 
50s; a third down and 18 months 
on °47 through ’49s and a third 
down and 12 months on ’46s and 
older cars. 

Terms are subject to determina- 
tion by the individual companies 
who are members of AFC, and 
there will be flexibility based on 

(Continued on Page 60, Col. 1) 





Top Cars 
New-car registrations for two 
months, plus 40 states for March: 
1952 Pos. Make 1951 Pos. 
1—185,026 Chev. 292,203— 1 
2—131,051 Ford 222,0385— 2 
3— 99,443 Plym. 127,870— 3 
4— 66,356 Buick 108,787— 4 
5— 54,804 Pontiac 92,531— 5 
6— 47,506 Dodge 72,205— 6 
7— 46,468 Olds. 69,587— 7 
8— 41,364 Stude. 52,052— 9 
9— 35,440 Mercury 60,638— 8 
10— 26,049 Nash 30,698—11 
11— 25,836 Chrysler 37,079—10 
12— 19,102 DeSoto 27,193—13 
13— 16,284 Cadillac  24,989—14 
14— 16,023 Hudson 29,484—12 
15— 13,302 Packard 18,973—15 
16— 8,010 Kaiser 16,156—16 
17— 6,193 HenryJ 14,669—17 
18— 6,020 Willys 6,537—19 
19— 3,801 Lincoln 7,011—18 
20— 1,090 Austin 939—31 
21— 826 Brit. Ford 722—22 
22— 765 Crosley 1,528—20 
23— 242 Allstate 
Total All Makes 
854,954 1,317,155 
For further details see page 
50, today’s issue. 














Ruling Due June | on Ford Quota Fight 


By William Ullman 


Washington Correspondent 


VY ASHINGTON. -_NPA's appeals 

board indicated last week that 
it will decide by June 1 whether 
Ford should be allowed higher car 
and truck production quotas under 
government controls. 


However, objecting auto compan- 
ies complained at presstime Thurs- 
day that they hadn’t had enough 
time to voice their arguments 
against Ford’s proposal that NPA 
switch to the year ended June 30, 
1950, as a base period for doling 
out material to individual produc- 


1949 as its base period. 

By changing to the Ford-pro- 
posed period, Ford stands to get 
bigger quotas, but most of the 
smaller companies would lose. 
General Motors and Chrysler 
would gain, but not so much as 
Ford. 

Eight companies—Chrysler, Pack- 
ard, Hudson, Kaiser-Frazer, Willys- 


In This Issue 


Registrations ..... -Page 50 
Used-Car Prices 
Production by Makes .........Page 63 











ers. NPA now uses the years 1947- | 





Overland, Nash, International Har- 


| vester and Reo—have filed strong 


briefs against the Ford plan. Also 
on record as opposed are: Autocar, 
Four - Wheel - Drive, Diamond T, 


| White, Peterbilt and Corbitt. 


* * * 


TUDEBAKER, which stands to 

gain under the Ford plan, is 
| sitting on the sidelines. A General 
Motors statement took no position, 
except to challenge an implication 
in Chrysler’s brief that price cuts 
made on GM cars in early 1949 
stemmed from a lack of demand. 
GM said the cuts were made possi- 

(Continued on Page 61, Col, 1) 
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Klingler Sees $3 Billion on 4-Year-Olds Alone. . . 
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Huge Service Potential Cited 


By Ed Brown 
Staff Correspondent 
EW YORK.—A service potential 
in 1952 of $3,000,000,000 in four- 

year-old cars alone was predicted 
ast week by Harry J. Klingler, 

pee _ vice - president of 

Ly General Motors. 

Klingler, former 
head of Pontiac, 
addressed 1,000 
dealers and guests 
at the 44th annual 
meeting of the 
Automobile Mer- 
chants Assn. 
New York. He 
told dealers that 
the outlook ap- 
pears bright for 
“those of us who relish the stimu- 
lation of competition—between and 
among manufacturers, and between 
and among dealers.” 

However, Klingler warned: 

“Profit-making is a management 
function—not an economic circum- 
stance. Whether the operating re- 





Hi. J. Klingler 





sults are good or bad depends upon 
the owner or manager.” 
am * * 


I E SEES the auto business mov- 
ing from a period when the 





Jet-Turbine Vehicles 
Hinted by Klingler 

NEW YORK.—Harry J. Kling- 
ler, vice-president of GM, told 
dealers here last week in con- 
necting jet and gas_ turbine 
engines with motor transport: 

“Sooner or later, and it may 
be sooner than we think if 
peace can be restored to the 
world, this jet engine and gas 
turbine kind of horsepower will 
be adapted to productive, peace- 
time work in non-aircraft fields.” 

In this connection, it is inter- 
esting to note that General Mo- 
tors Research admitted a year 
ago that it was building a gas- 
turbine engine for experimental 
use in a bus. 








Capehart for Dealers? 


Court Decision Favoring Added Cost Relief 
Threatens to Upset OPS Retail Policy 


By Mac Gordon 
Associate Editor 


N-CAR dealers and retailers 
1 general won an unexpected 
‘y last week in their battle 
snst OPS cost-absorption poli- 

«28. 

An emergency Court of Ap- 
peals in Washington ruled that 
the Capehart amendment was 
applicable to retailers and whole- 
salers, as well as manufacturers 
and processors. The Capehart 
formula grants producers pricing 
recognition for labor, materials 
and overhead costs through July 
26, 1951. 

Even Senator Homer Capehart, 
Indiana Republican and author of 
the amendment, was surprised by 
the decision, which OPS officials 
conceded would “make a mess” of 
retail price regulations. The OPS 
planned a direct appeal to the U.S. 
Supreme court. 

* * * 
ie UPHELD by the Supreme 
court, extension of the Capehart 
formula to retail ceilings conceiv- 
ably could undermine OPS restric- 
tions on charges and markups of 
franchised dealerships. 

Under the Capehart amendment, 
OPS has been compelled to allow 
price adjustments for increases in 
such factory costs as overhead, ad- 
vertising and inventory losses. 

Yet, as NADA pointed out in 
its two recent briefs attacking 
Ceiling Price Regulation 83, deal- 
ers must absorb similar charges 
for overhead already allowed to 
the manufacturers. 

Another reverberation of Cape- 
hart-formula relief for dealers 
might be restoration of the markup 
slice denied dealers in March, 1951, 

on an industrywide price boost for 
new cars. The Herlong amendment 
barred a continuation of retail dis- 
count cutting by OPS, but did not 
reinstate the lost markups. 
* + * 

BATTLE over phraseology ap- 
< peared probable last week, 
with NADA pressing an attempt to 
gain congressional approval of a 





Capehart Formula Ups 
Chevrolet Truck Prices 


DETROIT.—Factory list prices 
of Chevrolet trucks were raised 
slightly last week at the same 
time that ceilings on the divi- 
sion’s passenger cars and Sub- 
urbahs were lowered. 

A Chevrolet spokesman said 
the truck increases were granted 
by OPS under the Capehart 
amendment. Car ceilings had 
been reduced by the conversion- 
steel escalator fermula. 

New Chevrolet truck models 
went up by the following 
amounts at factory list prices: 
%-ton, $14 to $1,238; %4-ton, $15 
to $1,370; one-ton, $20 to $1,460; 
1%-ton, $21 to $1,549, and two- 
ton, $25-$31 to $1,876 and up. 








full discount restoration and OPS 
seeking a clear statement in the 
Defense Production Act of the ap- 
plicability of the Capehart amend- 
ment. 

The word “hereafter” blocked 
discount reinstatement in the Her- 
long amendment to the 1951 De- 
fense Act. Fogginess of the terms 
in the Capehart amendment led in 
part to last week’s court ruling 
favoring a broader jurisdiction for 
application of the cost-relief for- 
mula. 

Expected much sooner than a 
Supreme court decision in the 
Capehart case was the report of 
the three-man OPS panel investi- 
gating dealer complaints against 
CPR 83. The panel’s investigation 
and OPS involvement with the 
steel wage dispute have held up 
issuance of a regulation fixing 
dollars - and - cents ceilings for 
dealer preparation-and-condition- 
ing charges. 

Steel still held the key, mean- 
while, to price futures all along 

(See CAPEHART, Page 61, Col. 3) 


Alternate Metals’ 
High Cost Cited 


BUFFALO.—Industry must use 
more alternate metals or lesser 
quantities of scare metals to com- 
bat the materials shortage, a dis- 
cussion panel was told at the in- 
dustrial conference of the Techni- 
cal Societies Council of the Ni- 
agara Frontier. 

Walter E. Jominy, supervisor of 
metallurgical research for Chrys- 
ler Corp., Detroit, said high costs 
prevented industry from using al- 
ternate metals in order to conserve 
scarce metals such as nickel and 
manganese. He said the cost of 
alternate materials was high be- 
cause they were not on a produc- 
tion basis. 








product pulled customers into a 
dealership to one where dealers 
and makers will have to push the 
product more and more to main- 
tain sales volume. 

“This,” Klingler said, “will re- 
quire manning your business with 
the needed number of salesmen, 
establishing a policy of fair com- 
pensation and giving them the 
day-to-day training and direction 
that is so important in modern 
merchandising.” 

Klingler said that many dealers 
refer to showroom traffic as the 
indicator of their business. But, he 
said: 

“We are not department store 
selling people, we are specialty 
merchandisers and we must so op- 
erate our business, both now and 
in the future. 

“We sell a specialty product and 
cannot measure our strength by the 
number of people who come in and 

out of our showrooms. 

“The traffic may not wear out 
the carpets and our competitors 
may get them before they ever 
create traffic in any given show- 
room as represented by you gentle- 
men here.” 

* +. * 

EFERRING to dealer state- 

ments that people do not have 

money to buy cars, Klingler said 
that in 1951 the American people 
saved more money than in any 
year since World War II. 

“People have the money, all 
right,” he asserted, “so our job is 
to sell them on spending it on our 
products.” 

Klingler urged dealers to give 
serious attention to three basic 
phases of their management policy 
—sales management, financial man- 
agement and customer relations. 

In speaking of the sales-man- 
agement angle in reference to the 
“push” phase of selling, he cited 
the Crowell-Collier study to the 
effect that 73 percent of those 
asked said that they had not 
been contacted by a salesman in 
the last 18 months. 

On financial management, Kling- 
ler said that the time has come 
when dealers should have an inti- 
mate knowledge of every single 
item for which they pay money 
or incur expense. 

Service and parts, he pointed out, 
are among the financial keys to 
profit position, for they have an 
important influence on both the 
dealer’s trading position and his 
net profit position. 

Klingler said that 1952 will be 
a good service year. This year, he 
said, there are 23,600,000 cars in 
the four-year-old classification as a 
potential for parts and_ service 
business—or a 43 percent increase 
over 1950. 

“A very conservative estimate,” 
he said, “is that the owners of 
cars in the four-year-old bracket 
spend an average of $125 a year, 
which multiplies out to a service 
potential of approximately $3,000,- 
000,000.” 

As to customer relations, Klingler 
said that today this phase of the 
business is just as essential to last- 
ing success as good products, good 
distribution, good service, good poli- 
cies and good practices. 








Nash's Timely Tiein to Gas Strike— 


Last week Nash began using ads in 80 of the nation's largest newspapers carrying 
the headline—"Gas Rationing? You'll be miles ahead driving a Nash Rambler.” The 
copy plays up the Rambler's alltime economy record of 31.05 miles in the Mobilgas 
Economy Run last year. Looking at the ad are Sales Vice-President H. C. Doss (left) 
and Advertising Director N. F. Lawler. Ad will appear in 63 cities of 200,000 or 
more population. 








of Regulation W. 


and C. J. Swan, FRB. 
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As Used-Car Leaders Sought Reg. W Relief— 


James C. Downing, president of NUCDA, presented figures two weeks ago on used- 
car sales to R. M. Evans, FRB governor, in support of the trade's plea for relaxation 
Left to right are Ray Hayward, first vice-president of NUCDA; C. L. 
Fauver, FRB; Cyrus Gorson, NUCDA treasurer; Raymond R. Dickey, NUCDA genera! 
counsel; Evans; Walter Wilson, past president of NUCDA; Downing; G. E. Noyes, FRB, 





EEE Albert Bradley, 
executive vice-president of 
General Motors, and chairman of 
the National Highway Users Con- 
ference, told the Fourth Highway 
Transportation congress that the 
U.S. is never going to get out of 
the highway muddle until the “man 
on the street, the man with no 
axe to grind,” starts to do the 
talking about the inadequate high- 
way system. 

Bradley said that the highway 
organizations have done a great 
deal in the last two or three years 
to awaken the public to the state 
of the nation’s highways, but that 
such efforts should be compared 
with the self-starter on a car— 
“essential to getting the motor 
started, but not recommended as 
a method of transportation. There 
must be an engine.” 

His speech, entitled “Who’s Go- 
ing to De the Talking,” stressed 
the fact that the deliberations 
carried on at the congress must 
be taken home by the members 
and put into action. 

“Our voices—yours and miné and 
those others of us who have under- 
stood the highway situation and 
have actively worked to remedy it 
—are not strong enough,” Bradley 
declared. “Let’s not delude our- 


NADA Mails 
Layout Plans 
For 753 Show 


DETROIT.—Exhibition floor lay- 
out plans for the 1953 National 
Automobile Dealers Equipment Ex- 
hibition, to be held in San Fran- 
cisco Feb. 14-18, are now in the 
mail. 

Exhibitors in past shows, which 
were also held in connection with 
the annual NADA convention, were 
given three weeks’ leeway in re- 
serving space before the public 
announcement is made. 

This gives oldtime exhibitors un- 
til May 22 to get their space selec- 
tion into NADA headquarters 
before firm orders for space will 
be accepted, it is pointed out. 

The same procedure of opening 
on Saturday morning in advance 
of the formal opening of the con- 
vention will be continued and the 
exhibition will be kept open one 
day longer, making it a five in- 
stead of a four-day show. 

Because of the big response to 
the service clinics which were held 
on Saturday and Sunday prior to 
NADA’s 1952 convention, it has 
been decided to feature these again 
at next February’s exhibition. 








Dealers’ Rights on Plates 
Clarified for N. J. Police 


TRENTON, N. J.—As a result of 
an appeal by the New Jersey Auto- 
motive Trade Assn., the state has 
issued a directive to police spelling 
out dealers’ rights to use “all-pur- 
pose” license plates. 

The directive says the plates may 
be used on all vehicles titled in the 
name of the dealer and not used for 





hire. 





Man on Street Held Key 
To Solving Road Mess 


selves into thinking that we alone 
can constitute a good-roads move- 
ment.” 
* + * 

—— speaker, Maj. - Gen. 

Frank D. Merrill, commissioner 
of the New Hampshire state de- 
partment of public works and high- 
ways, told the congress that the 
government should withdraw com- 
pletely from the field of automotive 
taxation 
states to raise more revenue to 
finance highway construction.” 

He said the government should 
continue “to make its normal 
contribution through Federal-aid 
to the states in acceptance of its 
constitutional responsibility and 
in acknowledgment of the federal 
benefits derived.” 

Speaking on the subject “Getting 
Roads for Defense,” Merrill said: 

“Many states today face a criti- 
cal situation in highway financing 
because the present aggregate tax 
burden has already become onerous 
and oppressive. The problem of 
getting roads for defense is merely 
getting the road system the nation 
requires for its normal activities.” 

Other speakers on the program 
included: L. S. Wescoat, president 
of Pure Oil Co. and chairman of 
the American Petroleum Institute, 
who discussed “Transportation Un- 
limited;” Julia Butler Hansen, 
chairman of the committee on 
roads and bridges, House of Repre- 


‘sentatives, “A Legislative Program 


—a Joint Responsibility,” and Dr. 
Elmer Louis Kayser, dean of uni- 
versity students, George Washing- 
ton university, “Where We Are 
Today.” 
* > - 

BRADLEY pointed out that U.S. 

highways have continued to fall 

(Continued on Page 60, Col. 4) 








Post Honors Dealer— 


Robert C. Martin (Studebaker), Grants 
Pass, Ore., shows the first-prize award he 
received from the Saturday Evening Post 
for the best display tie-in with the 
magazine's “Roll Call of 2,530 Automo- 
biles Sold in America During the Past 50 
Years." Martin created an unusual display 
featuring this old car, a 1906 Victor 
along with a 1952 Studebaker. His award 
was an original painting by Stan Galli 
used to illustrate a Western story in c 
recent issue of the Post, 
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Frederick M. Sutter (Dodge), 
Columbus, Ind., has had many 
honored jobs in this trade. He 
has been president of the In- 
diana dealers association and 
vice-president and secretary of 
NADA. 

He is one of those individuals, 
the like of which is not unusual 
in this trade, who never says no 
when called upon to do a good 
turn. 

In spite of the fact that he has 
just been placed on the Dodge 
regional council and been elected 
president of his country club, he 
could not say no when I asked 
him to substitute for me so I 
could enjoy a California vaca- 
tion. Readers, as well as this 
columnist, will benefit from his 
gracious generosity. 

+ * * 


_.. do your customers think 
of you as a dealer? What do 
they think of new car dealers gen- 
erally? A few days ago I asked 
those questions of a dealer friend 
of mine, who I knew was not 
familiar with the Roper report. His 
answer was what I expected of 


him: “What do they think? That: 


I’m a square and honest dealer, of 
course. Why shouldn’t they?” 

“What about dealers generally?” 

“Well most dealers are straight 
shooters, and I think the public 
realizes it.” 

Then I told him about the Roper 
report; how the Public Relations 
committee of NADA had thought 
it time we got the facts on public 
attitudes toward us, and employed 
the Roper research organization to 
get them; and the facts made un- 
pleasant reading. I told my dealer 
friend that the public did not share 
his confidence in dealers generally; 
and he might even find his cus- 
tomers weren’t entirely “sold” on 
him. He was indignant, as I ex- 
pected and wanted him to be. 

“Look,” he said, “let me tell you 
something. You know we never 
took a dime under the table during 
the new-car shortage, and that’s a 
hell of a lot more than you can say 
for the public.” 

* 


o 
Would Take lt 


Te he told me a story of a 
thousand dollar bonus offered 
him in 1947 for a new car, which 
was waiting to be delivered to his 
next customer on this list. Five 
hundred dollar offers were com- 
mon, but this was a bit unusual, 
and he told a banker friend about 
it. He was startled at the reply, 
“You took it, of course?”; and 
when he said of course he did not, 
was even more startled when the 
banker indicated he considered him 
either a liar or a fool. 

That aroused his curiosity, and 
in the next few weeks he re- 
peated the story of the bonus 
offer to several dozen men to get 
their reaction. He told it to prom- 
inent bankers, industrialists, 
wholesalers, retailers, attorneys 
and accountants—the top level 
“public”—in two states. 

This is what he learned: Every 
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By John 0. Munn 








one of these men—every single cne 
—said of course they would have 
taken the thousand dollars; why 
shouldn’t they —it wasn’t illegal. 
When asked if they would take 
$700 or $500 or $300, two said they 
didn’t think they would go below 
$500; a few others were not sure. 
Even when he explained that this 
would deprive all his regular cus- 
tomers of needed transportation, 
for he could sell every car for a 
bonus, their reaction was the same 
—in effect: “So what, everybody 
needs a car, you’re in business to 
make money, aren’t you?” 
” + * 


More to Story 


M* FRIEND expected no special 
credit for his ethical conduct; 
he knew that the great majority of 
new-car dealers operated exactly 
as he did. But he did feel entitled 
to the public’s respect and good- 
will. Unfortunately, even though 
most new-car dealers conducted 
themselves better during their 
sellers market than most others 
would have done, they generally 
did not get credit for it. 

The public has been inconveni- 
enced; there have been only a few 
months in the past six years when 
one could get quick delivery on 
popular cars; and inconvenience 
breeds resentment. There has been 
resentment, too, of dealer prosper- 
ity. 

And there is still more to the 
story. A considerable segment of 
the public thinks dealers gener- 
ally are not interested in seeing 
they get what they want; are 
not satisfied with the quality of 
service they get, or with the price 
charged. Part of this customer 
dissatisfaction is due to failure 
to understand the nature of our 
business. Part is due to the mis- 
conduct of a small minority—the 
old story of a few rotten apples 
spoiling the barrel. This fact was 
brought out sharply in the Roper 
report. 

Without any attempt to white- 
wash the minority, the new pro- 
gram now developed by the NADA 
Public Relations committee can 
and will bring about an increased 
appreciation of the new-car dealer 
as a merchant, as a civic leader, 
and as an important part of the 
business life of his community. It 
will develop a_ greater public 
awareness of the essential nature 
of motor transportation and the 
part played by new-car and truck 
dealers. The program will do this 
and more, provided you lend a 
hand at the state and local levels, 
and take part in the various activi- 
ties. In your own community, you 
and your fellow dealers will deter- 
mine whether the entire program 
succeeds or fails, for it is here that 
we reach people. 

* x * 


Three Suggestions 
BesiDes cooperating with the 
overall plan, you may want to 
take individual action to improve 
your own personal position. If so, 
I might suggest three _ things. 
There are more, but these three 
will produce results for you, (I’m 
assuming, of course, that you are 
one of the ethical majority. If you 
are not, these suggestions won’t 
interest you—unless you wish to 
take a careful look at yourself, 
make an honest appraisal, and 
decide to do something about it.) 

The first suggestion is the most 
immediate. Make a close and 
very critical inspection of your 
own personnel, remembering that 
your employes are your dealer- 
ship to the customers they meet. 
Are your salesmen alert, courte- 
ous and helpful; and are they 
making contacts outside? Oddly 
enough, the average owner today 
actually welcomes a call by a 
capable salesman. 

Is your service department giv- 
ing efficient, satisfactory service 
which your customers. consider 
fairly priced? Are your customers 
waited on promptly? Are your 
promises kept? Do your other em- 

(See SUTTER, Page 62, Col. 3) 
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Alabama Dealers Mark Progress Days— 
Alabama Automobile Dealers Assn. observed ‘Automotive Progress 


Alabama Rallies 


Dealers on PR 


Role in Civie Affairs 
Stressed at Parleys 


By William R. Lynn 
Staff Correspondent 

MONTGOMERY, Ala.—A call to 
dealers to put their houses in better 
order and to take greater interest 
in the public matters that affect 
the industry was sounded during 
the observance of “Alabama Auto- 
motive Progress Days,” Apr. 29-30 
and May 1. 

This warning was issued not only 
as an admonition to dealers, but 
as part of a program of Alabama’s 
new-car and truck dealers to let 
the public know they’re in earnest 
about good public relations. 

J. Eustace Wolfington, of Phila- 
delphia, immediate past chairman 
of the public relations committee 
of the National Automobile Deal- 
ers Assn., and Norman Damon, 
executive vice-president of the 
Automotive Safety Foundation, 
Washington, were the main 
speakers in the three-day series 
of meetings. 


The series consisted of meetings 
in Birmingham, Montgomery and 
Mobile in order that dealers from 
all sections of the state might 
attend without having to travel too 
far. In each city, a morning clinic 
session on the Roper report and 
dealer public relations was held, 
followed by a luncheon session. 

At the luncheon session in each 
city, mayors, county commissioners, 
state legislators, presidents of civic 
clubs, representatives of press and 
radio, and other opinion-making 
persons were guests of the Ala- 
bama Automobile Dealers Assn., 
which sponsored the meetings. 

On display at each meeting were 
four large signs (four by six feet) 
mounted on easels, one dealing with 
the essentiality of the automobile; 
another with a survey of Alabama 
dealers and entitled “Meet Mr. 

(Continued on Page 59, Col. 3) 
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in Birmingham, 
Mobile from Apr. 29 to May 1. Over 700 dealers attended the meetings, where they were urged to take a greater interest 
in public matters that affect the industry. This is a view of the dinner at Montgomery. 
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Dealers Assn. and guests at the Montgomery 


meeting that marked the observance of ‘Automotive Progress Days,"’ Apr. 29 - May 1. 


Members and guests include, seated left 


to right: J. Eustace Wolfington, past chair- 


man of the Public Relations committee of the National Automobile Dealers Assn., 


who was a guest speaker; W. M. Turner, 
executive vice-president of the Automotiv 


Selma, president of AADA; Norman Damon, 
e Safety Foundation, also a guest speaker. 


Standing left to right: J. L. Rouse, Montgomery dealer; Rush Stallings, Montgomery, 


chairman of the committee on public r 


elations; D. P. Whelchel, manager of the 


Tennessee Automotive Assn.; H. L. Hooper, Selma dealer, and Rhea Fayssoux, Tusca- 


loosa dealer. 








NEWARK, N. J.—Hints for gain- 
ing customer goodwill are offered 
in a circular prepared by the New 
Jersey Automotive Trade Assn. 

The author, E. R. Crow, associa- 
tion treasurer, urges members to 
“think,” reminding them that “no 
man is any better than the last 
impression he leaves on a custom- 
er.” 

Here are his rules for turning a 
prospective customer into a friend: 

1.Greet customers promptly. 
Even one minute is a long time 
when you are waiting. 

2. Smile. A smile is the trade- 
mark of a friendly person. 

3. Call customer by name. The 





On the House . 





or corporations 





Wemhoff 


mittee .. 


serving as group’s chairman. 





Dealers’ advertising of 1952 models with price reductions, free 
vacations, etc., “tends to weaken the chances of retaining their 
historical markup under the Herlong amendment,” the Chicago 
association warns its members. “Several attempts 
have been made by opposing groups and are still 
being made to knock out this legislative safeguard,” 
the CATA points out ... Name of the Toledo (O.) 
dealers group is now Toledo Automobile Dealers 
Assn., advises Manager Ed Trepinski. 

Very timely reminder has just been issued by 
Kentucky Manager Lew Ullrich, who warns 
dealers that it’s against the law for companies 


“at which presidential electors or a U. 8. senator 
or a representative are to be voted for.” You can 
contribute personally, however . . 
dealers throughout the country are delegates 
to national political conventions this year. 
Milwaukee dealers will stage annual outing May 27... Renewed 
old acquaintances last week with Lee Moran (L-M), Seattle, who was 
in Detroit for first session of NADA’s new Industry Relations com- 
. Jack Rose (DeSoto), Detroit, has been buying the lunches 
of the Michigan Inter-Industry Highway Safety committee while 


to contribute money in elections 


. Several auto 


—Perte WemMuorr, Editor, 
Automotive News 


Every Buyer a Friend 


New Jersey Association Stresses Sincerity 
In Hints for Winning Cooduwill 


most important name in _ the 
world to a customer is his OWN 

name. 

4. Don’t argue. Only fools win 
arguments. 

5. Sell your company. When you 
talk well of your company, you 
also talk well of yourself. 

6. Show your appreciation. A cus- 
tomer does not like to feel that you 
are doing him a favor by serving 
him. 

7. Show enthusiasm—it’s conta- 
gious. If you are enthusiastic 
about your service, the customer 
will be, too. 

8. Be a good listener. Most peo- 
ple would rather talk than listen. 

9. Say “thank you.” Make its use 
a habit. 

(See FRIENDS, Page 59, Col. 3) 





Wis. Association 
Holding School 


On Management 


MADISON, Wis. — Five days of 
business training will be offered 
dealers at the fourth annual Dealer 
Management school of the Wiscon- 
sin Automotive Trades Assn., to be 
held here starting today (May 12). 

According to Louis Milan, WATA 
executive vice-president, “profes- 
sors” will include the following: 

Ed Payton, dealer management 
consultant; W. K. Braasch, who 
will discuss selling techniques; J. B. 
Van Tassel, AuTomMotive News col- 
umnist and author of numerous 
dealer management texts; L. L. 
Rieselbach, WATA general counsel 
and author of the “Dealers’ Legal 
and Insurance Guide,” and Harry 
J. Warinner, of Universal Under- 
writers, who will take up dealer 











insurance needs. 
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OUR PLATFORM: |. Fair and equitable contracts between manufacturers 
and dealers in motor vehicles, parts and accessories. § 2. A fair profit to 
™ the dealers on every used vehicle accepted in partial payment for a new 
A car or truck. § 3. Every dollar of gasoline tax collected by state or federal 

governments applied the building and maintenance of highways. § 4. The 
elimination of government and bureaucratic controls over this industry. 
15. A return to the precepts of independence and the rewards of applied 
energy and ability, which made America and gave more of her citizens 
more of the better things of life than anywhere else in the world. 
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Capsule Comment 


The job of restoring the nation’s automobile population 
to a point in line with income and population growth has 
been largely accomplished, according to a study by a U.S. 
Department of Commerce analyst. 

But, it must be emphasized, almost half the cars now 
in use are over 10 years old—a stupendous market 
potential. 

* * *% 

Declaring a “marked increase” in the nation’s supply of 
all basic materials, the Defense Production Administration 
has just issued the most optimistic government report since 
outbreak of the Korean war. 

Unless the steel mess interferes, we should be out of 
the woods before year’s end. 


* * * 


After more than 30 years in the auto business—17 as 
president of Plymouth—Dan Eddins has retired at the age 
of 65. His successor is John Mansfield, who has been vice- 
president and general manager of Plymouth. 

A salute to Dan Eddins—and best wishes to John 

Mansfield. 

* * * 

Auto makers recently went to bat for relief on Regula- 
tion W terms, joining the battle being carried on by NADA 
and NUCDA. 

Smart public—as well as dealer—relations. 
* * * 


U.S. Supreme Court has reaffirmed its stand against the 
principle of exclusiveness in retail merchandising, holding 
that the Richfield Oil Co. could not control its service out- 
lets to handle Richfield products exclusively. 

The vote seems to indicate a more decisive opinion, 
for the Richfield tally was 7 to 0, while in 1949 the tri- 
bunal voted only 5 to 4 against Standard Oil. 


* * * 


We've noted several instances recently where prominent 
people have “voiced fear” that the nation is heading for a 
business recession. 

If enough fears are “voiced,” we'll probably get it. 
* * * 


Rubber executives declare that, even though crude rubber 
is now decontrolled, they never will get back to all-natural- 
rubber tires. Synthetic rubber development has been so 
great that the man-made material far excels the natural 
product in several parts of a tire, they say. 


Necessity still seems to be the mother of invention. 
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Forum 


About “Guns and Butter,” 











Quick magazine wants to 
know: “How do the cows feel?” 
+ + . 


Danger in Apathy 
“There is genuine cause for 
alarm in fresh indications of 
how few among management 
and public yet realize that com- 
pulsory unionism imposed by 
government is the most insistent 
demand and objective of unions.” 
—Ralph W. Gwinn, U. S. Con- 

gressman from New York. 

* * * 


I Am an American 
At the citizenship hearing of 
George Tacheff, Detroiter, who 
refused to testify that he was a 
communist, Federal Judge Pi- 
card said: = 
“If a man can’t say he’s an 
American citizen, he doesn’t 
deserve to be an American 
citizen. He ought to be proud 
to get up and say he’s not a 
communist.” 
* a” . 


Swan Song 


“During my service I have 
come to know the stress, the 
crushing burden and the heavy 
responsibilities of service in 
the Senate. I will not engage 
in a bitter, arduous and taxing 
campaign in order to continue 
to carry this burden.” — U. S. 
Senator Tom Connally, an- 
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nouncing his retirement after 
35 years in Congress. 
* * * 


Dealers in °52 


“Through hard work, aggres- 
sive merchandising, the proper 
emphasis upon and control of 
time sales business, careful 
management, and a realistic ap- 
proach to the automobile market 
situation, the dealer can have a 
satisfactory year in 1952.” — 
Thomas W. Rogers, executive 

















"SUMMER. MEANS TOVGH SELLING” 
—News hem 


" MOST MEN CHOOSE CARS THAT ' 
Lock Glob Te THe Mres."— Heading 
WADDAYA MEAN- Cars! _- 
EVERYTHING ! 











vice-president, American Fi- 





nance Conference, in a speech 
to the Iowa Automobile Dealers 


—— Letterbox 





Assn. 
* * * 


Skeleton in Closet 
“Comparisons of retail sales 
so far this year with the same 
period of last year appear dis- 
couraging, largely because 
scare buying stimulated sales 


‘More Praise 


letters but you may sign your name 
used, if you so request. 





This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 


Address Editor, Automotive News, Detroit 26, Mich. 
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with the assurance that it will not be 








@ year ago but is now wholly 
absent.”— Paul E. Belcher, 
economist for the First Na- 
tional Bank of Akron. 

* + * 


Better Each Year 

I have just been looking through 
the 1952 Almanac. It gets bigger 
and better each year. 

My greetings and good wishes 


Farming Outlook 
to you and the members of your 


“As long as our own people 


have incomes high enough to staff. — Davy EB. Castias, (Buick), 
buy adequate food and clothing, | St- Louis. 

and our exports hold to reason- mee 

able levels, we need never have | Splendid 

another era of great farm sur- Your 1952 Almanac is a 


pluses.” — Secretary of Agricul- 
ture Charles F. Brannan. 
* ~ * 


splendid edition and all of you are 
to be congratulated. —H. C. Doss, 
vice-president, sales, Nash. 
Washington Insomnia? + * + 


“You can’t expect a profes- Fine Reference 
pom A pres pM + sage — The 1952 Almanac is very com- 
He’s more likely to make u plete, and you are to be congratu- 
his own bunk, and then lie oan lated again for compiling this very 
of it.”—New "Sewios Auteaee. helpful and interesting data re- 
bile Dealers Assn. bulletin. garding the people and the activi- 
“= «= ties in our great industry. I know 
I have occasion to refer to it many 
Collared ae ee the a ee a year. 
Ray Twyeffort, famous New |—J: M. Rocue, general sales man- 
York tailor, deploring American | ®8¢, Cadillac. 
men’s slovenly dress: = 2 2 
“When we took the starch 
out of our collars, we took 
the starch out of our back- 
bones.” 


Amazed 

As I turn page after page of your 
1952 Almanac, I am amazed that 
anyone could compile so thorough 














10 Years Ago... 


The Big Story 


The Senate Military Affairs committee is expected to authorize 
legislation soon that will establish a nationwide speed limit of 40 
miles per hour, allow seizure of automobiles for violations of the 
proposed speed law, and give President Roosevelt the power to seize 
tires and cars, if necessary .. . New-car sales were reported still 
spotty following liberalization of restrictions. Rationing scares are 
blamed . . . The government is considering a plan of buying extra 
tires (those in excess of five per car) from private motorists, it has 
been announced. 





—From the files of Automotive News. 








a reference of key personnel in our 
industry. 

You have done a magnificent job. 
—HenNry PAvuLMAN 9Jr., treasurer, 
National Used Car Market Report, 
Inc., Chicago. 


* * * 


Annual Progress 

Even a brief review, as it comes 
to my desk today, shows the “Au- 
tomotive News Almanac” displays 
its usual annual progress in fur- 
nishing authoritative and valuable 
information to an appreciative in- 
dustry.— ALFrrep ReEEvEs, advisory 
vice-president, AMA, New York 
City. 

* . 


From, Not To 


In the issue of your interesting 
paper of March 17, you have pub- 
lished an article by Mac Gordon, 
“Just Call Them Van.” 


As the Van-Der-Zee family is, 
in my opinion, originally of Dutch 
birth, it may be of interest for 
you to know that in Holland their 
name is written as follows: van 
der Zee, which means “from the 
sea” and not “to the sea.”—H. Levy, 
chief editor, Koninklijke Neder- 
landsche Automobiel Club, Graven- 
hage. 


* * ~ 


Used Often 


Copy of your Automotive New 
1952 Almanac has just been re 
ceived at our office and we want to 
tell you what a fine issue it appears 
to be. 

It is “bigger and better” than 
ever, in fact, and we know we will 
find many occasions for referrin;: 
to it during the coming year, ai: 
has been true with past issues.—- 
M. Dun ap, secretary-manager, Na- 
tional Truck Leasing System, Chi 
cago. 
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THE CUSTOMER WHO MINDED 
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ly Business 


Could Dusty sell his finance plan this time? No, Sir! This time 
he meets a customer who does all the talking. |jJNIVERSAL C. |. T. 


“TDo you want to pay for this car in 15 or 18 months... ,” 
I start to say, but this drummer who’s waving his arms 
with enthusiasm cuts me off. 


“Don’t race your motor, Dusty,” he says, ‘“‘I saw the 
Universal C.1.T. sign on the window when I came in... 
know the whole story.” 


‘But I’d like to show you how the plan means protection 
for you.” 

“Know it cold! Matter of fact, this will be my fourth car 
on the U. C. I. T. plan. Know what?” 


“No, what?” I ask brightly. This fast-talking character 
isn’t leaving any of the dialogue for me. 


‘After the way those fellows have treated me in every 
one of their offices I was ever in, I’d have to have a hole 


in my head to finance my car any other way.” 


‘“‘That’s nice to hear.”’ I’m playing straight man now to 
my own sales talk. 


‘Brother, when I get to driving I really drive. If I could 
just count the times I’ve been helped out by Universal 
C.1.T. Take their car insurance And that Life Insurance 
you get... wouldn’t be without it. Then there’s Towing 
and Road Service . . . and that travel emergency deal. 
Why, I’ve even needed their Bail Bond once. Man, I bet 
they lose money on me!” He starts to laugh at the 
thought. 


‘‘We always aim to please,” I say, busting into a grin. 


*‘You’re looking at a mighty pleased customer right 
now,” he says, “I even know where to put my John 
Henry on that contract. Now will you give me that pen?” 
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As Reg. W. Controls Are Removed .. . 








New-Car Dealers Are Jubilant 


By Sam Sampson 
Staff Writer 

HAT will happen to new-car 

sales now? This question, asked 
of a number of Detroit dealers 
immediately after removal of Reg- 
ulation W, brought forth jubilant 
and optimistic answers, 

Many reported that floor play 
was better late Wednesday after- 
noon than it had been all spring. 
Others said that there had been 
no immediate reaction. 

“My salesmen were at work 15 
minutes early Thursday morning,” 
one dealer said, “and are expecting 
a big day. Some of them have cus- 

tomers all lined up to work on 
right away. Floor play was heavy 
Wednesday afternoon.” 

“Buyers have been holding off 


| for this,” another dealer said, “and 
| now they’ll be in to close the deal. 
| We are very pleased.” 

+ * * 
ey another dealer said that he 
” had been plagued with tele- 
phone calls at his home until after 
9 p. m. Wednesday night. 

“The headache for me now is 
going to be where can I get cars,” 
he declared. 

Dealers were uncertain what 
would happen to used-car prices 
now after Washington’s green light. 
The opinions were varied. 

Several dealers thought that 
used-car prices would ultimately 
hit ceilings. They felt that de- 
mand would be greater for late 
model used cars, and that after 
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Idaho Directors Hold Semi-Annual Parley— 


Directors of the Idaho Automobile Dealers Assn., set the dates for their annual 
convention, next Dec. 1 and 2, and discussed the Idaho title laws, dealers license 
laws and governmental regulations at their semi-annual meeting. Members of the 


board include (left to right, seated): Jack 


Boise; Charles C. Haight, NADA director, 


Lawton, Moscow; Leon L. Weeks, secretary, 
Burley; Charles C. Adams, vice-president, 


Lewiston; Jack Blair, president, Pocatello; James Murray, Emmett; W. R. Showalter, 
Nampa; Earl Smith, Nampa. Standing, left to right: W. S. Freeland, Coeur D'Alene; 
Ira N. Corey, Idaho Falls; Calvin Bosse, Boise; J. V. Chamberlin, Weiser; Andy 


Anderson, Buhl; R. G. Cranney, Preston; J. 


C. Ashworth, Twin Falls; Willard Johnson, 


Orofino; Oliver Hanzel, Rupert, and William Spaeth, Jerome. 





Reminder on Pay Lids 
Virginia L-M Dealer Cited by Wage Board 


On Over-Ceiling Commissions 


By Mac Gordon 
Associate Editor 
FRESH reminder to dealers 
about wage ceiling regulations 
was issued last week after the 
Wage Stabilization Board sched- 
uled the first enforcement action 
against an accused new-car con- 
cern. 

While WSB spokesmen denied 
that any enforcement drive was 
under way in the retail vehicle 
field, they were explicit in re- 
minding dealers of the penalties 
provided for over-ceiling raises 
in wages, salaries or commissions. 
Accused of elevating salesmen’s 
commissions in violation of WSB 
regulations was Roanoke (Va.) Lin- 
coln-Mercury Sales Corp., operated 
by John W. Rollins & Associates. 
Dealership officials were ordered to 
appear before a three-man regional 
enforcement commission at a hear- 
ing in Roanoke Friday (May 9). 

+ a 


HE Roanoke case was the first 
one involving a dealer in which 
formal enforcement proceedings 


Bedford New Head 
Of Chase Aircraft 


NEW YORK.—Election of Clay 
P. Bedford, long-time Kaiser indus- 
tries executive, as president and a 
director of Chase Aircraft Co., Inc., 
was announced last week by Henry 
J. Kaiser, chairman of the board. 

A year ago, Bedford left his posi- 
tion as executive vice-president of 
Kaiser-Frazer Corp. to serve in 
Washington as a production expe- 
diter in the national defense pro- 
gram. He recently was appointed 
a member of a special commission 
to advise the Secretary of Defense 
on long-range production policy. 

In the Chase post, Bedford suc- 
ceeds Edgar F. Kaiser, president 
of K-F, who remains a member of 
the Chase board of directors. 

K-F acquired a substantial inter- 
est in the West Trenton (N. J.) 
aircraft firm a year ago. 








have been undertaken, WSB offi- 
cials said. They expressed the 
opinion that the vast majority of 
dealership wage increases have con- 
(Continued on Page 63, Col. 4) 





a period of time prices would 
work up to ceiling levels. 

Others felt that prices on used 
cars will remain firm. 

Some pointed out that used cars 
would surely receive a “shot in the 
arm,” and that there would be 
more activity in the used-car busi- 
ness. 

* * * 
_ following reports were re- 
ceived by Automotive News be- 
fore the decontrols were 
announced, but indicate the trend 
of sale leading up to the elimina- 
tion of Regulation W: 

Milwaukee reported that “balmy 
weather” had spurred sales there, 
with March deliveries well over 
the previous months. It was pointed 
out that the reduction in sales from 
a year ago is about the same, per- 
centagewise, as this year’s cuts in 
production. Used-car volume has 
been increased by 5 percent over a 
year ago. 

New-car sales hit a three-week 
low in Akron, where 314 sales 
were recorded for the week ended 
Apr. 26. This was down 21 cars 
from the week earlier, and 18 
below the week ended Apr. 12. 

In Columbus, O., sales volume 
appeared to gain strength in the 
last two weeks in April. Totals for 
the month were recorded at 1,361, 
and 714 sales were made in the 
last two weeks, April sales, how- 
ever, were down 42 units from 
March. 

* * * 

N NEW YORK CITY, new-car 

sales have been dropping for 
three weeks. For the week ended 
Apr. 26, only 7,163 titles were re- 
corded, as compared with 7,345 a 
week earlier. For the week ended 
Apr. 12, the figure was 7,859. 

Reasons for continued fall-offs 
were reported in most areas to be 
Regulation W terms, mounting po- 
litical tension and high prices. 

* * * 

EW-TRUCK sales are faring 

better, the reports indicated. 
At Columbus, O., the total of 225 
trucks for April, 1952, was five 
units better than April, 1951, and 
33 units better than March of this 
year. 

In Dallas, where only March to- 
tals were available, 375 units were 
sold for the month, as against 438 
in February. 





Used-Car Bulletin from Detroit . . . 





, 


(Sales very brisk. Sold 58 cars out 
of 89 offerings.) 

BUICK--'50 RM Riviera, $1,800*; 4-dr., 
$1,540, $2,075*; Special 4-dr., $1,- 
325*, $1,170; 2-dr., $1,270*. '49 RM 
2-dr., $1,160*. 

CADILLAC—’51 (62) $3,350*. 
"46 (62) 4-dr., $850. 

CHEVROLET — '50 SL Deluxe 4-dr., 
$1,175, $1,085; FL Deluxe 4-dr., $1,- 
105; 2-dr., $1,120. °49 SL Deluxe 
4-dr., $1,000. '48 FL aerosedan, $825. 

DeSOTO—'50 Custom club coupe, $1,- 
325°. °'49 Custom 4-dr., $1,070*. 

DODGE—’51 Coronet club coupe, §$1,- 
685*. ‘50 Meadowbrook 4-dr., $1,- 
280*, $1,100. °47 Custom 4-dr., $600. 

FORD—’51 Victoria, $1,740*; 
(8) 2-dr., $1,450*; Deluxe (8) 2-dr., 
$1,350*. ‘50 Custom (8) 2-dr., $1,- 
075, $1,060, $1,050. °49 Custom (8) 
4-dr., $940; Custom (6) 4-dr., $800; 
2-dr., $730. °47 SD (8) 4-dr., 5 

HUDSON—’50 Pacemaker 4-dr., $855. 

KAISER — _ Henry J 2-dr., $795; 


4-dr., 


Custom 


4-dr., $1,275. 
LINCOLN—’49 4-dr., $1,075. 
MERCURY — ’51 4-dr., $1,650*. ‘50 
2-dr., $1,340; club coupe, $1,275. ’49 


4-dr., $995; club coupe, $1,010. 
NASH—’50 Statesman 4-dr., $890. °47 
(600) club coupe, $460. 
OLDSMOBILE — '50 (88) club coupe, 
$1,480*. '49 (98) 4-dr., $1,200*; (88) 
4-dr., $1,200*. 
PLYMOUTH—’52 Cranbrook club coupe, 


$1,675. °51 Cranbrook club coupe, 
$1,360. °50 Suburban, $1,280. ‘°48 
SD 4-dr., $770. '47 SD 4-dr., $775. 
’46 Deluxe 4-dr., $400; 2-dr., $400. 
PONTIAC—’51 Chieftain (8) 4-dr., $1,- 
885. ‘49 Chieftain (8) 2-dr., $1,050. 
"48 conv., $995. °47 Chieftain (8) 
4-dr., $700. 
WILLYS—’'46 Jeep, $450. 
Apr. 30 


(Very brisk bidding. Sold 72 out 
of 109 offerings.) 
BUICK—’51 Super 4-dr., 


$2,060*. '50 





Latest Auction Prices 


(Aptco Auto Auction. Sale every Wednesday) 





*Indicates automatic transmission or overdrive. 


Other Auction reports are on Pages 6, 52-54 


Super 2-dr., $1,760*. °'49 RM 4-dr., 
$1,025*; 2-dr., $1,075*. ’°48 RM 2-dr., 
$905. 

CHEVROLET — '51 SL Deluxe club 
coupe, $1,320; 2-dr., $1,500. °50 SL 
Deluxe 4-dr., $1,100, $1,150. °49 SL 
Deluxe 2-dr., $930. ‘48 SM 2-dr., 
$725. '47 SM 2-dr., $635. °46 SM 
2-dr., $600. 


CHRYSLER—’50 Windsor club coupe. 
$1,350*; 4-dr., $1,500*. 
DeSOTO—’49 Custom 4-dr., $950*. 
DODGE—’51 Meadowbrook 4-dr., 
655; %-ton pickup, $1,000. 
farer 2-dr., $1,050. 
coupe, $1,050. 
FORD—’51 Custom (8) 4-dr., $1,405*, 
$1,225; 2-dr., $1,475*; conv., $1,700"; 


$1,- 
’50 Way- 
’49 Coronet club 


Victoria, $1,730*. °50 Deluxe (6) 
2-dr., $810; Custom (8) 4-dr., $1,- 
125; 2-dr., $1,015; %-ton pickup, 
$850. '49 Custom (8) 2-dr., $875; 
(6), $750. °48 SD (8) 2-dr., $650; 
Deluxe (6) 4-dr., $485. 
HUDSON—’48 Commodore (6) 4-dr., 


$705. 
KAISER—’49 4-dr., $ 
MERCURY—’51 4-dr., 
tion wagon, $1,120. 
NASH—’51 Rambler station wagon, $1- 


605. 
$1,805*. °49 sta- 


260; Statesman 4-dr., $1,315. 50 
Statesman 2-dr., $995. °'47 (600) 
4-dr., $460. 

OLDSMOBILE—’51 (98) 2-dr., $2,265*. 
"50 (88) 4-dr., $1,520*, $1,655*. °48 
(78) 4-dr., $880*; (66) club coupe, 
$890*. 


PACKARD—’48 4-dr., $750. 

PLYMOUTH—’51 Cranbrook conv., $1,- 
715; 2-dr., $1,405; Cambridge 4-dr., 
$1,330, $1,400, $1,295. °50 SD 4-dr., 
$1,180; club coupe, $1,090. '49 De- 
luxe club coupe, $980. °47 SD 4-dr., 
$655, $605, $550; 2-dr., $605. 

PONTIAC—’51 Chieftain (8) 2-dr., $1,- 
850*, $1,835*, $1,795. °50 Chieftain 
(8) 4-dr., $1,470*. °48 2-dr., $910*. 
’47 SL (6) 2-dr., $640. '46 Chieftain 
(8) 2-dr., $640; SL (6) 2-dr., $460. 

STUDEBAKER—’49 Commander conv., 
$850. 
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At North Carolina Convention 





Lead Tar Heel Dealers This Year— 
The North Carolina Automobile Dealers Assn. elected 1952 officers at its 17th 


annual convention. They are, left to right, 


Allan Mims, Rock Mount, director; Thomas 


L. Black, Pinehurst, vice-president; Bessie Ballentine, Raleigh, executive secretary; 
Fred H. Deaton, Statesville, president; H. A. Marks, Wilmington, secretary, and Frank 


Gossett, Charlotte, treasurer. 





ie soit 


One-Act Play Portrays Dealer Problems— 


Pe 


“1 had to throw in that radio to make the sale, bossi" pleads Bob Sharp-Trade, 
third from the left, portrayed by Charles G. Conn, Raleigh Pontiac dealer. The scene 
pictured above took place during the one-act play, “A Day in the Life of a Dealer,” 


at the 17th annual 


convention of the North Carolina Automobile Dealers Assn. 


Watching sales manager Sharp-Trade are, left to right, Paul Hoover, who filled the 
title role, Rupert Atkins, Raleigh Nash dealer, as Joe Fix-It, service manager, Conn, 
and Mrs. Walton Dennis as Mazie Make-Up, the secretary. 


* * * 


* * * 


N. Carolina Dealers Ask 
Retention of Herlong 


PINEHURST, N. C. — Congress 
should defeat any attempt to re- 
peal the provisions of the Herlong 
amendment, and Regulation W 
should be scrapped because it in- 
jures the defense effort by curtail- 
ing auto transportation for farmers 
and essential workers and does not 
curb inflation or save materials. 

Those were the statements re- 
corded in resolutions adopted by 
the North Carolina Automobile 
Dealers Assn. at its 17th annual 
convention here. 

Fred H. Deaton, of Statesville, 
was elected president for the 
coming year; Tom Black of 
Pinehurst, vice-president; H. A. 
Marks, secretary, and Frank 
Gossett, of Charlotte, treasurer. 

A resolution opposing any in- 
crease in state sales and income 
taxes “because they weaken and 
undermine the economic structure 
of private business and drive away 
new business ventures,” also was 
passed. 

The association reaffirmed its 
stand for legislation creating an 
effective inspection law in another 
resolution, while another one dealt 
with school driver tra ning. 

More than 700 members and 
guests attended the convention 
over which Jack Steele, the out- 
going president, presided. In his 
presidential message, Steele re- 
ported that during the past year 
the association had reached its 
alltime high membership point. 
The group now has 1,040 active 
and 33 associate members, he 
said. 

Sen, Clyde R. Hoey, North Caro- 
lina Democrat, principal speaker at 
the convention, said he favored re- 
peal of all controls not vital to the 
defense effort, including Regulation 
Ww. 


“The nation’s highways are suf- 
fering from hardening of the arter- 
ies, and highways are obsolete in 
many important areas,” Walter Bel- 
son, a representative of the Ameri- 
can Trucking Assn., told the deal- 
ers. 


Belson said that the end of 1952 





will see 52,000,000 cars, trucks and 
buses registered in the U. S. 

He called for dedication of the 
highway ,use tax for highway pur- 
poses only and fair distribution of 
highway costs “to create adequate 
roads for expanding traffic and as 
a safety factor in case of war.” 


FTC Opens Probe 
Of Parts Pricing, 


Government Deals 


WASHINGTON.—A sweeping in- 
vestigation of pricing practices in 
the automotive parts and supplies 
industry has been launched by the 
Federal Trade Commission. 

The House Executive Expendi- 
tures committee had recommended 
that FTC make a thorough study 
of trade practices in the industry 
and institute “appropriate proceed- 
ings” if warranted. 

The committee charged that fail- 
ure of automotive parts manufac- 
turers to compete with vehicle 
assemblers in the sale of replace- 
ment parts had “increased by un- 
told millions of dollars the cost to 
the government of procuring auto- 
motive parts” for military use. 


Besides looking into allegedly ex- 
cessive prices paid by the govern- 
ment, FTC field investigators have 
been instructed to find out whether 
other buyers are victims of illegal 
pricing practices. 

Specific objectives of the inquiry 
are to determine: 

Whether failure to bid or the 
submission of high bids by basic 
manufacturers on government busi- 
ness is due to unlawful agree- 
ments; whether the price structure 
and actions of basic manufacturers 
others result in the granting of 
of unlawful _ discriminations; 
whether there are unlawful exclu- 
sive-dealing contracts among basic 
manufacturers, assemblers and 
buyers, and whether there are un- 
lawful resale-price maintenance 
agreements among manufacturers, 
assemblers and distributors. 
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NOW! The New LifeGuard Safety Tube! 












Here, for the first time, is complete blowout 
safety and puncture safety. Not just partial 
protection . . . but, complete, positive, proved 
safety! Low-cost, re-usable safety lasting 
100,000 miles or more! 


For years, blowouts and punctures have 
been the motorist’s two major tire problems. 
For years, tire-makers have searched for the 
answer. Now, Goodyear has it—in the New 
LifeGuard Safety Tube! 


Goodyear’s New LifeGuard lets you give 


Only the LifeGuard principle gives 
you positive safety in any blowout! 


/. 







your customers re-usable blowout and punc- 
ture safety costing 20% to 43% less per 
wheel than competitive methods. The first 
and only complete protection that doesn’t 
wear out when their tires do! 


It gives you a rich, new source of easy sales 
and extra profits . . . the 2-way safety every 
motorist has waited for—at a price every 
motorist can afford! 


Get the full story from your Goodyear 
representative now! 





Goodyear’s New Plus-10 Double Eagle is 
the world’s finest tire. It’s the only all-nylon 
cord passenger-car tire. It’s the best pre- 





Ask about Goodyear’s New Plus-10 Double Eagle! 





mium tire profit opportunity for dealers. 
So learn all about it from your Goodyear 
representative now. 








Blowout-safe! Experience has shown that 
only a double air chamber gives positive 
safety in all blowout emergencies! If outer 
chamber blows out, LifeGuard inner cham- 
ber still holds air—enough air to allow a 
safe, controlled, straight-line stop. 


Puncture-safe! Goodyear puncture-sealant 
@ (a layer of gum rubber) flows into hole, 
seals punctures without loss of air. 


can be removed and re-used in at least 
three sets of tires for 100,000 miles or more 
of blowout-safe, puncture-safe driving! 
Ask to see the New LifeGuard Safety Tube! 


3 Re-usable! New LifeGuard Safety Tube 














Only multi-million-mile proved pro- 
tection! In 17 years, in millions of 
miles of driving, we know of no case 
of failure of the LifeGuard principle 
in a blowout. Goodyear puncture- 
sealant employs a principle similar 
to the combat-proved Goodyear 
bullet-proof gas tank for planes. 





LifeGuards can be used in present 
tires. Your customers can end the 
danger of blowouts, the inconven- 
ience of flat tires today! If their tires 
are still good, simply install a set of 
New LifeGuard Safety Tubes... 
they can re-use them in at least 
three sets of tires! 


NEW LIFEGUARD SAFETY TUBES 





» GOODSYEAR 


Double Eagle. LifeGuard, T. M.'s—The Goodyear Tire & Rubber ( 


ompany, Akron, Ohio 
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Beaver Dam Dealers Show Appreciation— | 


Dealers from Beaver Dam, Wis., recently gave a dinner for 250 members of the | 
local chamber of commerce to show their appreciation of their community. Dealers 
participating in the dinner were Banner Motors, Cleary Motors, Crawford Motors, 
Defnet Motors, _Dodge County Nash, Haessly Motors, Hoag Motors and Mullin- Pontiac. | 
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Vacdraulic | Control 


ing the new trend to power braking that 
permits the use of much fewer, fastenecting 
types of brake pedals. 

Kelsey-Hayes “Vacdraulic” power units, 
already standard equipment on over 200,000 
passenger cars, provide the most advanced 
type of “feather-touch” control, assuring per- | 
fect “pedal feel” for safe, effortless, fast 
braking action by either right or left foot! 


(cee dt $a; "vet sas) 


1952 _ 


Alcoa Official Predicts 100 Percent Rise 


In Automobile 
By Bob Wheaton 


Staff Writer 
DETROIT.—A more than 100 
increase in the use of 
aluminum in automobiles by 1954 | 
was predicted by Frank Jardine, | 
development division manager for} 
Aluminum Co. of America, at a 
meeting last week of the Detroit | 
section of the Society of Automo-| 
tive Engineers. 

Today’s average automobile 
uses about 214.3 pounds of alum- 
inum and 97,901,000 pounds was | 
used in automobiles in 1950, Jar- 
dine said, predicting that by 1954 
cars will consume 201,400,000 
pounds of aluminum annually. 
“This increase,” said Jardine, | 


THROTTLE 


A 


PRODUCTS 
Power Units 
House 


Axles. Parts tor 


PLANI' 


wren Witty 


Usage by 1954 


due largely to improved 
methods of processing aluminum 
that are being developed today.” 

Jardine, along with G. O. Hog- 
lund, chief welding engineer for 
Alcoa, and R. V. VandenBerg, head 
of Aloca’s finishes section, dis- 
cussed aluminum supply, adjoining 
methods and decorative finishes of 
aluminum in the car of the future. 

“Aluminum, which started late,” 
said Jardine, “grew fast. It started 
expensive, mostly because of pro- 
cessing, but today it is the only 
metal produced that is cheaper 
now than it was in 1930.” 

Jardine forecast that aluminum 


“will be 





prices will drop in comparison 
with prices of other metals. 
| “The most marked increase in 
the use of aluminum in autome- 
biles is expected in cylinder heads 
where 5,000,000 pounds are now 
| used annually. This use is expecte d 
| to reach 23,000,000 pounds by 1954,’ 
he said. 

Regarding supply, Jardine said 
that in 1953 there would be 2,398,- 
000 short tons of aluminum pro- 
duced in the U. S., of which 1,500,- 
000 tons of raw material will be 
from the U. S. and 898,000 tons 
from Canada. 

VandenBerg forecast that be- 
cause aluminum has good resist- 
ance to corrosion and because 
new methods have been de- 
veloped to make it both func- 
tional and decorative, more alum- 
inum will be used in the future 
for decorative purposes. 


| “Some methods of coloring 
= said Vanden- 
“because they have a poor 
resistance to light, acting similar 
to fabrics. But by using other 
methods, the colors can be made 
| 


aluminum are poor,” 


Berg, 


color fast.” 


He cited as examples of alum- 
inum used for both functional and 
decorative purposes, the Nash 
window frame, the Chrysler instru- 
ment cluster and the metallic sides 
of Greyhound buses. 


New officers for the Detroit sec- 
tion of the SAE are: P. H. Pretz, of 
Ford, chairman; K. E. Coppock, 
Fisher Body, vice-chairman; H. E. 
Chesebrough, Chrysler, secretary, 
and G. A. Delaney, Pontiac, treas- 
urer. 


Adams Will Head 
Nash Operations 


In Canada 


DETROIT.— Appointment of 
Thomas S. Adams as general man- 
ager of Nash Motors of Canada, 
Ltd, was an- 
nounced Friday 
by George W. 
Mason, president 
of Nash-Kelvina- 
tor Corp. and 
president of the 
Canadian subsid- 
iary. 

Adams has been 
works manager 
of the Toronto 

| Nash plant for 
|the past three 
years. Adams, born in Preston, Eng- 
land, was educated in Toronto. In 
1929 he joined the Ford Motor Co 
of India as assistant superintendent 
and service manager. In 1930 he was 
| appointed zone manager for North- 
ern India and later was named su- 
perintendent and service manager. 
Advanced again in 1934, he became 
commercial sales manager, leaving 
the company in 1947 to return to 
Canada. He joined Nash in January, 
1949. 

“The move will shift centralized 
control of operations from Detroit 
headquarters of Nash - Kelvinator 
Corp. to Toronto,” Mason said. 


T. 8S. Adams 


DPA Job to Fowler 


WASHINGTON.—President Tru- 
».. last week nominated Henry 
|H. Fowler as defense production 
|administrator to succeed Manly 
Fleischmann, who resigned effec- 
tive May 31. 

Fowler, now administrator of the 
National Production Authority, is 
to hold both defense posts. 


Sa Out; 


ANCO Replaces Stock 
Of Flood Victims Free 


| 
| GARY, Ind. — ANCO distrib- 
| utor, subjobber and dealer 
inventories destroyed by the 
midwestern floods will be re- 
placed prepaid and free of 
charge, it is announced by J. 
W. Anderson, president of An- 
derson Co. 

Anderson said ANCO’s “act of 
God” policy of covering distribu- 
tor losses in time of disaster had 
been in effect 30 years. He said 

it recently was extended to 
cover subjobber and _ dealer 
stocks, 

The firm makes windshield- 
wiper equipment, clamp-on rear- 
view mirrors and hand soap. 
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Healers to tapi this 


rcelainize volume potential for New Car 


Yealers this current year is well over one- 
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This is big business . . . important business. 





Each Dealer is entitled to his share. To see 


DIRECT >, 
MAIL 





that he gets it, Porcelainize provides all the 


“tools” needed to release the greatest flow 








of benefits ever experienced in building 


Customer Labor Sales. 


Plan now to make 1952 your biggest Por- 
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Complete, specially designed : — ee. 

equipment e Sey, 

Dynamic, dominant national} H9ERVICE SALES , 
advertising *ROMOTIONS \ 


National field force (Blankets 
the nation.) 





Complete dealer-designed FF 
merchandising program. | 


Colorado 


‘ 8 UNCHALLENGED IN MERIT 
@ UNMATCHED IN POLICY 
, UNEQUALLED IN PROGRAM 
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—Coming Events= 








Maryland, meeting Ocean City, Md. 

June 23-27—50th anniversary meeting 
American Society for Testing Engineers 
New York City. 


Sept. 10-12 — National se Assn. 
. : 50th annual meeting, Traymore hotel 
Dealer Conventions | Sept. 25-26— Kansas Motor Car Dealers Atlantic City, N. J 


May 1!3-14—Massachusetts State Automo 
bile Dealers Assn., Statler hotel, Boston. 

May 22-24—Washington State Auto Dealers 
Assn., Chinook hotel, Yakima, Wash. 

June 3-§5— Automobile Dealers Assn. of 
Ontario, Hamilton, Ont. 

oe 24-26 — Automobile Dealers Assn. 
of W. Virginia, Greenbrier hotel, White 


Assn., Hotel Broadview, Wichita, Kans. 

Sept. 25-26—New Jersey Automotive Trade 
Assn., Traymore hotel, Atlantic City, 
N. J. 


Sept. 29-30—Minnesota Automobile Deal- 
ers Assn., Nicollet hotel, Minneapolis. 
Oct. 9-11—Pennsylvania Automotive Assn., 
ae ‘taeda Hall, Atlantic City, 


Oct. 20-24—National Safety Council, na 
tional exposition, Conrad Hilton hotel 
Chicago. 

Nov. 10-13—American Petroleum Institute 
annual meeting, Conrad Hilton hotel 
and Palmer House, Chicago. 

* . . 


Engineering 


Sulphur Springs, W. Va. Oct. 12-14—Tennessee Automotive A 
. ssn., ‘ , . 
Sept. 6-8—Georgia Automobile Dealers Noll hotel, Nashville. get og gy 
son — a ow Oct, 14—National Used Car Dealers Assn., and Ritz-Carlton hotels, Atlantic City 
Venne ~ C , eu'= Hollenden, Cleveland. N. J ; : 
Sept. I1-12—Colorado Motor Car Dealers ct. 19-21 — Florida Automobile Dealers ae . . . 
Assn., Shirley Savoy hotel, Denver. ssn., Sans Souci hotel, Miami Beach, agg ge Ay ae 


Sept. 12-13-— Maine Automobile Dealers 
Assn., Samoset hotel, Rockland, Me. 
Sept. 14-16—Kentucky Automobile Dealers 
Assn,, DuPont lodge, Cumberland Falls 

State Park, Ky. 

Sept. 14-16—New York State Auto Dealers 
Assn., Hotel Syracuse, Syracuse, N. Y. 
Sept. 15-16—Wisconsin Automotive Trade 

Assn., Schroeder hotel, Milwaukee. 
Sept. 15-16—Automobile Dealers Assn. of 
North Dakota, Elks Club, Fargo, N. D. 
= 20-22 — South Carolina Automobile 
ealers Assn., Ocean Forest hotel, Myr- 


Fla. 

Oct. 26-28—Tennessee Automotive Assn., 
Noll hotel, Nashville. 

Dec. 1-2—Idaho Automobile Dealers Assn. 


ose, 
Dec. 7-7—Ohio Automobile Dealers Assn.. 
Statler hotel, Cleveland. 
* * * 


Aftermarket Shows 


June 23-26—Automotive Accessories Assn., 
Inc., Navy Pier Chicago. 
March 26-29, 1953—Southwest Automotive 


Fairmont hotel, San Francisco, 

Sept. 9-11—Society of Automotive Engi- 
neers, national tractor meeting, Hotel 
Schroder, Milwaukee, Wis. 

Oct. 22-24—Society of Automotive Engi- 
neers, national transportation meeting, 
Hotel William Penn, Pittsburgh, Pa. 

Nov. 3-4— Society of Automotive Engi- 
neers, Chase hotel, St. Louis, Mo. 

Nov. 6-7— Society of Automotive Engi- 
neers, Mayo hotel, Tulsa, la, 








— Show, Automobile bldg., Fair Park Nov. 30- Dec. 5— Society of Automotive 
age? a tle Beach, S. C, ' g., Fa : ; j 
WE 4 2” Sept. 21-23 — South Dakota Automobile Dallas. ‘ i ‘ Engineers, Statler hotel, New York City. 
eale ssn., t t tel, i 
Start Roof on Ford Research Center— ee ee NAD ° d 
i ; Sept. 21-23—Arkansas Automobile Dealers General A A ar Gulde 
A spider-web of steel rises to form parts of the roof skeleton of Engineering B . Arlington hotel, Hot Springs Stay 10-17 — Soctheest Astemotive Show 


building at Ford's new $50,000,000 Research and Engineering Center in Dearborn. 
Much of the engineering to be done in the dual-purpose building when it is finished 
late this year will be on national defense projects. 





Assn., 

Nat'l Park, Ark. 

Sept. 22-26— Federation of Automobile 
Bealers Assns. of Canada, Montreal, 
ue. 





conference, Asheville, N. C. 
May !8-19—American Petroleum Institute, 
Copley Plaza, Boston, Mass. 

June 13-15— Automobile Trade Assn. of 








ADDITIVE 





(detergent) OILS 


Marks 20th Year 
Of Publication 


WASHINGTON.— The NADA 
Official Used Car Guide is marking 
its 20th year of publication. 

Published by the National Auto- 
mobile Dealers Used Car Guide Co., 
the book offers its subscribers: in- 
formation on _ factory - advertised 
delivered prices, motor and serial 
numbers and locations, model iden- 
tifications and mechanical specifi- 
cations. 

Supplements are now issued 
every 30 days to furnish readers 
up-to-date average retail values, 
average loan and average “as is” 
values and current OPS ceilings. 

In the quarterly edition of the 
guide is a special section on most 
trucks up to 16,000 pounds gross 
vehicle weight. 

Headquarters for the guide is 
now located in the nation’s capital, 
where it was moved at the start of 
World War II from Detroit. 


(1) Additive Oils need filtration 
(2) FRAM keeps them physically clean 
(3) FRAM won’t remove the additives 


Some additive type oils turn dark in color even though 
they may be physically clean. FRAM REPLACE- 
MENT CARTRIDGES REMOVE HARMFUL CON- 
TAMINANTS FROM ADDITIVE OILS AND 
KEEP THEM PHYSICALLY CLEAN. Fram Car- 
tridges are used by the Armed Services because they 
meet their exacting specifications, one of which is that 
they have no harmful effects on oil additives. So let’s 
come clean . . . additive (detergent) oils and Fram 
Cartridges are a perfect team for better protection 
and bigger profits. 





Buick Promotes “a 
2 Output Men | 


FLINT.— Donald F. Taylor and 
Joseph J. Schweinfurt have been 
appointed general superintendents 
in charge of automotive production | 








« 


D. F. Taylor 





J. J. Schweinfurt 
at Buick, Edward T, Ragsdale, 


general manufacturing manager, 
announces. r 
Taylor, 39, is general superin- 
tendent in charge of all ordnance 
production at Buick and will re- 
tain that position in addition to his 
new responsibilities, Ragsdale said. 
Schweinfurt, 45, has been assistant 
general superintendent on. the 
Wright J65 Sapphire jet éngine 
project for the last year. : 
Taylor and Schweinfurt will di- 
vide the responsibility of automo- 
tive production, Ragsdale. said, 
with Taylor in charge of assembly, 
sheet metal work, forging and the 









and heores.the PROOF !/ 


Actual Tests Prove FRAM Best 





able bet. Sign up now, if you haven’t 


In identical scientific laboratory tests, already, as a Fram Dealer. Cash in on manufacture of small parts. —~2@ 
Fram Cartridges removed more dirt,and Fram’s Western Union Operator 25. Schweinfurt will have charge of | 
removed it faster, than all other pop- Ask your Fram Distributor to show per tid operations and_ the 


ular brands tested. The chart below 
shows the results at a glance. It’s 
positive proof that Fram Filters Best! 

This product superiority coupled with 
gigantic advertising and merchandising 
support makes Fram your most profit- 


you “Filter Facts” . . . an amazing book 
with further proofthat Fram Filters Best! 





Petroleum Group Maps: 
Jobber-Supplier Unit 


TULSA, Okla.— The American 
Petroleum Institute instructed its 
marketing division here last week 
to look into the proposed creation 
of a jobber-supplier committee. 

API’s directors took the action 
after hearing results of a prelim- 
inary study on the desirability for 
such a committee. 


FRaAM CoRPORATION, Providence 16, R.I. 
In Canada: J. C. Adams Co., Ltd., 
Toronto, Ontario. 





T T T 
Science Proves Fram Filters Best! In actual laboratory 
|____ tests Fram was compared to four other popular brands 
under identical test conditions. Here are the amazing re- 

sults . .. measured in terms of actual dirt trapped. 


ae 














Barnes Joins Manley 
Clem Banies is leaving the 
wholesale department of Pontiac 
division and going into partnership 
with Barney Manley (Pontiac), 
Pomona, Calif. 


OIL * AIR *« FUEL * WATER 
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Whore move than half 
The car bugew buy 









PATHFINDER IS THE ONE NEWS MAGAZINE which 
concentrates its circulation in the Main Street trading 
centers of America—the Pathfinder towns. 


In Pathfinder towns, you will find— 
over 70% of the nation’s car dealers 
over 60% of the nation’s service stations 
over 50% of America’s car owners 










Automotive advertisers recognize the selling power 
of the news magazine. 






Like other news magazines Pathfinder selects 
the thinking people—the news-minded, sub- 
stantial families who have real buying power. 






Like other news magazine audiences 81% of 
Pathfinder families own cars. 






BUT—UNLIKE OTHER NEWS MAGAZINES—PATHFINDER 
concentrates its circulation in your #1 automotive 
market. Automotive advertisers using an insertion in 
the other two major news magazines miss 90% of the 
Pathfinder families. 


Complete your news magazine coverage of auto- 
motive America—buy Pathfinder, the #1 News 
Magazine in the biggest half of the automotive market. 


AintenAtaians 


Publisher 
Washington Square, Phila. 5, Pa. 


Sell all of iia America... Buy Pathfin der | 


NEWS MAGAZINE 
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Look Out for °53 Taxes! 


Institute Suggests Start on ‘New Year’ Resolutions 
To Help Businessmen Save Up 


NEW YORK.—Warning that the 
full effect of this year’s tax boosts 
will not be felt until March, 1953, 
the Research Institute of America 
is currently suggesting to its mem- 
bers a few tax “new year” resolu- 
tions which businessmen may find 
worthwhile. 

“If your tax bill looked big 
this year, wait until next March,” 
the Research Institute declares. 


Finance Men Told 
To Police Selves 
If Reg.W Ends 


HARTFORD, Conn.—In the event 
that Regulation W is modified or 
lifted, finance members of the 
Connecticut Automotive Trades 
Assn. were cautioned to police 
themselves so that the government 
could find no excuse for reimpos- 
ing the credit restrictions. 

The warning came from Alan G. 
Rude, vice-president of Universal 
C.1.T. Corp., New York, who pre- 
dicted that Regulation W would be 
eased or abolished soon. 

Rude spoke at a dinner meeting 
of CATA’s sales finance division 
which honored Lynwood K. Elmore, 
state banking commissioner. Ap- 
proximately 60 persons attended, 
representing all the finance com- 
panies handling automobile paper 
in Connecticut. 

Rude commented that in his 
travels across the country, this was 
the first statewide organization of 
sales finance companies that he had 
encountered, and he congratulated 
the members on their interest. He 
said automobile dealers and sales 
finance companies apparently had 
not realized that the time had come 
for some real salesmanship to sell 
their products to the public. 

Rude traced the development of 
the sales finance industry and de- 
clared that as a result of the ex- 
perience gained in the past 30 years, 
the industry now was in a position 
to offer expert service to its cus- 
tomers. He emphasized that the 
companies should go out and sell 
their services and not try to sell 
rates. They are entitled to a fair 
return for their services, he said. 

Wayne M. Singer, regional man- 
ager of Associates Discount Corp., 
Hartford, was toastmaster at the 
dinner. Henry A. Schaller, Dodge- 
Plymouth dealer of New London, 
president of CATA, extended a wel- 
come. 

Edward J. Longhi, of Acceptance 
Discount Corp., New Haven, presi- 
dent of the sales finance division, 
reported on CATA’s activities. Carl 
R. Lane, executive vice-president of 
CATA, introduced Elmore. 





Rochester Dealers 


Name Jones Head 


ROCHESTER, N. Y.—The Roch- 
ester Automobile Dealers Assn. has 
elected Franklin A. Jones, of F. A. 
Jones, Inc., its president for 1952 
to succeed Jonathan Heinrich, 

Others elected at the group’s an- 
nual banquet were: Maynard W. 
Hallman, vice-president; Edward J. 
Horton, treasurer, and Edward C. 
Schoen, secretary. 


Maine Increases Rates 


On Truck Freight 10% 

AUGUSTA, Me. — Maine’s first 
general increase in intrastate motor 
freight rates has gone into effect. 

Under rates filed with the state 
public utilities commission by the 
Maine motor rate bureau, charges 
by 52 carriers went up about 10 
percent, although rates vary widely 
on different commodities and dif- 
ferent routes. 

The only general exception to the 
increase was on rates between 
Portland and Aroostook county 
points. Previous rates will continue 
on those routes. 

Inspection Station Fund 

NEW ORLEANS.—An appropria- 
tion of $113,000 for planning, con- 
structing and equipping a munici- 
pal motor vehicle inspection station 
has been approved by the New 
Orleans commission council. The 
council previously had appropriated 
$20,000 for steel] for the project and 


“What you just paid reflected 
only a part of the tax boosts 
passed in 1951. The full effect of 
these increases will show up in 
the ’52 rates. Few people realize 
the painful fact that individuals 
generally will pay about 10 per- 
cent more tax than they shelled 
out for ’51.” 

Both in personal and business 
affairs, the Research Institute rec- 
ommends giving “serious consider- 
ation to adopting some organized 
procedure for checking the tax im- 
plications of proposed steps before 
you act. A wrong move taxwise 
this year is going to be an expen- 
sive luxury.” 

With these thoughts in mind, 
here are the tax resolutions which 
the Research Institute of America 
suggests for businessmen: 

“I shall consider the tax conse- 
quences of every decision—in 
routine day-to-day operations as 
well as special transactions, When 
in doubt I shall call my profes- 
sional tax adviser—fast. 

“I shall remember that tax plan- 





ag sen, gs 


Chrysler Wins Five Economy Run Award 


S——= 





Collyer Doubts 
Increase in Use 


Of Crude Rubber 


AKRON.—“Until there is a sub- 
stantial reduction in the price of 
crude rubber, the present use of 
the material with relation to total 
new rubber consumption in the 
U.S. will not increase,” John L. 
Collyer, president of B. F. Good- 
rich Co., said Wednesday. 

The present price of GR-3 syn- 
| thetic rubber is 23 cents a pound 





Chrysler captured three first place and two second place awards in the Los Angeles | and the current price | for butyl 
to Sun Valley Mobilgas Economy Run Sweepstakes. Chrysler cars took first in Classes | type synthetic rubber is close to 
F, H and | with Saratoga six and eight-passenger sedans and the Crown Imperial 
sedan. Second places were won in Classes D and G by Windsor and Imperial sedans. 
Shown is the Saratoga which won in its class for the 1,415-mile mountainous run. 





ning and tax strategy are now 
more important than ever. At the 
’52 rates, I can’t afford to slip into 
any tax pitfalls or overlook any 
opportunities for tax saving. 

“IT shall keep complete records to 
support all deductions.” (This is 
especially important for taxpayers 
making $25,000 or more, the Re- 
search Institute points out, since 
such returns are now automatically 
scheduled for auditing.) 








Ford Award to Dealer 


Kelley-Williams Motor Co., deal- 
er in Kansas City, Kans., and Kan- 
sas City, Mo., was presented with 
the Ford Four-Letter award by 
E. S. Alexander, district sales man- 
ager. Damon E. Williams is presi- 
dent of the dealership; Dewey E. 
Williams, vice-president; Wallace 
E. Williams, secretary - treasurer, 
and Frank Adam, general manager. 


|}21 cents a pound, he said. The 
|current price of crude rubber de- 
livered in New York is 38 cents a 
pound, compared to 18 cents a 
pound prior to the invasion of 
Korea, Collyer added. 

“Recent action by the government 
terminating all controls over the 
use of imported crude rubbers and 
synthetic rubber brings these ma- 
terials into competition in a wide 
area of usage,” Collyer said. 


Globe Hudson Opens 


Globe Hudson, Inc., has opened 
in north Olmstead, O. F. O. Wilk- 








enson is general manager. 








$7,000 for architect’s plans. 





When is a Cash Deal 


Not a Cash Deal ? 
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Spring Checkup 
Steps Outlined 
By Hudson Aide 


DETROIT.—In outlining a spring- 
time checkup program for motor- 
ists, preventive maintenance is 
stressed by Walter S. Milton, direc- 
tor of service for Hudson. 

“The modern motor car is a high- 
ly complex mechanism that requires 
more attention than an occasional 
lubrication,” Milton says. “However, 
a thorough lubrication is most es- 
sential. Motor oil should be changed 
to summer weight, oil filter car- 
tride replaced and all damaged fit- 
tings removed and all working 
parts freed-up so that fresh lubri- 
cant will be effective. 

“Motor tune-up is most impor- 
tant. Valve lash should be checked, 
cylinder head tightened, distributor 
points cleaned and spaced and car- 
buretor cleaned and adjusted. Spark 
plugs should be cleaned, lead de- 
posits removed, spaced, new gas- 
kets added and tightened in cylin- 
der head to manufacturer’s specifi- 
cations, Fan belt should be checked 
for wear and adjusted. 

“Radiators should be flushed and 
checked for leaks, hose inspected 





Balancing Machine— 

Electrical impulses are now employed 
in production operations in making torque 
converters at the Highland Park (Mich.) 


plant of the Chrysler Corp. Operator 
Leonard Krigner spins the converter rap- 
idly while a stroboscopic light pinpoints 
any unbalance in the newly assembled 
unit. 





for wear and connections tight- 
ened.” 

Batteries are generally over- 
worked during cold weather and 
Milton advises a voltage check to 
determine conditions of cells. 








FOB FACTORY 





Quality Control Raises 








Morale, Cuts Costs 





UALITY control is probably the most effective plan the 
auto industry has found in recent years for increasing 
pride of workmanship and cutting production costs. Use 

of quality control methods has become standard practice 
throughout the industry; it has also reached out to small 


industry suppliers, including 
those with only 50 to 100 
employes. As employed in the 


auto industry today, quality con- 
trol is simply a mathematical 
method of establishing specifica- 
tion limits. Samples are taken at 
regular intervals to see if dimen- 
sions of the part, for example, fall 
within certain predetermined lim- 
its. As long as specifications fall 
within these limits, the process is 
said to be in control. 

One advantage of the method 
is that it not only avoids the 
productien of scrap but actually 
makes it possible to predict when 








changes in tooling may be re- 
quired. 


There are several reasons why 
quality control has grown in popu- 
larity: (1) auto workers find qual- 
ity control is a helpful way of 
establishing their ability to pro- 
duce acceptable parts; (2) it elim- 
inates any suggestion of the much 
despised “speedup;” (3) substan- 
tial savings have been returned to 
the manufacturer; (4) where parts 
are produced under quality con- 
trol, the number of inspections 
may be reduced; (5) Quality con- 
trol is rapidly becoming a “must” 








Just because Mr. X gives you spot cash doesn’t necessarily 
mean he’s a cash customer. In only too many cases Mr. X 


borrows money from someone else. Result ...even though 











he gives you a check for the full amount, Mr. X, Hidden 
Time-Buyer, has “INCLUDED YOU OUT” on (1) Control 
of the time sale, (2) Dealer gross from time sales, (3) Shop 
volume and replacement sales from insurance loss settle- 


ments, (4) Repeat business created by customer benefits 


in GMAC service. 


But there’s a way to bring the Hidden Time-Buyer into 
i 8 s 


the open, especially if you’re a General Motors dealer. First, 


sell the car he wants; then show him how he can pay for it. 





This is the most important part of the sale for most people. 


So stress the convenience and other advantages of the pioneer 


automobile time purchase plan—GMAC, 


Sell the complete GMAC Plan to increase 


your time sales...keep more 





2 yf MOTORS ACCEPTANCE cctowndll 
TIME PURCHASE 


PLAN 











customers. 


The Time Purchase Plan 
that can be offered only 
by dealers in 
CHEVROLET, PONTIAC, 
OLDSMOBILE, BUICK 
AND CADILLAC CARS. 


Also offered for used cars of all makes 
sold by these General Motors dealers. 





for many plants wishing to qualify 
for defense work. 
* * * 
Savings Evaluated 
Ho are some examples of the 
practical results of quality con- 
In one foundry, mold hard- 
core hardness and pouring 


trol. 
ness, 


| temperatures are closely controlled, 


using standard statistical methods. 
As a result, foundry scrap has 
been cut 32.5 percent. 

Control on machining operations 
on a crankcase resulted in an im- 
provement of 47 percent in rework 
and 56 percent on scrap. 

Additional results have been 
reported by International Har- 
vester to the American Society of 

Tool Engineers. Soldered radiator 
side channel rejects have been 
reduced from 54.3 percent to 1.5 
percent. On plowshares, the ratio 
of rework labor to direct labor 
was reduced from 37 percent to 

11 percent. 

At its Louisville works, Har- 
vester reported a savings of $33,- 
000 per year was achieved in the 
grinding room as a result of studies 
of stock removal, grinding methods 
and new measuring equipment on 
gear hobs. 

Throughout its 21 plants, Inter- 
national Harvester estimates that 
over a four-year period the savings 
in labor and materials cost that 
can be credited to quality control 
total $10,000,000. 

* 


* x 


Every Phase Benefits 

HE benefits derived from sta- 

stistical control methods apply 
to (1) the operator, (2) the ma- 
chine and (3) materials. Periodic 
checks tell quickly when any of 
these variables require correction. 
Salvage operations are avoided and 
uniform parts are reproduced to 
close tolerances. 

At its Wisconsin steel works, 
Harvester estimates a saving of 
2,643 tons of steel was realized in 
a single year through Quality Con- 
trol methods. 





Thomas Forecasts 


Bright Outlook for 
Rubber Industry 


CAMBRIDGE, Mass.—The imme- 
diate and long-range outlook for 
rubber business is good, E. J. 
Thomas, president of Goodyear 
Tire and Rubber Co., told 250 stu- 
dents and faculty 
members of Har- 
vard business 
school. 

Pointing to 
gains in the last 
decade, in which 
tire production 
rose from 60,000,- 
000 to 100,000,000 
units and rubber 
consumption from 
781,000 to 1,250,- 5 
000 tons yearly, E. J. Thomas 
he said prospects are for greater 
and greater rubber consumption. 

In the next decade, he foresees a 
33 percent increase in registrations 
of cars and trucks, with a similar 
increase in demand for mechanical 
goods and other rubber products. 

Greater production will be needed 
to fill increased demands for rub- 
ber and other products as the na- 
tion grows in population, national 
income, passenger car, and truck 
and tractor registration, he said. 

Thomas said the human being is 
the only real factor in business. “If 
you have the right man on the job, 
you do not have too many other 
problems. 

“The object is to build a spirited 
organization of able men and wom- 
en who will give their all for the 
benefit of the team. What any or- 
ganization must guard against— 
and particularly large organizations 
—is any tendency to think of our 
people in the mass rather than 
individuals.” 

He listed good health at the top 
of fundamental requirements for 
the young man who wants to get 
ahead in business, saying: “Good 
health and ambition breed enthusi- 
asm to aim high, to set a worth- 
while goal, and to attain it. 

“The practice of moderation in 
all of one’s personal habits is prob- 
ably the strongest single aid to the 
preservation of good health, and to 
the strengthening of other essential 
qualities for success.” 

Following health, he listed as 
other essential assets, in this order 
—character, ability, teamwork and 
thrift. 
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With the Staff... 





Complaints on °52s 

Detroit dealers are yelling loud | 
to factory field men about the ris- | 
ing volume of service work re- 
quired on some 1952 cars, especially 
those with newly designed engines. 

Dealers are particularly irked by | 
complaints coming from customers 
after the expiration of warranty 
periods. In the main, these com- | 
plaints are said to involve burnt- | 
out spark plugs, and batteries made 
lifeless by the relatively low idling 

speeds of some of the new V-8 en- 
gines. 

“It is not good public relations 
to expect the buyer of a $3,000 car 
to replace his spark plugs and 
battery after 5,000 miles of driv- 
ing,” says one dealer. “How- 
ever, I’m afraid I'll have to throw 
public relations out the window 
or go broke.” 

The “in-warranty” complaints, 
dealers say, take in valve failures, 








handle ALL pulling jobs. 


swiftly...easily...profitably...with 


* 





INTERCHANGEABLE 
PULLER TOOLS 3 


ON EVERY COUNT you’re money ahead with Snap-on Pullers. 
Money ahead in first cost, because fewer Snap-on units cover 


a far wider range of pul 


ALONG DETROIT'S AUTO ROW 


poor carburetion and gasoline econ- | 


omy. 
+ * . 


Reg. W Angle 


Detroit dealers generally report | 
sales on the upgrade for May, but} 


repercussions are expected 


A great many of this month’s 
new-car sales have been made by 
assuring the buyer that he wiil 
not have to make more than one 
payment under present credit 
terms. 

Buyers have been sold on the 
story that they can take advantage 
of a better tradein deal now, and 
refinance their cars for a 24-month 
payment period later. 

* + + 


Bottlenecks 


Hudson is said to be working | 


. feverishly to get its new “light- -car” | 





ling operations. Money ahead 


in time saved per job... right down the line Snap-on gives 
you the fastest, most efficient and adaptable pullers 


yet designed. Money ahead in durability ... because they’re 
Snap-ons, finely manufactured to traditional Snap-on 
standards of rugged strength and long life. 

Let your Snap-on Man show you how the right 
combination of puller units can do more work 
for you...more easily...at lowest cost! Let him 
demonstrate these typical Snap-on puller units: 


A—2Zjaw medium slide-hammer puller—8 4” jaw capacity. 

B —2-jaw basic gear puller—4 1" jaw capacity. d 
C—Axle puller head—fits all sizes. 

D—Chrysler grease retainer puller. 

E —3-jaw medium basic puller, 84" jaw capacity. 


F —Valve puller head. 
G—Bearing puller tool. 
H—Long jaws—fits yokes of (A 


| —Chevy bearing race remover unit. 


J —Brake cable remover. 
K —Large gear puller—14” jaw 


. —Chevy truck axle puller unit. 

M —Bearing separators, for pulling double 
rings, closely fit gears, etc. 

Note: Units (D), (F), (G), (D, (J), and ® are 

used with slide hammer and shaft of (A 






) and (B). 


capacity. 





if the| 
| government does not soon ease the} 
| terms of Regulation W. 


SNAP-ON TOOLS 
CORPORATION 


8082-E 28th Ave., Kenosha, Wis. 
*Snap-on is the trademark of Snap-on Tools Corporation. 





on the market by early fall. 

ever, tooling on the _ project 

caught in a maze of bottlenecks. 
* + * 


Delay on °53 Dodge? 

At Budd Co., tooling problems 
are being encountered on com- 
ponent parts for 1953 Dodges and 
DeSotos. Current deliveries of 
dies, a plant source says, are not 
in line with a program to start 
producing the parts by the end 
of July. 


is 


* * * 


Crying Need: Salesmen 

“You can’t hire good salesmen 
today,” a westside Detroit Chev- 
rolet sales manager opines. “There 
| are plenty of people who will buy 
|a new car if they are approached, 
| but salesmen aren’t out after busi- 
| ness the way they should be.” 
| He says good salesmen are not 
changing jobs, _and that the 





i 
How- 


HARRY BOGUE. 


| Boediornacce 


a ~pritos 





New Bogue Sales Headquarters— 


Five buildings, with a total area of 67,300 square feet, comprise the new sales 
and service headquarters of Harry Bogue Motors (Studebaker), Dallas. The main 
building, which houses the showroom, offices and parts department; a service building; 
truck storage; a second service building, and new-car storage complete the roster of 
new buildings. In addition, there is a used-car lot, with separate building and 
offices. Fifteen entrance and exit doors have been provided for the service area with 
its 9,900 square feet. 





in |men who know how to get out 


after sales.” 


shortage of good salesmen 
Detroit is dangerous. 

“The day is over when salesmen 
can stand around the showroom 
and take ’em as they come in,” he 
declares. “Floor play is bad this 
spring, and we’ve got to have sales- 


* * x 
Customer Monthly 
A monthly publication for custom- 
ers and prospects will be launched 
May 18 by the Dodge dealers of 
Greater Detroit. The 26 Dodge 

















































dealers in the Motor City area plan 
to send the four-page tabloid to 
approximately 100,000 individuals 
every month. 

Factory and dealer news will 
be featured, but the “customer 
organ” will be individualized for 
each Dodge dealer’s distribution. 
It is planned to carry photos of 
dealership staff members in each 
publication. 

To avoid duplication, Dodge deal- 
ers will send the newspaper to 
regular customers on a bi-monthly 
basis. Non-owners will be reached 
the alternate months. 

~” * * 


‘June in January’ 

Used-car salesmen for Earl 
Holzbaugh (Ford), on Detroit’s 
E. Jefferson Ave., report a sub- 
stantial pickup in line with the 
recent spell of summery weather. 

“As far as we're concerned, 
Detroit’s 80-degree weather in 
April was a real blessing,” com- 
ments Grady Phillips, used-car 
manager. 


* ok * 
Dodge Sales Hazard 

Along with credit curbs, high 
prices, and other factors contribu- 
ting to slow sales this spring, a 
Detroit Dodge dealer says he thinks 
a district hazard had been thrown 
in the path of Dodge sales. 

He says that public reports of 
the forthcoming Dodge V-8 are 
causing buyers to be reluctant in 
buying a present model. He de- 
clared that customers know a V-8 
is coming out soon, and are 
waiting to take a look at the new 
engine before making a purchase. 

Dealers also differ in their idea 
of what horsepower the new engine 
will have. Estimates run from 135 
to 150. 


Rubber Usage 
Up 4% Percent 
During Month 


NEW YORK.—New rubber con- 
sumption during March increased 
4.24 percent to 104,401 long tons, 
from the 100,157 long tons con- 
sumed in February, according to 
the Rubber Manufacturers Assn. 

Consumption of natural rubber 
during March was up 2.92 percent 
to 35,799 long tons, from the 34,785 
long tons used during February. 

Use of synthetic rubber amounted 
to 68,602 long tons, an increase of 
4.94 percent from the previous 
month’s total of 65,372 long tons. 

Consumption of reclaimed rubber 
by the industry was estimated at 
24,597 long tons, 1.26 percent lower 
than the 24,911 long tons used in 
February. 








Sound Machine Firm 


Joins Cleveland Bronze 
CLEVELAND. — Acquisition of 
Brush Development Co. by Cleve- 
land Graphite Bronze Co. was com- 
pleted last week with the formal 
exchange of all of Brush’s 78,309 
outstanding capital shares for 133,- 
115 shares of common and 15,654 
shares of 4% percent preferred 
stock of Cleveland Graphite Bronze. 
Brush Development manufactures 
many kinds of products used in 
recording and reproducing sound. 
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© 1952 H.D.T. Co. Factors, Inc. 


© When it comes to choosing the best finishing treatment for your customers’ cars 
. why not follow the lead of those who know, and use Blue Coral? 
For almost 25 years America's leading car manufacturers have consistently chosen 
this treatment over all others to preserve and beautify the finely engineered 
finishes of their cars. They've learned from experience that Blue Coral removes 
nothing from the surface, but actually deepens colors, burnishes the finish 
to a hard, mirror-like surface, then seals it against future weathermarks 
and erosion. For today's sales . . . tomorrow's reputation .. . and future 
goodwill, recommend Blue Coral to your customers. It's the finishing touch for any car! 


H. D. T. COMPANY FACTORS, INC. Creators of the Blue Coral Treatment WHITE PLAINS, NEW YORK 
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Dealer Uses Models to ‘Date’ Prospects— 

Models Peg Richie and Lovise Rybak teamed up with Northwest Motors, Kaiser- 
Frazer Minneapolis dealership, to make dates for demonstrations in Kaiser and Henry 
J automobiles. Retail Sales Manager Eldon Burg (left) and Don Breedlove, salesman, 
watch as the girls do a rushing business at the showroom date desk. 





Amid Reports of Union Agitation .. . 





FARGO, N. D.—In a bulletin to 
members, the Automobile Dealers 
Assn. of North Dakota offers ad- 
vice for improving dealer-employe 
relations. 

The bulletin was issued amid re- 
ports that union organizers were 
agitating among dealer employes in 
half a dozen North Dakota towns. 

“Experience proves that unions 
in small businesses, like our mem- 
bers have, bring no benefits to 
either the company or the worker,” 
the circular says. 

“As an employer, you must see 
to it that you treat your em- 
ployes in a manner that is fair. 
Your wages must be commensu- 
rate with wages paid in your 
community for like services. You 
must check your holidays and 
your hours and keep them in 
balance. Your vacations must be 
kept abreast of competition.” 

In general, the association says, 
members are treating their em- 





ployes well. But dissatisfaction is 
said to start when employes are 





unsure of what further considera- 
tions they may expect. 

“Too soft and too much ‘do good’ 
performance on the part of man- 
agement is not the best of labor 
relations,” the bulletin says. 


“Your employes look to you for 
leadership and they expect to be 
told by you what you expect of 
them. See that you provide that 
leadership. No doubt you are pay- 
ing them all that you can afford, 
but do the men in your plant be- 
lieve it? Keep them informed as 
to your financial progress.” 

The bulletin adds: “Let’s all of 
us be good personnel managers 
and talk with and to our em- 
ployes and create understanding 
and goodwill. Let’s tell our people 
about their employment security 
with us (and) that they do re- 
ceive fair compensation.” 

Dealers are told that they need 
promise nothing to union organ- 
izers, and that advice on labor ne- 
gotiations is available from NADA. 

The bulletin says dealers are free 
to express their opinions about 





the butcher, the baker, the cocktail maker 
proved it...with increased sales! 


And so did all the progressive merchants shown here. They 
modernized their places of business with Pittsburgh Store 
Fronts and Interiors ... and here’s what they say: 


Florist W. R. Shackelford, 
Wilkinsburg, Pa.: 


““Our business has more than 
doubled in our new store! The 
Pittsburgh front is the talk of the 
town.” 


Women's apparel store co-owners 
Sam Prago and A. Guyes, 
Greensboro, N. C.: 


“Since modernizing four months 
ago we have found that business 
is running 20 to 25% better, in 
comparison with the same period 
in 1950. We are well satisfied.” 


Furniture store owner 
J. H. Biggar, Pasadena, Calif.: 


“Our new exterior has attracted 
people from all over Southern 
California to Biggar’s . . . we be- 
lieve the fact that the number of 
employees doubled from 65 in 
1946 to 130 in 1951 is significant.” 





HEN you modernize your establishment 
for better business, consider the ad- 
vantages of using Pittsburgh modernization 
materials . . . the leaders in the field. The 
line includes such eye-catching products as 


For information about the complete line 
of Pittsburgh Products, and for photo- 
graphic examples of how other merchants 
have used Pittsburgh Products to create 


Restaurant-bar owner 
Louis Fratangelo, Pittsburgh, Pa.: 


“Since the installation of the new 
Pittsburgh front business has in- 
creased 30% and employee mo- 
rale and working efficiency is at 
a new high.” 


Hardware store president 
John Sell, Pittsburg, Kansas: 


“What our new front did for our 
business is almost unbelievable, 
and we had to employ more sales 
people to take care of the in- 
creased business.” 


Grocer Harvey C. J. Deiley 
(shown, center, with partners) 
Allentown, Pa.: 


“We have found that our business 
has improved beyond expecta- 
tions as a result of our new store 
front. It is a very attractive one 
and exceeds our fondest dreams 
as to appearance and pulling 
power.” 





Polished Plate Glass ; Twindow—Pittsburgh’s 
window with built-in insulation; Carrara 
Structural Glass in ten handsome colors; 
lustrous Pittco Store Front Metal; beautiful, 
clear Mirrors; and many other quality prod- 
ucts that will help give your place of business 


a new sales personality . . . inside and out. 
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Store Fronts 
and Interiors 


by Pittsburgh 


your 
slore 
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sales-winning store fronts and interiors, send 
for our booklet. “How To Give Your Store 
The Look That Sells.” It’s yours for the ask- 
ing. Just return the coupon. 


Pittsburgh Plate Glass Company 
2149-2 Grant Building, Pittsburgh 19, Pa. 


Without obligation on my part, 
FREE copy of your modernization booklet, 
Give Your Store The Look That Sells.” 


COMPANY 
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PLASTICS 


N. D. Dealers Get Tips on Labor 


unions, either orally or in writing 
as long as they use no threat o: 
force or reprisal, or promise o 
benefit to prevent employes fron 
joining. 





3 Districts Elect 
Dealers to Texas 


Chrysler Council 


DETROIT. — Dealers have been 
chosen in three Texas districts to 
serve on the regional Chrysler 
dealer council. 

F. W. Judd, who has already 
been named to serve on the Na- 
tional Chrysler Dealer Council, will! 
serve as chairman of the regional 
group, it was stated. 

From the Beaumont district, S. 
V. McNeill, Galveston, and F. M. 
Abbott, Houston, will serve on the 
regional council. 

J. F. Smith, Austin, and E. A. 
Poe, San Antonio, will serve from 
the San Antonio district. 

For the Corpus Christi area, 
Charles M. Pearre, Weslaco, and J. 
M. Burns jr., Beeville, were elected 





Hudson Enlarging 


Plant Powerhouse 


DETROIT. — Hudson last week 
announced a $2,500,000 program for 
modernization and expansion of its 
main plant powerhouse located 
here at Conner and Kercheval 
Aves. 

The expansion program includes 
replacement of present boiler equip- 
ment with modern high-pressure 
units. Three 100,000-pound boilers 
operating in conjunction with a 
new topping turbine will give the 
plant increased power output with 
resulting economy in plant opera- 
tion, Hudson said. 

All new boilers will be equipped 
with high-efficiency multiple cy- 
clone ash collectors. More than 90 
percent of total ash precipitation 
is trapped by the cyclone tube 
method. 
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TURNS CARS 
INSIDE OR OUTSIDE 
Can Be Financed if Desired 


BRUNNER’S, Inc. 





358 East Center St. 
Manchester, Conn. 
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Announcing the Good News 
About a Service Created for 


Authorized Automobile Dealers! 
i \J y 


Cliniversat Clinderwriters 


The Authorized Automobile Dealer’s Preferred Insurance Source 


Kansas City, Missouri 
J. J. Lynn, President 


Never less“ 
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Years of Experience ! 
Universal Underwriters’ wealth of know-how pays dividends in 
correctly written insurance. Policies and procedures designed 
to protect automobile dealers ... insurance for you—by men 
who talk your language. 


Consecutive Annual Dividends ! 

Universal Underwriters has returned a dividend to fire policy- 
holders every year for thirty consecutive years! Here is a re- 
markable record of sound management—substantial proof that 
Universal Underwriters serves you well. 


Per Cent Saving! 

Yes... never less than Thirty Per Cent Savings on fire cover- 
ages every year—for Thirty consecutive years. The dealers pro- 
tected by Universal Underwriters are a new class of risk ... 
selected to share the tremendous saving possible through your 
Own insurance source. 
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AUTOMOTIVE WASHINGTON | 





| 


Vance Named Chairman) 
Of Defense Commission 


| 
| 

By William Ullman 

Washington Correspondent 








gg Saree ye) of a special commission to advise the | 
Secretary of Defense on long-range production policy, | 
aiming toward a maximum of defense production capacity 
at a minimum cost to the Government, was announced by 
the Department of Defense®— a 


Studebaker Corp., 
chairman of the 


was named 
new commission. 
Clay Bedford, former Kaiser- 
Frazer vice-president, who com- 
pleted his agreed term of office as 
special assistant to the Secretary 
of Defense on May 2, will remain 
as a member of the group. His 
recent job has been expediting 
military production. 

Vance was associated with the 
advisory commission to the Coun- 
cil of National Defense during 
World War II. 





Clay Bedford 


Harold S. Vance 


| tary 


| man. 











alyses and expediting procedures, | vision should be applied to more 
and will recommend to the Secre-| corporations. Penalty rates of 27 
of Defense, the Office “ 
Defense Mobilization and the Mu-| reasonable” accumulation of profits, 
nitions Board, methods for curing|@Nd 38 percent on all above that 
production difficulties, including| #mount, are authorized. 
changes in policy, if necessary, it} * * * 
bed oe ng pers Secretary | Heavy Capital Traffic 
Robert vett and actin irector | _ » . aie 
of Defense Mobilization John Steel-| oars! = Sey 
crowded with every variety of 
| traffic all the time. The problem is 
becoming tougher day by day. Not 
many people throughout the coun- 


* * x 


Undistributed-Profits Tax 
IDER use of the penalty tax on 


undistributed profits was re- try are aware of the fact that there 
commended 


in a staff study re-|iS more automobile traffic across 
leased here last|the bridges between the District 
week by the Joint | of Columbia and Virginia than be- 
Congressional |tween New York and New Jersey. 
Committee on the; Those points were made the 
Economic Report.| other evening by John Robertson, 
sian po "he director of highways for the Dis- 
provision, known trict of Columbia, in the course 
as Section 102 of| Of a plea for another bridge. 
the Internal Rev- No sooner do we make improve- 
enue Code, has} ments and open new arteries than 
j affected only aj|traffic jumps ahead. By-passing 
= small number of|won’t do for Washington, Robert- 
William Ulman corporations and|.son said. It might elsewhere, but 
the motorists headed this way want 


is a necessary device to prevent 
“unreasonable accumulations of|to come to Washington—right into 


of | percent on the first $100,000 of “un-| 


profits to avoid high personal sur- 


the city—and see it all—and they 


| their rights. They will not stand 
| for being shoved aside. 
° * . 


Credit on Downgrade 

'TMHE Federal Reserve Board re- 
ported last week that consumer 

installment credit outstanding de- 

clined $35,000,000 in March. The 

total at the month-end was given 

as $13,149 million. 

Installment sale credit, out- 
standing for the purchase of 
automobiles declined $36,000,000, 
and other sale credit declined 
$75,000,000. Consumer charge-ac- 

| count balances outstanding de- 
clined $112,000,000 in March, 
| while the amount of _ service 
credit and single-payment loans 
remained virtually 


outstanding 

unchanged. 

Total consumer credit at the end 
of March amounted to $19,557 
million dollars, a decline of $159,- 
000,000 during the month, but an 
increase of $178,000,000 aver a year 
ago. 


a * ~ 


Canaday Expert on Indies 

| CANADAY, president of 
Willys-Overland, was co-chair- 

man of the meeting of the Carib- 

bean commission 








last week. Harold S. Vance, 


: ; The new commission will review 
president and chairman of 


current schedules, production an- 


taxes.” 
The report urged that the pro- 


won’t be routed around. It’s their 


t held at Guade- 
national capital and they assert 


loupe, French 
West Indies, last 
week. 

The Caribbean 
Commission was 
|established in 
1948 as an ad- 

visory and con- 
| sultative body on 

economic and so- 
| cial matters to 
| the governments 
|of France, the Netherlands, United 

| Kingdom and the U. S. and their | 

15 non-self-governing territories in 
| the Caribbean. 

* * * 
|Must Stabilize Wages 


Over and over again, commit- 
tees of Congress are being told 
that price control will never be 
effective until some method of 
controlling wages can be coupled 
with it. 

} * * * 
Taft-Hartley Amendment 

HE Senate Labor committee has 
recommended an amendment to 
|the Taft-Hartley Act designed to 
|(1) permit collective bargaining 
|agreements in the building trades 
|}and construction industry before 
| workers are hired for a particular 
| job; (2) cut from 30 to seven days 
| waiting period on joining a buiid- 
jing trade union under a_ union | 
|shop agreement, and (3) allow a 

| contracting union to be replaced 

| by another if approved by building | 
| trade workers in a “speeded up” 

| NLRB bargaining election. 

* * x 


| Prefers Strike 
| (()ESTIMONY of former Mobilizer 
Charles Wilson before the Sen- 
ate Banking committee showed 
|that Wilson advised President 
| Truman that a steel strike would 
| be better than granting the work- 
| ers a 26-cents-an-hour package. 
Wilson said the wage pattern 
| set by the Government in 1951 
| 




















Ward Canaday | 


COMEOR 


helped sell cars in 1909 
when electric headlights 
made their appearance... 





and helps sell cars today! 














never contemplated that steel- 

workers would get an increase as 

high as 26 cents this year. 

He warned that it would be in- 
| viting violent inflation and con- 
tended a nine-cent raise would be 
|}enough to let the _ steelworkers 
|catch up with the cost of living 
| increase. 


Enjoy May weather in December. That’s the 
promise you can give your customers when you 
tell them about dependable Ranco Fresh Air Heater 
Controls. Automatic comfort control is a sales 
point now . . . even though the weather is 
marvelous in May. Be sure to take advantage 

of the sales- power in Ranco controls! 





Kentucky dome. 
Hunting Location 


For 1953 Show 


LOUISVILLE.— The Kentucky 
Automobile Dealers Assn. is look- 
ing for a place to stage its first 
| auto show since 1940. If a location 
|is found, the show will be held 

. | early in 1953. 
| All places that provide adequate 
| facilities are unable to be obtained. 
|The Louisville armory, which is 
| under lease to a promotional group, 
jis busy in the early part of the 
| year with basketball games. 

; | The merchants and manufactur- 
| ers building, which provides ample 
|parking space in the vicinity of 

% |}downtown Louisville, is generally 

: under lease between state fairs. 
Construction of the new fair 

| grounds, south of the city, which - 

provides both ample show and 
parking space, has been held up. 
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THE FINEST CARS ARE COMFORT CONTROLLED BY RANCO 
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WORLD'S LARGEST MANUFACTURER OF REFRIGERATION AND AUTOMOBILE HEATER CONTROLS 
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J. J. Lynn, President 
Kansas City, Missouri 
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~—6 Chhniversat Clinderwriters 





AN ON-THE-RECORD REPORT For DEALERS WHO ASK: 


ha 








What is the Universal Underwriters ? 
The Universal Underwriters is the name ap- 


plied collectively to thousands of authorized 
dealers who insure together. Their insurance is 
managed and administrated by the Lynn Under- 
writing Company, J. J. Lynn, President, Kansas 
City, Missouri. The Universal Underwriters is 
the authorized automobile dealer’s insurance 
source . . . founded in 1922 for dealers... by 
dealers. Thirty years ago these dealers got to- 
gether to reduce their insurance costs and to 
have their own insurance source to provide cor- 
rectly written insurance for dealer properties. 


How can I be sure Universal Under- 
writers does a good job for dealers? 
You are sure because if we didn’t do a good 
job of protecting our dealers you would know. 
You would have gotten the bad word long be- 
fore now ... you would have heard about it in 
dealer circles. 

Look at it this way . . . Dealers are a close-knit 
family group. Dealers know each other well, 
they are closely allied together. Hundreds... 
or thousands represent the same manufacturer. 
They attend sales meetings together and know 
their competitors. Dealers are members of their 
local, state, or national organizations — they 
work together. 

If we didn’t do a good job of protecting our 
dealers—you would know 


y 


There’s only one answer to: “What’s in it for me?” 





The answer is... PROTECTION... the 
surest, most economical protection for 
the authorized automobile dealer. 


What about losses ? 

‘We pay losses. That’s our business. That’s all 
PROTECTION means—the payment of losses 
under the terms of the policy. And we pay 
losses promptly and sympathetically. If we 
didn’t you would be among the first to know. 
There are other ways to be sure about Univer- 
sal Underwriters payment of losses. One way 
is to find out what’s what from a dealer who 
has suffered a loss. He'll tell you . . . at least 
he’ll give you the facts in relation to his own 
loss. If you like, write us and we'll send you 
the names and addresses of dealer-policyhold- 
ers who have had losses. Learn from them. Deal- 
ers who have suffered losses are our best sales- 
men. 


There’s still another way to determine why 
dealers are sure with Universal Underwriters. 
Get a copy of -Best’s Insurance Guide with Key 
Ratings . . . or write the Alfred M. Best Com- 
pany, New York City, the world’s leading in- 
surance company rating authority. They have 
the unbiased facts. Universal Underwriters has 
earned the highest possible rating: A-Plus 
(Excellent). 


Am | eligible to join Universal 


Underwriters ? 

If you are an authorized automobile dealer you 
may be eligible. However, Universal Under- 
writers insures only the better fire risks of the 
entire franchised dealer class. We select our 
dealers. This is done for the protection of all 


Remember ... thousands of dealers like 
Universal Underwriters’ PROTECTION. 
So will you. 


Thirky vears Experience! Thiel consecutive Annual Dividends ! 


Never Less than Thirty Per Cent Saving on Fire Coverages! 





the other dealers insured by Universal Under- 
writers. The principle is much the same as the 
one involved in keeping bad apples out of the 
barrel of good apples. By selecting the better 
fire risks of the authorized automobile dealer 
class, losses are kept low and greater savings 
are returned to policyholders. 

We can’t tell whether your property is eligible 
until we look it over. There are many unusual 
fire hazards in dealership operations—dangers 
not present in most businesses. Gasoline . . . 
welding . . . paint spraying—all these contrib- 
ute heavily to the possibility of fire. How you 
handle gasoline . . . your paint spraying opera- 
tion... your welding or rebuilding section . . . 
all these must be considered in relation to the 
known fire risk . . . construction of the build- 
ing, its location, and nearby buildings. 

Now ... there’s no question that you want the 
best PROTECTION you can buy. Sound... 
dollar-for-dollar value . . . economy . . . good 


service . . . correctly written insurance . . . So 
why not do this? Drop us a letter or post card. 
Or . . . when you receive our informational 
mailing . . . on your desk between May 12-May 
16... fill in and return the enclosed postage- 
free card. Do it. That’s the best decision you 
can make. 














a 
GM, Ford Break 
Ground for New 


Canadian Plants 


TORONTO, Ont.—Canada’s fast- 
growing auto industry soon will be 
centered within a 30-mile radius of 
Toronto, 

To the east at Oshawa, General 
Motors of Canada has started work 


on a new $10,000,000 truck-assem- | 


bly plant that eventually will in- 
crease capacity by 50,000 or more 
vehicles a year. 

At Oakville to the west, work- 
men have started to pour concrete 
footings for the new $17,000,000 as- 
sembly plant being erected by Ford 
of Canada. Ultimately all cars and 
trucks made by the company will 
be assembled there. 


Completion of the Ford plant will 
make Toronto the hub of the car 
industry. For the city then will be 
flanked on both sides by the na- 
tion’s two leading auto manufac- 
turers. At present only GM pro- 
duces cars in this region. 


Chrysler recently denied a rumor 
of a contemplated plant move from 
Windsor to the Hamilton-Welland 
district. 
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T ISN’T every day that an old 

police reporter, like the one pic- 
tured above, gets a chance to talk 
about that always interesting but 
indelicate subject of murder. . . 
BUT ... my affection for Cleve- 
land ... the never-to-be-forgotten 
PLAYBOY, and my fairly intimate 
acquaintance with my then most 
conspicuous PLAYGIRL owner... 
Eva Kaber (who ditched two hus- 
bands and had a couple of guys | 
literally butcher the third) ... has 
inspired me to ghoulish reminis- | 
cence. 

The story of Eva, in a fact detec- 


tive magazine entitled “Little Eva 
Didn’t Go to Heaven,” 
vividly the days when her appear- 
— in that “Oriole Playboy” at 
the Jordan factory would actually 
| stop production, initiate a _ style 
show, to the breathless and envious 


| 
| 


recalled so | 


| amazement of the girls in the office, | 
j}and end with a “heart-to-heart” | 


| chat with the guy in the president’s | 


office. 

I was expected by the Pinker- 
ton’s (yuh know, “THE EYE”) 
and the police department, to 
pick up any clues which might 
enable them to “put the finger” 
on little Eva and tango her 
rhythmically off to the electric 
| chair. (Confidentially, she was 
| SOMETHING for tired eyes.) 
| Believe it or not, the Pinkerton 
and police PROBE (as we used to 
say in the headlines) went on for 
18 months after the death of her 
husband, UNTIL her own mother 
got mad because Eva refused to 
take her out of what she called 
“that two-room puppy’s nest” while 





| Eva was tossing around that $90,000 


she had collected in insurance on 
the deceased Dan Kaber. . . Well, 
mother decided to “SING”. .. (the 
more polite word is “SQUEAL”)... 





| 








Plymouth Visitor— 


Prime Minister Tage Erlander of Sweden 
sits at the wheel of a new Plymouth just 
one minute after it was built in the De- 
troit factory while C. B. Thomas, president 
of the Export division of Chrysler Corp., 
explains some new features. 





where she missed the “hot seat,” 
but eventually died of cancer. 


and Eva left for the penitentiary That’s the candid capsule story 

















QUICK AND 
SECURE 


Gauges quickly and securely 
held in position by unique 
spindle nut clamp. 

All readings taken directly 
from wheel bearing face, thus 
assuring accuracy. 
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ALIGNMENT 
GAUGE 


"INCLINATION 


steering. 


AND CASTER 
CHECK IN ONE 
OPERATION 


(Camber Reading Automatic) 


Instantaneous kingpin inclination readings un- 
cover bent spindles and prevent unsatisfactory 
alignment jobs as well as adding materially 
to wheel alignment department revenue. 
The kingpin inclination angle in combina- 
tion with camber angle provides a definite 
WHEEL LEVER ARM as designed by the ve- 
hicle manufacturer, thus contributing to a 
great degree to present day easy, shock free 


ALIGNMENT CORRECTIONS MADE EASIER AND FASTER 


Gauges remain in normal operating position to provide a fast, accurate means for micromatic and 
simultaneous adjustment of camber and caster either by built in vehicle adjustment or by correction tools. 


ASK YOUR JOBBER TODAY TO SEE THE NEW WEAVER “WJ-55 GAUGE.”” NOW IN PRODUCTION 





WEAVER MANUFACTURING CO., SPRINGFIELD, ILL., U.S.A. 


SERVICE SHOP EQUIPMENT 


Complete Weover line includes—Twin Post Lifts. . Unit Lifts.. Wheel Alignment Equipment..Head- 
light Testers.. Broke Testers.. Wheel Balancing Equipment. . Jocks ..Dollys..and Air Compressors. 





without the gory details (or any 
;}mention of the ground heads of 
parlor matches) which finally left 
Eva’s husband in such a depleted 
state of health that, despairing, 
Eva decided to hire a couple of 
assassins to stab him 24 times 
while he was listening to the radio 
in bed. 


* * * 


Eva Put on the Ritz 
faye girl surely loved to “put 
on the Ritz’ and her soulful 
eyes looked as innocent as those 
of a young thing about to “take 
the vows.” Of course I was flat- 
tered because she chose the Play- 
boy to glide through the streets of 
Cleveland, “wowing” the natives 
and looking like Mrs. Astor’s silver 
satin horse ...on her way to the 
Jordan factory to find out what 
more she could .add to the Playboy 
equipment to make it more con- 
spicuous. 

When she appeared, Tom Dud- 
ley, who handled all of our swank 
extra equipment, would rush in 
shouting . .. “Hey, here comes 

| little Eva. What can we sell her 
next?” 

To which I would reply ... “Tom, 
take it easy. The police tell me 
that gal had her husband mur- 
dered. Yet, I don’t think we would 
become accessories to the fact if 
you sold her a set of purple side- 
wall tires .. . She has only six of 
the white sidewalls now.” 

“Purple, hell,” Tom would ex- 
claim, “yuh can’t get that color 
from Firestone.” 

“Well, Tom, I was kiddin’. Take 
her out behind the test room and 
slip her a shot of gin.” 

“Hell, boss, she’ll want to see 
you.” 

“Okay, Tom, she’s not hard to 
look at, but ‘git her outtahere’ in 
five minutes or I’ll be compromised. 
Besides, she’s got more weight on 
that Playboy now than any decent 
horse should be asked to carry.” 

* +. +. 


Sorceress Apprentice 


VA KABER lived in a fine home 

in Lakewood on the west side 
of Cleveland with her husband, 
Dan, a prosperous printer; her 17- 
year-old daughter by a previous 
marriage, and her mother, age 69. 
When her husband tried to put her 
on a budget, she went to a fortune 
teller to seek a remedy. The sor- 
;ceress recommended a couple of 
lads who might help her. 

First, they tried running Dan 
down with an automobile .. . then 
they dropped a barrel of white lead 
from a building he was passing. 
It missed him. Then Eva began to 
season his soup with ground match 
heads. They tell me there’s arsenic, 
or sumpin’, in ’em. 

Finally, while Eva was up at 
Cedar Point fixin’ for an alibi, 
the two thugs passed the house. 
A set of signals had been ar- 
ranged. If they saw Eva’s mother 
sitting on the verandah, doing 
her battenburg work ... okay. 
If she rocked the chair, every- 
thing was “jake” .. . the coast 
was clear. 


In the meantime, Eva’s mother 
had “stashed” the silverware, espe- 
cially that sterling silver tea set... 
opened all the drawers and threw 
things around to make it look like 
the work of burglars. The thugs 
went in and Dan Kaber never 
again came out alive. 


Moses Kaber, Dan’s father, age 
79, didn’t SUSPECT Eva. He just 
KNEW that she had plotted his 
son’s death. So he hired the Pink- 
ertons to get the goods on her 
First he hired a woman who be- 
came Eva’s companion for many 


months ... hired tall, dark gentle- 
men to make love to Eva... ap- 
pointed a “shadow” to hob-nob 


with her mother, Mrs. Brickel. 

At last one of the male operatives 
slipped into the old lady’s room 
when she was out, picked up the 
silver tea set and took it down to 
lay it on the desk of Prosecutor 
Edward Stanton. They called the 
old lady in. When she saw the 
silver tea set, which was supposed 
to have been stolen on the day of 
the murder of Dan, she “spilled the 
whole works.” 

P.S. WELL, that’s the tale of 
ONE of the most notorious com- 
panions of that grand old Playboy 
... yuh know, a perfectly innocent 
car (wheelbase, 136 inches), never 
exactly inanimate .. . like the guy 
who named it . . . BUT, always on 
the brink of SOMETHING. Some- 
time I'll tell you another. 
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Specialized Protection 
for Authorized 
Automobile Dealers 





VOL. 3 NO. 30 


LYNN UNDERWRITING COMPANY 


KANSAS CITY, MISSOURI 





PAY THIRT 


IETH CONSECUTIVE 


DIVIDEND TO POLICYHOLDERS 





J. J. Lynn is the guid- 
ing force behind Uni- 
versal Underwriters. 
His career is an Ameri- 
can success story, 
marked by initiative, 
courage, and loyalty, 
enriched by continuing 
gtowth and personal 
achievements. 





J. J. Lynn, President 


The pattern of J. J. Lynn’s life has elements 
of the spectacular, and the dramatic. His par- 
ents, Jesse William and Seletha Archibald Lynn, 
were Louisiana farmers in modest circum- 
stances. J. J. Lynn was the fourth in their fam- 
ily of six children. 

As a youth, his first employment was as an As- 
sistant Station Agent for the Missouri Pacific 
Railroad at Mangham, Louisiana, near his 
father’s farm. Four years later he movec to 
Kansas City, Missouri, as an accountant in the 
Division of Civil Engineers Office of the Mis- 
souri Pacific, a position he held for one year. 


The strong determination and singleness of 


purpose which characterize his life were evi-° 


dent when he was still in his ‘teens. He studied 
law evenings, earning his own way and gradu- 
ating from the Kansas City School of Law. He 
was admitted to the Missouri Bar December 31, 
1913, at the age of twenty-one. He became a 
Certified Public Accountant, and made his first 
contact with the insurance world in 1917 
through the U. S. Epperson Underwriting Com- 
pany as an auditor and investigator. 

At twenty-five, Lynn became General Mana- 
ger of the company. Less than five years later, 
without collateral, and with limited personal re- 
sources, he borrowed several hundred thousand 
dollars from Kansas City bankers, and acquired 
the U. S. Epperson Underwriting Company. The 
company administrates the insurance of the 
Lumbermen’s Underwriting Alliance, now the 
largest fire insurance carrier in the world serv- 
ing lumbermen exclusively. 

In addition to the Lumbermen’s Underwrit- 
ing Alliance, Lynn heads the Universal Under- 
writers, the Universal Underwriters Insurance 
Company, and the Universal Underwriters 
LLOYDS. Assets of the J. J. Lynn Insurance 
Group total approximately $26,000,000.00 

Lynn is chairman of the Executive Committee 
and Director, Union National Bank, Kansas 
City, Missouri; Director and member of the 
Executive Committee, Kansas City Southern 
Railway Company, and the Louisiana-Arkansas 
Railway Company; Director of the Forum Cafe- 
terias of America, Inc., and the University of 
Kansas City. 

One principle stands above all others in his 
philosophy of management. Service—genuine 
helpfulness and willingness to do for others— 
this is the cornerstone upon which J. J. Lynn 
has built both wisely and well, 








DEALERS COLLECT — 
SAVINGS EVERY YEAR 
COMPANY IS IN BUSINESS 


A remarkable record of savings on fire insurance has been established by the authorized 
automobile dealer’s insurance source, the Universal Underwriters, Kansas City, Missouri, 
celebrating the 30th Anniversary of the company, and the payment of its thirtieth consecu- 


tive annual dividend to policyholders. 





AUTOMOTIVE LEADERS 
SERVE THE INDUSTRY 


Authorized Dealers Form 
Committee of Trustees 





Thirteen widely known automotive leaders 
form the Universal Underwriters Committee of 
Trustees serving the automobile industry. 

Elected annually by the written vote of all 
Universal Underwriters policyholders, their 
broad experience and specialized knowledge of 
the franchised automobile dealer field makes 
it possible for Universal Underwriters to pro- 
vide more highly specialized insurance services 
for dealers. 

These dealers welcome inquiries concerning 
the Universal Underwriters. 


Committee Members Are: 

L. S$. Snow, Chairman, Snow Brothers, Oak Park, 
Illinois; Chip Barwick, Chip Barwick Chevrolet Co., 
Memphis, Tennessee; Fred R. Beasley, Beasley- 
Mathews, Inc., Athens, Ohio; L. C. Cargile, Cargile 
Motor Co., Texarkana, Ark., Texas; James A. Davis, 
Davis Child Motor Co., Hutchinson, Kansas; Rudy 
Fick, Rudy Fick, Inc., Kansas City, Missouri; Bill 
Froelich, Bill Froelich, Motor Co., Los Angeles, Cali- 
fornia; Stanley H. Horner, Stanley H. Horner, Inc., 
Washington, D. C.; W. L. Hughson, William L. 
Hughson Co., San Francisco, California; D. G. Kelly, 
Valley Motor Company, Grand Forks, North Dakota; 
A. B. Smith, A. B. Smith Chevrolet Co., Portland, 
Oregon; W. B. Swaney, Swaney Motor Car Co., Fort 
Dodge, Iowa; Lester C. Thomas, Thomas-Hickerson 
Motor Co., Denver, Colorado. 


The company has returned a dividend every 
year since its founding in 1922. Policyholders 
have received approximately $10,500,000 in 
savings on fire insurance during the past thirty 
years. 


Policyholders’ savings are made possible 
by Universal Underwriters’ exceptionally 
low loss ratio of 22.1% throughout its 30- 
year history. The company provides Fire, 
Windstorm, and Allied insurance for fran- 
chised automobile dealers. Policyholders 
are selected from the preferred fire risks 
of the authorized automobile dealer class. 








The Universal Underwriters is the name ap- 
plied collectively to thousands of authorized 
dealers who insure together. 





BUILDING REPLACEMENT COSTS 
INCREASE 55.4% SINCE 1946 


Many Dealers More 
Than 50% Under-insured 


Dealers who have neglected to increase their 
fire insurance the past five years are under- 
insured by about 55.4%, according to appraisal 
authorities and surveys, of dealer properties, by 
Universal Underwriters. 

The dealer who suffers a total fire loss, in 
effect, sells his property for its insured value. 
Increased replacement costs the past five years 
make it necessary for a dealer to revise his in- 
surance upward by a minimum of 55.4% if he 
is to enjoy complete protection. 

Few dealers can risk the loss of 10% ... 25% 
... or 55.4% of the actual replacement cost of 
their buildings. Complete protection against 
fire costs little with Universal Underwriters. 
Consult Universal Underwriters with regard to 
your own fire coverages. 








FIRE PREVENTION SERVICES 


Fire Prevention Surveys 
A Unique Service 


Experienced fire prevention engineers and in- 
spectors provide Universal Underwriters’ pol- 
icyholders with services that are unique among 
all insurance carriers serving the authorized 
automobile dealer. 


DESIGNED FOR AUTO DEALERS 


Working in cooperation with the dealer, in- 
spectors make a personal survey of the property 
—fighting fire before it starts. 

Gasoline is still the dealer’s chief fire hazard, 
according to inspectors. Careless handling of 
gasoline contributes to more dealership fires 
than any other single cause. 
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Barnes Chevrolet Cites Benefits .. . 





By L. H. Houck 


Staff Correspondent 

CHILLICOTHE, Mo.—Public re- 
lations measures that started dur- 
ing the last war and continued 
throughout the adjustment period 
are paying off for Barnes Chevrolet 
Co., according to Ted C. Barnes, 
president and general manager. 

Except for some spots, dealers 
throughout the midwest have cars 
on the floor to sell and some 
have some warehouse stock, while 

Barnes has orders on hand for 

cars yet to come from the fac- 
+| tory. 

Barnes attributes this condition 
to good public relations during the 
war period and to the fact that 
the company has been aggressively 
selling at all times rather than 
“order taking,” and has also taken 
part in civic programs. 

Barnes grew up in the automo- 
bile business. His father started 
with Ford in Oklahoma in 1915 and 





Ford Sales School Alumni Elect— 


Officers of the Ford Central Region Merchandising School Alumni Assn. were elected 
at a recent meeting at White Sulphur Springs, W. Va. Several Ford officials addressed 
the graduates at their annual meeting. Seated (left to right) are O. F. Yando, assistant 
regional manager; Larry Doyle, regional manager; J. F. Heflin, dean of the school. 
Standing (left to right) are William H. Keck, Mount Vernon, Ind., first vice-president; 
Hugh R. Gibson, Cleveland, secretary; M. B. Wynne, Franklin, Ky., second vice-presi- 
dent; George D. Harris, Lansing, prezident; W. J. Sander, Cincinnati, treasurer. 








the family has sold cars since that 
time. 

They came to Chillicothe in 1932. 
Based on past experience and con- 
vinced that the public has a long 
memory, Barnes said, they estab- 


lished a rigid merchandising policy | 
for the hectic war period, designed | 
to make new friends and keep old | 


customers. 


Regular customers were satis- 
fied in every way possible. New- 


Packard Exceeds 


Quota on Scrap 


DETROIT.—Packard’s total con- 
tributions to the nationwide indus- 
try scrap metal drive reached 5,- 
020,413 pounds in April. The cam- 
paign was started last July. 

J. A. LaCourse, Packard salvage 
manager and chairman of the AMA 
subcommittee on scrap, said the 
firm was exceeding its quota of the 
industry total. 
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Tried, and proved for over 
40 years, the performance 
of McQuay- Norris piston 
rings is assured...and they 
are specifically engineered 
to meet every requirement, 
no matter how exacting. 


McQUAY-NORRIS MANUFACTURING CO. 


ST. LOUIS 10. MO. 







Good Public Relations Pays Off 


car buyers were not required to 
furnish a tradein. Most of the 
pitfalls of doing business in such 
a lush period were avoided. They 
took particular pains to establish 
a record that all the cars they 
could get were offered to their 
regular customers and to resi- 
dents of their territory only. 

As a means of increasing good 
public relations, Barnes said, they 


|now do 50 percent more warranty 
| work on new cars sold or on late- 


model used cars. They stand be- 
hind each used car and each recon- 
ditioned used car. No customer is 


| permitted to nurse a gripe if it can 


be prevented. 

An example of the extra war- 
ranty money spent is an instance 
recalled by Barnes, who said a cus- 
tomer felt that a tire on a used 
car should be replaced. Although 
tires, battery and glass are not in- 
cluded in the standard warranty, 
Barnes said they replaced the tire, 
telling the customer that they 
thought the tire was good. 

Another customer found himself 
with a bad battery in a used car 
and the company gave him a new 
battery for half price. 

“These customers know that 
the replaced items were not in 
the warranty,” Barnes said, “but 
appreciate our replacing them 
and our sincere effort to give 
them exactly what was repre- 
sented plus a little more. Our 
records show that these custom- 
ers stay with us.” 

Another bolt in the public rela- 
| tions program was the purchase of 
a safety film and safety kit costing 
$50, which was presented to schools. 
The company also furnished two 
instructor cars. 

Active participation in civic proj- 
ects is part of company policy 
which extends to both employes 





|}and stockholders. Every member 
|of the firm is encouraged to work 
| for civic betterment. 

| As an example of results accom- 
| plished in this department, a local 
|bond issue for two new school 
| buildings had failed twice previ- 
| ously when a citizens’ organization 
| was completed to campaign for the 
| third try. Ted Barnes was elected 
| chairman of the committee and the 
| bond election carried and two new 
| buildings are under construction. 


A new plan concerning mileage 
of used cars has been recently 
put into operation with notable 
success. All speedometers on 
overhauled used cars and late- 
model used cars are turned back 
to zero and a sticker is affixed 
to the speedometer stating that 
mileage can be deceptive, that the 
speedometer has been turned 
back to zero to indicate the mile- 
age of the new owner and to 
form a basis for making good 
warranties on overhauled jobs or 
on new engines. 

So far every customer has liked 
the new system, Barnes reported. 

“No person ever bought a used 
car without wondering whether the 
mileage as recorded on the speed- 
ometer was correct or not,” Barnes 
said, “and this new plan makes cer- 
tain that the mileage recorded is 
that of the new owner and that all 
the old mileage has been cancelled 
out on the speedometer. With a 
| warranted used car and a zero 
| speedometer the company and the 
|customer can get together on an 
| adjustment in a matter of minutes.” 
The company stands ready to 
| back community drives for worth- 
| while purposes, Barnes reported, 
|and will find men in the organiza- 
| tion to take an active part. They 
| have placed their organization and 
| facilities at the call of churches, 
service clubs, schools, or any other 
| non-profit organizations who are 
trying to achieve a worthwhile goal 

“We do not believe that an ag- 
gressive business organization with 
the best interests of the community 
it serves at heart can remain neu- 
tral,” Barnes said, “and so we are 
quick to take sides and put our 
shoulders to the wheel. While we 
do not do these things to make 
sales, we do know that our stand- 
ing and prestige in the territory is 
increased in direct ratio to our 
work.” 








Wondering how new-car and truck produc- 
tion and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story every 
week throughout the year. 
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Get All the Facts! 


Here is a wonderful opportunity for you to learn how 
you benefit from insurance created for you... for 


authorized automobile dealers. 


Can you afford to be without the peace- 
of-mind that comes from knowing that 


costly PROTECTION? you enjoy trustworthy protection design- 
ed for automobile dealers? 


Will you invest a few cents and a few 


minutes of your time to get better, less 


: “ip ¢. this” ""Sunemens, an 
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.«e get it to us NOW. 


NO OBLIGATION real or implied. 





We will prove to you that Universal STREET ADDRESs b 
Underwriters protects the Authorized © oy a 
Automobile dealer, and actively sup- don s 
ports his interests. #000 cucmnmean STATE s 
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Highways & Safety... 





Road Fund Diversion 
Hit in New Mexico 


By Sam Sampson 
Staff Writer 


ILLIAM RANDOLPH, execu- 
tive secretary of the New 
Mexico Automobile Dealers Assn., 
has leveled a blast against the 
state for divert- 
ing money from 
highway taxes to 
state and county 
general funds. 
According to 
Randolph, money 
collected from 
1951 vehicle li- 
cense taxes totaled $4,879,343, which 
represents a 12 percent increase 
over the total for 1950. 





But of this amount, Randolph 
said the state road fund received 
only $1,977,816. 

He said that the distribution of 
the money was carried out as fol- 
lows: county roads, $1,318,544; op- 





A true story—Reading time 
1 minute, 30 seconds 





erating costs, $484,197; local and 


| county general funds, $659,272; state 
| general fund, $439,515, and the state 


road fund, $1,977,816. 
cd + * 
“T"LEMENTARY arithmetic tells 
purely and simply that $1,198,- 
787 was diverted from the roads,” 
he declared, “but exponents of di- 
version use countless ways to mis- 
lead the public.” 


favorite “explanations” is to point | 
blandly to the fact that the federal | 
government has not penalized the | 
state as required by the Hayden- | 
Cartwright Act. 


“The only reason New Mexico 
has not been penalized for its 
disposition of federal funds is 
that the Hayden-Cartwright Act 
contains a limiting clause, pro- 
viding that states diverting road 
funds after 1934 only would be 





**My friends thought I was crazy when I gave up my 











‘Chevrolet for Driver Training— 





Riverside Garage (Chevrolet), Duanesburg, N. Y., introduced a driver training pro- 
Randolph said that one of their | gram at Central high school there, when he presented a 1952 Chevrolet for use in 
the on-the-road courses. Robert Shafer, principal, received the keys, and partners 


Milton and Ernest Brown flanked him at the presentation. 


penalized by having federal aid | that in the last 26 years, New 


withheld,” he pointed out. 
| The Bureau of Public Roads rec- 
| ognizes that the state openly prac- 
| tices diversion, Randolph continued, 
| but because of the 1934 stipulation, 
lis unable to do anything about it. 


| Mexico has diverted $10,824,000 up 
|}to 1950, Randolph said, and by 
| adding the total for 1951, the figure 
|rests at $12,022,787. 

| “In the public interest, automo- 
tive dealers should raise their col- 


oft herth ? 


Hi rather travel on my Own 


... says Charles W. Bissell 





position as personnel director in my father’s factory. Of 
course I had security ... but I wanted more than that. I 
had enough faith in the future and in my capabilities to 
strike out on my own. 


“*T teamed up with a boyhood pal .. . a Navy veteran. 
We wanted a car dealership,” Charlie said, “because we 
felt sure automobiles would always be essential to our 
way of life. We'd had a little experience in selling cars 
on a part time basis and were familiar with engines and 
service. At the time there were no dealerships available, 
but we bought the nearest thing to it—a garage.” 





Charlie, the salesman, kept the shop full. Harold, 
the level-headed businessman, wouldn’t let a customer’s 
car leave without a personal inspection by 
the service manager. 


When a car dealership was offered them, 
Charlie and Harold jumped at the chance to 
prove their ability in the sales end of the busi- 
ness. Under their energetic supervision, sales 
climbed. 


Then a Dodge dealership became avail- 
able to them. Because of their remarkable sales 
record with the first dealership, they were pre- 


The figures of the bureau show | lective voice to demand an end to 


9 






pared. Since then, they've proved the record that won 
them their opportunity was not “just a fluke.” Although 
they’ve been selling Dodge cars only four years, Dodge 
sales in their area are nearly double the national average. 

Charlie and Harold now provide employment and a 
comfortable living for more than fifty of their town’s 
families and their civic contributions make good reading 
week after week in the local papers. 











**Tt’s a wonderful business,” Charlie says. “Hard work? 
Yes — but it’s opportunity unlimited. A good product 
—reliable service to both customer and community — 


and a warm welcome to every 
customer—that’s our business 
formula.” 












Write for our free booklet of these . 
true stories about enterprising 
men. Chrysler 

Corp., Highland «< 
Park 3, Michigan 






Chrysler Corporation 


PLYMOUTH ¢ DODGE ¢ DESOTO ¢ CHRYSLER ¢ DODGE “‘Job-Rated"’ TRUCKS 


Fine Cars of Great Value 


| diversion,” Randolph declared. 
|“Twenty-one states now have con- 
stitutional amendments prohibiting 
the diversion of highway funds. 
New Mexico should follow the pat- 
tern.” 





| Georgia to Hold 
Fourth Teen-Age 
Roadeo May 14 


Plans have been completed for 
the Fourth Annual Teen-Age 
Driver roadeo to be held May 14 
in Tifton, Ga. 

This year’s roadeo, sponsored by 
the Tift county chamber of com- 
merce, is expected to draw a record 
crowd. 

High school driver-training stu- 
dents from all over Georgia will 
compete for prizes in safe driving. 
The two top winners from each of 
eight safety districts will be the 
competitors. The district winners 
are being presented with engraved 
trophies, and the top state winner 
will receive a 1952 Pontiac donated 
by Pontiac dealers. 

Prior to the driving contest, 
there will be a parade in which the 
16 contestants will ride in decor- 
ated cars supplied by local dealers. 
Several bands will take part, in- 
cluding a U. S. Army band and 
the Tifton high school band. The 
streets of Tifton will be decorated 
with flags and buntings stressing 
the safety theme. 

Florida and Alabama highway 
troopers will act as judges in de- 
ciding the state’s best teen-age 
drivers. All contestants must be 
16 to 19 years of age, must hold a 
valid driver’s license with no 
offense against them, and must be 
driver-training students. 

Elston Johnson, Tifton dealer, is 
general chairman of the event. 


Mason Heads Up 
Traffic Assn. 


George W. Mason, president and 
chairman of Nash-Kelvinator, has 
been elected chairman of the board 
of directors of the Detroit Traffic 
Assn. He replaces William F. Huf- 
stader, distribution vice-president 
of General Motors, who has been 
chairman for the last two years. 

Newly-added members to the as- 
sociation’s board of trustees in- 
clude Walter O. Briggs jr., vice- 
president of Briggs Mfg., and Roy 
Fruehauf, president of Fruehauf 
Trailer. 





* * * 


Traffic Deaths Hold 


Level with 1951 Total 


The National Safety Council has 
announced that traffic deaths for 
March this year have been set at 
2,700, or about the same number 
as for March 1951. 

The council said that this was 
one of the five months during the 
last 27 that the totals have not 
gained over the same period a year 
earlier. 

Traffic deaths for the first 
quarter of 1952 were listed at 7,930 
—a gain of about 2 percent over 
the first quarter of 1951, and 11 
percent over the similar period of 





1950. 


Named Nash Dealer 
Dave Galbraith, a director of 
the northern California Motor 
Car Dealers Assn., has been 
named Nash dealer in Los Gatos. 








Since 1939 


Offering a Concentrated 
White Wall Cleaner. 
Spreads Fast, not a dry 
paste, Harmless to Hands 
and Tires. Leaves them 
snow white. 


Order Today, 
$3.50 per gallon 


MINTER PRODUCTS 


Since 1926 


Box 952 (F.0.B.) Lake Forest, Ill. 




















Spicer 


SPECIALISTS IN SERVICE 


+ 1 MILLIONTHS ° ® ® 





Electronics rule the accuracy controls in Spicer production of automotive 
power transmission units. These Spicer parts are microscopically tested 
for size, squareness, concentricity and hardness, by “‘electronic-brain-con- 
trolled’’ automatic inspection equipment. The instruments operate at an 
electronic frequency of 30 million cycles per second, and automatically 
measure to the molecular accuracy of plus or minus .000005. 


Spicer ability to ‘‘feel’’ and control molecules . . . and all the factors that 
influence the most meticulous precision requirements... have helped build 
the 48-year-old Spicer reputation for the highest standard of automotive 
power transmission equipment in the industry. 





Spicer 


SPECIALISTS 


Veoh Sek ese | 


N SERVICE 


The Worlds First 
Round-the-World Car 


Equipped with a Brown-Lipe Transmission built in the Spicer Pattern of Precision! 


i 


44 


The first selective type automobile trans- 
mission was shipped from the Brown-Lipe 
factory to the E.R. Thomas Motor Company 
in 1906. As standard equipment in the 
Thomas Flyers in 1908, a Brown-Lipe Trans- 
mission helped drive one of these famous 
cars on the first automobile trip ever made 
around the world. 


Over the 44 years which have elapsed since 
this monumental and gruelling test of the 
Brown-Lipe Transmission, Spicer has kept 
abreast of the year-by-year advancements in 


precision control, to constantly maintain 
its enviable record of quality production. 


Within the last 20 years, Spicer has adapted its 
synchronized gear-shift principles to Brown- 
Lipe transmissions for rugged truck and bus 
service. Hundreds of thousands of these 
synchronized units now are in heavy-duty 
operation, establishing outstanding records 
of long life, economy, and ease of operation. 


The Spicer Pattern of Precision in every 
manufacturing step pays off in every Spicer 
automotive power transmission unit. 


The Spicer Brown-Lipe 


FULLY-SYNCHRONIZED 
TRANSMISSION 


for Heavy-Duty Truck 
and Bus Service 


48 YEARS OF 


SERVICE 


SPICER MANUFACTURING 


Division of Dana Corporation e TOLEDO 1, OHIO 


yo 
WILELIT/11/ 


TRANSMISSIONS * UNIVERSAL JOINTS « BROWN-LIPE AND AUBURN CLUTCHES * FORGINGS * PASSENGER CAR AXLES « STAMPINGS « SPICER “BROWN.-LIPE” 
GEAR BOXES « PARISH FRAMES * TORQUE CONVERTERS * POWER TAKE-OFFS « POWER TAKE-OFF JOINTS « RAIL CAR DRIVES e RAILWAY GENERATOR DRIVES 
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NEW PRODUCTS 
































SKINNER FILTERS—A series of ribbon 
element air vent filters has been an- 
nounced by Skinner Purifiers division of 
Bendix Aviation Corp., 1503 Trombley, 
Detroit 11. Are available for the first time 
in three sizes Y%4-inch, Y2-inch and 34-inch 
pipe thread. Outstanding among perform- 
ance characteristics is the fact that the 
new filters offer positive controlled filtra- 
tion, the firm states. Permits greater effi- 
ciency than any air vent filter on the mar- 
ket—approximately 40 micron filtration 
(.0016-inch). Designed for use in hydraulic 
systems, air compressor intake, carbure- 
tor intake for small gasoline engines, 
crankcase ventilation, pneumatic cylinder, 
fuel tank breather, pneumatic instruments, 
immersion or sump filter. 





SCREW-TYPE LIFTER—The lower jaw and 
frame of this screw-type lifter made by 
Zim Mfg., Chicago 12, are in one-piece 
of hardened steel. At important working 
positions, the jaws are practically parallel, 
the firm states. 





BODY TOOLS — Working 
ment cooperation with Cooper Christian, 


in develop- 


service manager Rice & Holman (Ford), 
Merchantville, N. J., Penn Fibre & Spe- 
cialty, 2024 E. Westmoreland St., Phila- 
delphia 34, is marketing a set of five 
vulcanized fiber contour tools to be used 
on minor body repairs and alignments. 
They enable the body mechanic to “ding” 
into place imperfections without disturbing 
the paint finish, thus saving the cost of a 
repaint or retouch job, the firm states. 


While made for Ford work they can be 
used on other types of cars, it adds. 





4 


DOOR OPENER TOOLS—tLeister Game 
Co., 26 N. Erie, Toledo, offers a kit of 
five special tools designed to open any 
make or model car. Are made of spring 
steel. Are designed for use on the left 
side of the car, the driver's vent window. 
Most cars, the company states, can be 
opened through the front door vent, but 
on some it will be found easier to work 
through the rear quarter vent. 


* * * 





MOTOR CLEANER — Penfield Petroleum 
Products, Inc., 136-30 38th Ave., Flushing, 
N. Y., has announced a new motor cleaner 
which it claims is excellent for cars with 
hydraulic valve lifters and overhead 
valves. Called Kleen-Fio, the product is 
said to contain powerful solvents which 
free and dissolve gums, resins and sludge. 





FLUSHES COOLING SYSTEM — Grieve- 
Hendry, 1101 N. Paulina, Chicago 22, 
has announced Shur NX100, a reverse 
flusher for the cooling system, radiators 
and motor blocks. It operates, according 
to the company, on or off the car, with- 
out the use of acid, in less than 30, min- 
utes. Two windows in the front of the 
unit show the rust and foreign particles 
being flushed and filtered before the eyes 
of the customer. Method employed is a 
preheated chemical solution with regu- 


lated safe pressure and reverse filtering 
action, it adds. 





STEERING COMPENSATOR — The Cole- 
man Compensator kit TO-77 saves buying 
a new third arm assembly, the firm 
states. It corrects slack in steering, en- 
ables accurate steering adjustments to be 
made and makes a car steer and handle 
like new at high road speeds, according 
to National Machine Works, P. O. Box 
4305, Oklahoma City 9. 











CONVERTS TIRES—Detroit-Standard Au- 
tomotive, Birmingham, Mich., is offering 
White-Wall Magic for converting black 
tiers to white. The product is genuine 
white rubber in liquid form that is as easy 
to apply as paint, according to the firm. 
It coats on thick and smooth, sets fast, 
cementing itself permanently to the tire 
wall by “Cold Vulcanization" action, it 
adds. The company stresses the fact that 
its product resists curb-wear, weather and 
wash-rack scrubbing. 


PRONTO WATERPROOFER — Aerosol 
Products Corp., 371 E. 116th St., Chicago, 
announces a waterproofer that sprays 
from a can. Called pronto waterproofer, 
the company claims it protects convertible 
tops and other items. 





AERIAL BOOSTER —T. V. Development 
Co., 2024 McDonald Ave., Brooklyn, N. Y., 
has announced this booster for auto 
radios, said to be equivalent to adding 
extra power tubes to the receiving set. 
The company said that the Tenna-Doubler 
produces sharper tone, added power and 
better reception. 





UNDERWOOD MODEL 78 — Underwood 
Corp., 1 Park Ave., New York 16, has 
added this electric adding machine to its 
line of adding machines. According to the 
company, the model was developed in 
response to requests by dealers. The new 
Model 78 is available in eight-column 
totaling capacity. 

* - * 


TV Lightning Arrester 


Cornell - Dubilier Electric Corp., 
South Plainfield, N. J., has de- 





veloped a new two-piece lightning 








arrester for television and radio 
protection. The company states that 
the new arrester features an im- 
proved electrical design of low 
internal resistance and capacity, 
preventing unbalanced line condi- 
tion and signal loss, It is being 
distributed with a new merchan- 
diser which was created as a point- 
of-sale stimulant. 
+ * * 


Akron Firm Develops 


Rubber Mat for Floors 


A new rubber mat developed by 
Ace Rubber Products, Inc., Akron, 
is being adapted to many uses in 
the automotive field, the company 
states. 

The mat, 38 by 60 inches in size, 
can be used in front of oil dis- 
pensers and places where it is de- 
sired to catch excess oil or grease 
spilled on the floor, according to 
the firm. 


| 
| 


Minnesota Mining Offers 


Booklet on Repair Items 

An application booklet illus- 
trating the use of “3M” adhesives, 
sealers and coatings in autobody 
repair is announced by Minnesota 
Mining and Mfg. Co., St. Paul 6. 

The 16-page booklet, available 
on request, describes and pictures 





the application of weatherstrip 
adhesives, trim cement, felt pad 
adhesive, autobody sealer, body 
caulking, autobody deadener, 
glass sealer, metal filler and 
Corogard brand chrome coating. 

Application instructions and 
brief technical data are included. 
In addition, the booklet shows 
other related “3M” refinishing 
system products for appearance 
reconditioning, including “Scotch” 
brand masking tapes and paper, 
“3M” coated abrasives and 


“Scotch” brand electrical tape No. 








FILTER FACTS—Book compiled and pub- 


lished by the Fram Corp. of Providence, 
R. |., for dealers, explains different types 
of filtration systems, and makes known 
the true facts about filtration, says Fram. 
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TRANSMISSIONS 


LISLEZ 






Damage to intricate gears and bear- 
ings in automotive transmissions can be 
greatly reduced by installing Lisle Plugs 
as original equipment. 


Abrasive metal that flakes off moving 


parts and circulates 


in the lubricant is 


caught and held by a strong permanent 
magnet in the Lisle Plug. 


Replace 
Ordinary 
Plugs 
with 


To Remove ; 
IRON and ; 
STEEL 
Particles 
from Oil 





CLARIND 





‘WRITE 


SSE SET: 
today for your 
FREE sample 
Lisle Plugs. Just 
state size and 
type of plug de- 
sired. 


BOER pasion 


A, IOWA 





28 


AUTOMOTIVE NEWS, MAY 12, 





Salesense in Advertising 


Tested Ideas for Small Business 


By James D. Woolfe wire when it comes to their adver- 


Special Correspondent tising program. 
HE only reason any business- They seem to think that at all 
man should spend his good costs their advertising must be 
money for advertising is because he | , CU‘ clever.” They illustrate 
hopes it will persuade people to their ads with silly syndicated car- 


toons. In the naive belief that “S” 
stands not for Salesmanship but 
for Sex, they give away a fortune 
in girly-girly calendars. They sub- 
stitute 
superlatives for specific hardpan 
facts about their merchandise. They 
j}are suckers for stunts and gim- 
| micks they wouldn’t dream of using 
in their personal man-to-man sales- 
manship 


spend their good money for his 
merchandise or service. 

Now that seems simple enough 
—it’s a statement that admits of 
no argument. And yet countless 
millions of dollars are spent for 
advertising that is hopelessly in- 
adequate. It is inadequate be- 
cause it ignores all the rules of 
salesmanship. 

Businessmen who are, in person, : . * 
tremendously successful salesmen 
will either write or put their okay 
on advertising copy that violates 
the principles of persuasion they 
rely on when they talk to a pros-| into advertising copy. 
pect face to face. This is one of salesmanship-in-print ? 
the most amazing paradoxes in the | the 
American business scene, Hard-| blend together in their creation of | 
headed, conservative, decorous pro-| an effective advertisement? 
prietors of respected business estab- | | The old tried-and-true formula 
lishments often go completely hay- | for producing effective copy can- 


* 


|Formula for Copy 
ET’S examine the question of 
4 what it is that puts persuasion 











Ford business really rolls in. 


Through the years, Ford owners have come to know 
that their cars will receive the right service where they 
see this Ford Parts Oval displayed. For it is natural 
that a shop owner who takes the trouble to stock the 
right parts for their cars will also take the trouble to 
do a crackerjack service job. 


And, now, it will draw more attention than ever! 
Ford has recently launched a hard-hitting campaign 
in Life, Popular Science and many farm papers. It 
features interest-arresting test track shots that graph- 
ically demonstrate the rugged testing of Genuine Ford 
Parts under conditions in many cases more severe 
than the actual cars will ever have to endure. 


exaggeration and fat, juicy | 


not, I think, be improved upon. 
I have clung to it faithfully in 
writing, or directing the writing 
of, somewhere around $300,000,000 
worth of advertising. Any adver- 
tiser, whether he is a small mer- 
chant or a big national adver- 
tiser, can prepare his copy in line 
with this formula. It goes like 
this: 

First, attract attention (stop the 
reader, or listener); second, arouse 
interest (warm him up); third, 
create desire (give him a hanker- 
ing); fourth, inspire confidence 
(make him believe you); fifth, in- 
duce action (prod him into doing 
it NOW). | 


Let’s consider the first necessity, | . 


that of attracting attention. The | 


‘important thing to remember here | 


Just what is | 
What are} 
ingredients the master chefs 


| people, 


ever had so much Ford 
ervice business before! 


Since I hung this sign outside my garage. 


is that you are not after every- 
body’s attention. You are not con- | 
cerned with crowds—you are con- 
cerned with prospects. What you 
| want is the attention of interested 
or, to put it another way, 


of people “in the market” for what | 





1952 


you have 





it 


to sell. Therefore, 
won't be good salesmanship if you | 
use 


flag the attention of all readers. 


The correct procedure is to make | 
appeal to a specific need 


a specific 
or problem that is likely to be on 
the minds of some of the people 
who may see your advertisement. 
People buy articles of merchandise 
as the answers to needs, problems, 
and hankerings. Each time you 
present a product in your copy, 
offer it as the answer to a human 
need. If, for example, you are an 
office supply dealer, don’t say: 
“Finest Office Furniture Ever 
Shown in This City.” That’s a 
weak, meaningless, bombastic gen- 


erality. There'll be real salesman- 
ship in a headline like this: “New- 
type Desk Chairs Ease Tired 
Backs.” 


* * * 


Interesting the Reader 
ROUSING interest and creating 
desire are two parts of the 
same thing. The only way you can 
interest your reader or listener in 
your product and make him ar- 
dently desire it, 
something he wants, Obviously the 
bigger the promise, the keener his | 
interest and desire. 

Study your product or service 
in terms of its ability to satisfy 











FIND OUT HOW YOU CAN GET THIS SIGN! 


This profit-building sign is easy to get. It costs you 
nothing—yet it’s yours as long as you use Genuine 


Ford Parts. 


Write for easy details. . 
send you complete information 


. just mail this coupon and we'll 


on obtaining this sign. 
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a cut of a bathing beauty to} 


is to promise him | 
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UAL CONTROL 
DRIVER TRAINING CAR 
A 


GEPT OF EOuCAnON 













Chevrolet Trainer— 


Sam White (right), owner of Community 
Chevrolet Co., Hammond, La., presents a 
| dual-control car for driver training to 
Dean L. H. Dyson, of Southeastern Louis:- 
ana college. The college is one of many 
educational institutions which have recent 
ly added a driver course. 


human needs. Contrive somehow 

to relate what you’re advertising 

to the reader’s interests, his yens, 

his hankerings, his activities, his 
| dreams, his plans. Put a promise 

in every headline. 

| Remember, the reader is _inter- 
|ested only in himself—in what he 


|wants. Never, never, never use 
such vapid headlines as “A Su- 
|perior Value,” “Are You in the 


|Know?” or “The Last Word in 
Convenience.” 

| But never promise more than you 
can perform. No advertisement can 
|do an effective selling job unless 
it is believed. The truth is the 
truth to the reader or listener only 
if he believes it. In your personal 
face-to-face selling you are careful 


to make statements that won't 
| Strain the credulity of your listener. 
Whenever possible, your copy 


should start off with a statement 
with which the reader will agree. 
At least half the battle is won if 
the reader accepts as true the 
initial premises or statements with 
which your copy begins. To chal- 
lenge the reader’s belief at the out- 
set—to arouse his suspicion with 
obvious exaggeration—is to court 
the possibility of antagonizing him 
and losing his attention. 
* * * 


Guarantee Product 
I RECOMMEND that you back up 
your advertising promises with 
| money-back guarantees. The money- 
back guarantee—with no questions 
asked—is used by all of the suc- 
|cessful mail-order houses, and it 
does more than any other one 
thing to win the confidence of the 
| public. 

If you believe in your merchan- 
dise, there is no reason why you 
can’t guarantee it. Two concepts 
—“Give the Lady What She 
Wants” and “The Customer Is 
Always Right”—played a tremen- 
dous part in the fabulous success 
of Marshall Field & Co. 

Inducing action — prodding the 
reader into doing it now—is your 
toughest hurdle. It is plain human 
nature for most people to let 
things drift, to promise themselves 
to do this or that tomorrow—-too 
| often a tomorrow that never comes. 

Sometimes the thing to do is to 
offer the reader a reward for doing 
it now. If what you offer is a 
bargain price, set a time limit: 
“This Special Price Reduction Not 
in Effect After Thursday, May 1.” 
Often lack of immediate cash is 
the reason families put off buying. 
An easy-payment plan may be the 

| answer here. 

A Chicago utility company ad- 
vertises wiring for additional out- 
lets in the home on an easy- 
payment plan, and a painting 
contractor in the same city offers 
to “paint your house and give 
you a year to pay.” Sometimes 
a little gift will induce prompt 
buying action: “This week—and 
this week only—every purchaser 
of an XYZ Glass Rod will receive 
free a selection of six imported 
ABC dry flies.” 

But the best way to induce im 
mediate buying action is to put 
powerful persuasion in your copy 
| Dr. Samuel Johnson once remarked, 
| nearly 100 years ago, that “the size 
|of the promise is the soul of the 
| advertisement.” Promise as much 
as you can within the limits of 
|}complete truthfulness. 


Lions Elect Waldridge 
Bill Waldridge, manager of Ham- 
ilton-Bailey Motor Co., Arlington, 
Tex., has been elected president of 
the Arlington Lions club. 
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People pay more attention to automotive 
advertising in The Saturday Evening Fost 






Hospitals aren’t the only places where yur 


get more than you expect. It happens in your show- 
room, too, when your factory runs ads in the Post. aw Evening 
Good prospects in your area—people you don’t The Saturday “ = 
even know about —see those ads and think of their 


local dealer ... you. Result, a surprising number » 


of new faces in your showroom. The Post helps make 






-gels to 
heart of America 





sales quicker and easier —another reason why The Saturday Evening Post 





carries more automotive advertising to more people than any other magazine. 
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Dealer Doings 














Raymond P. Scott, Wynnewood, | Dealers Assn., had in molding the 
Pa., was elected president of the | early playing ability of McMillin. 
Lincoln-Mercury Dealers Assn. for| Dexheimer coached Mr. McMillin 
the Chester sales district at the} at Somerset high school when he 
April meeting of the association in | egme up from Texas. McMillin was 
Philadelphia. brought to Somerset by Dick Wil- 

Other officers elected were Robert | jiams, president of the First Na- 
B. Conroy, Doylestown, Pa., vice-| tional Bank of Somerset, who also 
president; William J. Ruffu, Atlan-/| arranged to have Dexheimer, then 
tic City, N. J., secretary, and Doug-| at the University of Chattanooga, 
las M. Cloud, Philadelphia, treas-| coach at the high school. 
urer, + * * 


Two additional dealers named to ‘ = 
the board of directors were J.| Driscoll Elected to Head 


Richard Beane, Camden, N. J., and| Ohio County Association 
George D. Manderbach, Reading, The Crawford County (O.) Au- 


Pa. ee tomobile Dealers Assn. has elect- 
"0 ° ° ed Nemo Driscoll, of Bucyrus, 
Fire Hits Dealership pocaltent, sia or 
Frazier-Coleman Motors, Inc., Louis Schott, of Bucyrus, and 


Dodge-Plymouth dealership in| Gaylord Patterson, of Galion, 
Winnsboro, S. C., was badly dam-| were named vice-presidents, and 
aged by fire, but most of the cars| Gayle B. Groh, of Crestline, was 
were saved. The business is owned] elected secretary-treasurer. 

and operated by James B, Frazier * * * 


le ii ; Opened by Gill in Dallas 
Crosby Aids Cancer Drive A new Packard dealership was 


James Crosby, Buffalo, has ac- | opened in Dallas Apr. 1 by X. R. 


Gill, veteran Dallas dealer, at the 
downtown location of Live Oak 
and Pearl streets. The new firm is 
|known as Packard Automobiles, | 
| Ine. 








|Cain, on the same date, from the| 
| Packard dealership on N. Harwood 
there continues to be two Packard 
outlets in Dallas. Gill is one of the 
Southwest’s pioneer automobile 
dealers, having operated his first 
j|business nearly 40 years ago in 
Okmulgee, Okla. 
* 


* * 


Yeggs Steal Mink Coats 
Mel K. Alsbury, automobile deal- 
er in Los Angeles, reported to po- 
lice that burglars entered his home 
at 2250 N. Catalina Ave. at night 
and carried off two mink coats 
valued at $6,250. 
* 





* * 


| 
With the retirement of Larry| i 





McGoldrick, Tillman Get 


L-M Dealer Council Posts 

G. T. McGoldrick, president of 
McGoldrick Motors, Inc., Flushing, 
N. Y., and L, H. Tillman, president 
of Jamaica Lincoln & Mercury 
Corp., Jamaica, N. Y., will attend 
meetings of the Eastern Regional 
Dealer Council of Lincoln-Mercury. 

Both were elected by fellow Lin- 








(Continued on Page 31, Col, 1) 
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Outstanding Chicagoland K-F Dealer for '51— 


George Gorman, secretary-treasurer of Gorman Sales & Service, Oak Park, Iil., 
receives the Lee Schwartz memorial trophy, the gift of Edgar Kaiser, president of 
Kaiser-Frazer Corp., as the outstanding K-F dealer in the Chicago area during 1951. 
The trophy passes each year to the area dealer chosen for his enthusiasm and coopera- 
tion, Presentation was made at a dinner meeting of the Kaiser-Frazer Dealers Assn. 
From left to right are George Einhorn, president of the Chicagoland dealer group; 
Nils O. Eklund, general sales manager of Kaiser-Frazer, and Dean B. Wartchow, Cen- 
tral division sales manager, and Gorman. 








cepted the assignment of heading 
the auto dealers team for the 
American Cancer Society cam- 
paign in Erie county, N. Y. 


* * 


a 
Kernan Motors Robbed 
Safecrackers stole about $1,000 in 
cash recently from Kernan Mo- 
tors, Inc., 1200 Block Maryland Ave., 
Baltimore, it was reported by Irvin 
H. Sentz, general manager. 
+ aa * 


Yeggs Visit Harrison 
Burglars forced their way into 
Harrison Motors, 335 Franklin 
Ave., Colby, Kans., and took $30 
from the safe it was reported. 
The stolen money was mostly 
funds collected by George A. Har- 
rison from the sale of “pancake 
day” tickets. 
* 


Worthiest Cause 


Foley Chevrolet Aids 
Blood Donor Drive 


Foley Chevrolet Motor Sales Co., 
957 Broad St., Newark, N. J., turned 
its showroom floor into a Red 
Cross field unit on a recent busi- 
ness day from 10 a. m. to 5 p. m. 

The critical need of whole blood 
for our armed forces motivated the 
Foley firm to sparkplug a drive 
with two other Newark business in- 
stitutions, the National State Bank 
and National Cash Register Co. to 
combine their efforts in an allout 
campaign to donate a minimum of 
125 pints of blood for immediate 
shipment to our armed forces in 
Korea. 

The committee, consisting of E. 
J. Foley jr., of Foley Chevrolet; 
Daniel J. Moore of the National 
State Bank, and L. J. Keefe, of the 
National Cash Register Co., and 
headed by Joseph Piro of Foley} 
Chevrolet as general chairman, 
performed an “outstanding service” 
by coordinating the personnel of all 
three organizations with the New- 
ark chapter of the American Red 
Cross in the drive. Sixty percent of 
their personnel were eligible and 
volunteered to donate a pint of 
blood for the fighting forces. 


* * * 
Black Named President 


Of Okla. Dealer Group 
Clyde Black, Dodge-Plymouth 
dealer at Norman, Okla., has been 
elected president of the Norman 
Automobile Dealers Assn., it is 
| 





reported by the Oklahoma Auto- 
mobile Dealers Assn. 

W. H. Petersen, Lincoln-Mer- 
cury dealer, was named secretary- 
treasurer at the same meeting. 

o * Aa 
Burglars Get $258 

Burglars broke into Walizer Mo- 
tor Co., Russell, Kans., and took a 
cash register containing $258. The 
register was found later at the 
edge of a lake a couple miles out! 
of town. 

* * * 


Kentucky’s Dexheimer 


Early Coach of McMillin 
The death of Alvin (Bo) McMil- | 








PRESENTS 


FORMFL 





THE RINGMASTER 


Guaranteed to outperform in any job...Re-ring...Re-bore...Re-sleeve 


lim, outstanding football coach for First major improvement in multiple-piece piston rings in more than 10 years 


25 years, brought to light the part 
Paul Dexheimer, auto dealer at 
Somerset, Ky., and former presi- 
dent of the Kentucky Automobile 
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(Continued from Page 30) 


coln-Mercury dealers in the New 
York sales district to represent 
them on the dealer council. The 
district area includes eastern New 
York, northern New Jersey and 
southern Connecticut. Under a fac- 
tory dealer program, two dealers 
are chosen from each district sales 
areas. ee 


Ramsey’s Fire Loss 
A fire in the repair shop of the 
Ramsey Motor Co., Heber Springs, 
Ark., caused an estimated $20,000 
damage. Arlie Ramsey is the owner. 
> * * 


Thieves Bag Three Cars 


From Louisville Firms 

Thieves helped themselves to 
three cars from two dealerships 
located close to one another along 
Louisville’s East Broadway automo- 
bile row, including a new $4,522 
Chrysler convertible, it was re- 
ported to police. 

The convertible and a 1949 Buick 
sedan valued at $1,426 were taken 


from Greenwell Motors, 601 

Broadway, according to F. V. 

Greenwell, owner. The other auto, 

a 1950 Oldsmobile valued at $2,000, 

was stolen from Leyman Motor Co., 

501 E. Broadway. 
* 


+ * 


$2,000, New Car Stolen 
From Kansas City Dealer 

Thieves broke into Walnut Mo- 
tors Co., 100 E. 43rd St., Kansas 
City, stole an office safe and 
drove off in a new car taken 
from the sales floor. 

Police later found the car and 
safe. Company officials said the 
safe was looted of $2,000 in cur- 
rency and office records, 

* * * 


Sterling (Ill.) Dealer 


Loses Family in Fire 

Frank Ewing, auto dealer at 
Sterling, Ill., lost his wife and three 
children recently when a _ fire 
burned through his home. 





Victims of the fire were Mrs. 


E. | 


| Ewing, 35, and children Frank jr., 
| 7; Earl Douglas, 4, and Jonny, 5. 


+ * + 
| Scherman-Schaus-Freeman 


Marks 25th Anniversary 
The 25th anniversary 
| founding has been marked by the 
| Scherman - Schaus- Freeman Co. 
| (Studebaker), South Bend, by de- 
| livering its 39,301st car. 

Present for the event also were 
| the men who had bought the first 
| and second cars sold by the com- 
pany. 

+ * * 


Pringle Sells Deal 


Pat H. Pringle has sold his Buick 
dealership in Paw Paw, Mich., to 
Alfred E. Reed of Detroit, former 
Dodge-Plymouth dealer in  Bir- 
mingham, Mich. 

* 


x * 


Fincher Motors Sold 

Fincher Motors, Inc., Roches- 
ter, N. Y¥. (Oldsmobile), dealer- 
ship, has been purchased from 
the estate of the late Harry W. 
Fincher by a new firm, formed 
by two employes, H. Harold 
Henry and Raymond Wengender. 

Henry, president of the new 
company, has been associated 
with: Fincher Motors since 1937 





of its | = 








Picco's 30 Years Cited— 


E. W. Picco (right), owner of Picco Motor 
Co. (Studebaker), Montesano, Wash., re- 
cently was awarded a plaque in recogni- 
tion of his 30 years of service as a dealer 
from D. K. Whittaker (left), Studebaker 
vice-president for the company's Pacific 
division. The award was made at a dealer 
meeting in Portland, Ore. 





and its general manager since 
1949. Wengender, who will be 
vice-president, has been service 








Get the complete 
story from your 
jobber. 


It’s the sensational new 
EQUALIZER that sets FORMFLEX 
ahead of all other oil rings! 


An entirely new engineering principle that replaces the 
hump-type expander. FORMFLEX adapts itself to practi- 
cally all conditions of cylinder wear and distortion... 
gives even contact with cylinder regardless of wear. The 
FORMFLEX EQUALIZERS’ uniform pressure distribution 
gives equal outward pressure at a// points. It makes possible 
for the first time a multiple-piece oil ring you can use in all 
kinds of engines regardless of taper, out-of-roundness or 


block distortion. 


Ring jobs you can guarantee! 


FORMFLEX ... the ring you can 
guarantee to your customers for 
all worn, rebored or resleeved 
engines. 
@ Easy to install 
e No more worries 

about groove depth 


e No humps to wear out 


e Handles 21% times as much oil 


as any other ring 


e@ Truly a universal rin 
new standards in ot 
gas mileage and long life 


that sets 
control, 





ENGINEERED FORMFLEX SETS 





WILKENING MANUFACTURING CO., PHILADELPHIA 24, PA. 


In Canada: WILKENING MANUFACTURING CO. (Canada) Lid., Toronto 


manager of the company since it 

was founded in 1931. Oscar Sha- 

fer, named secretary and treas- 

urer of the new company, had 

been office manager for the firm. 
+ * * 


Vandals Collect $61 
Burglars broke into the Syracuse 
| Buick Co., 375 W. Onondaga St., 
Syracuse, N. Y., and escaped with 
$61 from a cash drawer, according 
to police. They also ransacked the 
office and disturbed tools in the 
service department. 

* * 


‘Inside Job’ Nets $450 
For Dealer Safe-Crackers 


A safe-cracking team which, 
police believe, planted one of its 
members in the building before 
closing time, was hunted for a 
job which yielded $450 in cash 
from the safe at Ralph Pontiac 
Inc., 626 Main St, W., Rochester, 
N. Y. 


Detectives said the heavy, five- 
foot safe was trundled 80 feet to 
a secluded part of the auto firm’s 
quarters, then tipped over and 
hammered open with tools from 
the repair shop. Police believed 
the yeggs were admitted by a 
confederate who hid inside the 
building until after all employes 
left for the night. 

* * 


Va. Dealer Group Elects 


Sustare ’52 President 


The Suffolk - Nansemond County 
(Va.) Automobile Dealers Assn. has 
elected B. T. Sustare, president; 
W. B. Spivey, vice-president, and 
J. A. Peterson, secretary-treasurer, 
for the ensuing year. 

+ +” * 


Free Taxi Service to Polls 


Offered by Calif. Dealers 


Bellflower (Calif.) auto dealers 
are organizing to offer free trans- 
portation to the polls to any resi- 
dent of Bellflower. 

A similar move is on in Santa 
Monica, according to Bob Ers- 
kine, of Hastings Chevrolet. He 
says that the new-car dealerships 
there will run a full-page adver- 
tisement, listing the dealerships 
and their offer, but asking those 
who wish to call for such service 
to telephone the chamber of 
commerce, which has volunteered 
to act as a clearing house for 


such calls. 
+ * + 


Monarch Buick Takes 
Spot Radio Campaign 

Monarch Buick Co., New York, 
has contracted for a 13-week spot 
radio campaign. Spots are being 
aired at 5:30 p. m. Mondays, 
Wednesdays and Fridays on Sta- 
tion WNEW. 

Surveys indicate that these 
spots have the largest audience 
at that time of any station in 
New York — Furthermore, they 
have the largest listenership of 
auto drivers in New York. Mon- 
arch has also purchased all the 
spots immediately following the 
Yankee baseball games over Sta- 
tion WINS. Singing jingles and 
live tag announcements are be- 
ing used. 

* * 


New Hampshire Dealers Help 


Fete State Vehicle Official 


The New Hampshire Automobile 
Dealers Assn. and the state motor 
vehicle department were represent- 
ed at a surprise banquet at Laconia 
given in honor of James Hussey, a 
state motor vehicle inspector. 

Hussey, who has been stationed 
in southern Grafton county for 3% 
| years, is being transferred to the 
Tilton-Laconia area. 

” * * 


San Francisco Dealer Group 


| Elects Wolf President 

Erich Wolf, of Wolf Buick, 
Inc., San Leandro, Calif., is the 
new president of the Metropolitan 
Buick Dealers’ Assn. of San 
Francisco, succeeding Tom Chap- 
man, of San Bruno. 

Other officers are Edgar M. 
Elker, Oakland, vice-president; 
Joe Carlson, San Francisco, sec- 
retary - treasurer, and Walter 
Lytle, San Francisco, and Victor 
Gabrielsen, Berkeley, directors. 

* * * 





Lanier on GM Council 

| Albert F. Lanier, president of 
Lanier-Hays Buick Co., Alexandria, 
La., has been appointed to the 1952 
General Motors dealer council, me- 
dium city group. 
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Canada Press Urges 


Lawsuits Affecting Dealers. . . 





National Auto Check 


OTTAWA.—The press in Can- 
ada is urging a national pro- 
gram for a compulsory periodic 
check of all motor vehicles to 
stop the growing accident rate 
due to mechanical defects, to be 
accompanied by an educational 
drive to avoid accidents from 
human element causes. 

While police in various areas 
have authority to spot check 
any suspicious vehicle, it is 
claimed that this is done only 
when the vehicles are old jalop- 
ies. However, it is pointed out 
by the press that many vehicles 
which appear alright are fre- 
quently not. 


Leo T. Parker 
Attorney at Law 
a ALL states a verbal contract 
is void by which real property is 
leased for more than one 
Therefore, ordinary lease contracts 
for longer than one year must be 
in writing. On the other hand, ac- 
cording to a recent higher court a 
verbal lease for more than one 
year is rendered valid if the lessee 
takes possession of the property 
and expends his money for im- 
provements. 


By 
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Court Decisions 


| State Co. v, Crosby, 36 So. (2d) 
273, testimony showed facts, as 
follows: A man named Crosby 
decided to start in the business of 
selling and servicing automobiles. 
The owner of a real property 
verbally promised Crosby that he 
would sign a written lease con- 
tract for five years at the agreed 
and specified monthly _ rental. 
Crosby took possession of the 
property and invested consider- 
able money in making permanent 
and valuable improvements. 

In subsequent litigation the 
|higher court ordered the property 
jowner to give Crosby a written 
lease exactly the same as was 
verbally promised before Crosby 
took possession of the station and 
expended his own money for the 
improvements. 

This court explained that if Cros- 
by had not made any improvements 
at his own expense, the verbal 
lease would have been void: 


St. Louis Sees 


New-Car Exhibit 


ST. LOUIS.—For the first time 
in the 10-year-old St. Louis sports, 
travel and boat show, new auto 
models, including foreign makes, 
| were displayed in a special section 
of the convention hall of the Henry 
W. Kiel Municipal Auditorium. 


New Plymouths and DeSotos were 
represented in a_ special 
which was assembled in Detroit. 
Nash was represented by the new 
Ambassador and Hudson by the 


| Hornet, Crosley brought its Super 


Sports convertible. 
British models represented were 


|the Jaguar XK 120, the MG, Sun- 


beam Talbot and Hillman Minx. 


display, | 


1952 





Carlife Lives Here Now— 


Expanding business necessitated these newly constructed, Colonial style quarters for 
Carlife Guaranty, according to George Taylor, founder, who is cutting the ribbon at 
the formal opening. With Taylor (left to right) are his three sons, Dawson, Marr and 
Hanley, who are associated with him in a Dodge-Plymouth dealership as well as in 


Carlife. The building is at 16501 Wyoming, Detroit. 


Europe Speeds Completion 


Of Highway Network 


BRUSSELS, Belgium.—(UTPS) 
The vast network of European 
motor-roads which has been reor- 
ganized to meet present-day needs 
is today being rushed to comple- 
tion. 


The roads, which will serve 
military purposes in the event of 
war, are intended to open up the 
continent to international trade 
and tourism on a larger basis 
than ever before and, at the same 
time, to help abolish trade bar- 
riers and frontiers between states 
as their increasing usefulness 
grows evident. | 

Countries such as France, Bel-| 
gium and Holland are linking their | 


| 


Germany. Belgian roads, which are | 
being rapidly modernized, are still, | 
with the exception of the Ostend- 
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performance. 





1039 AP Building 


CAUSED BY 


Liege and Brussels-Antwerp lines, 
inferior to those in France. 


However, the Ostend-Liege line, 
|which will be prolonged to the 
|German border where it is to be 
joined with the Aachen-Cologne 
route now under construction, will 
bear comparison with the best in 
the world. This road will form In- 
ternational Highway E. 5. 


E. 5, as planned, will permit 
direct communication via Ostend, 
on the Belgian coast, to Ghent, 
Brussels, Aachen, Cologne, Frank- 
furt, Nuremberg and Passau, on 
the Austrian border. 


International Highway E-36 will 


| road-system to that of western| join Holland’s major port, Rotter- 


dam to the German prewar motor- 
road system following the Rhine 
river. 





in car engines, forms a breathlike, lubricating 
film of colloidal synthetic graphite on all vital 
surfaces. This film helps oil maintain a better 
compression seal. Result: Increased power and 
pep. Check your customer’s compression before 
and after using Miracle Power. Let them see 
for themselves how Miracle Power improves 
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Auto Ring 


Cracked 


$100,000 Loan Fraud Holds Five at Philadelphia; 


FBI Sifts Link 


PHILADELPHIA. 

1ere believe they have 
i ring responsible for a 
ar-loan swindle. 

Under arrest last week were: 
Howard Stahl, John Tierney, 
Hugh McAleese, William Tierney 
and Vincent Panetta. 

The FBI is reported also inter- 
ested in the activities of two banks, 
both members of the Federal De- 
posit Insurance Corp. Investigators 
say the banks advanced funds to 
the suspects to cover up their fraud 
dealings with loan companies. 


FBI agents 
broken up 
$100,000 


Charges of conspiracy to cheat 
and defraud, larceny of an automo- 
bile and receipt of stolen goods 
were lodged against the suspects | 
on the basis of statements made Dy 
Richard A. Robinson, recently dis- 
charged branch manager for Asso- 
ciates Loan Co. 

Robinson admitted granting loans 
to McAleese on cars with little or 
no collateral value. Police believe | 
the loss to his former employers 
may run as high as $50,000. 

Some of the loans allegedly 
were made on cars which were 
stolen or wrecked, and even on 
cars that had been salvaged from 
a sunken Danish freighter. 
Shadowing of McAleese, police 





New England 
Jobber Showing 
Attracts 46,000 


BOSTON.—Despite four days of 
rainy weather the New England 
Regional Automotive Show here 
enjoyed a turnout of more than 
46,000 jobber and dealer visitors, 
according to an estimate by John 
Cotter, show director, 

Some wholesalers brought in 
their entire sales forces to attend 
sales meetings conducted by manu- 
facturers and sponsoring jobbers, 
Cotter said, adding that several of 
the delegations came from Canada. 
This year’s show featured 263 ex- 
hibitors who made use of 400 dis- 
play booths on three floors of the 
Mechanics building. 

The Boston service industries 
show was under the guidance of 
Lawrence Kelly, president, Edward 
D. Waite jr., vice-president; Paul 
R. LaVine, treasurer; A. Edward 
Greenman, secretary, and a num- 
ber of committees, including rep- 
resentatives of 128 sponsoring job- 
bers. 


i] e t 
Bouncing Checks 
Chicago Police Say Mormino 
Buys Cars with Them 
CHICAGO. Police here have 
asked help from car dealers in ap- 
prehending a man giving “bounc- 
ing checks” in payment for auto- 
mobiles. Using the name of Mike 
Mormino, he affected an air or re- | 
sponsibility through having previ- | 
ously operated a_ used-car lot | 
known as Archer Auto Mart, police | 
say. | 
One member of the Chicago 
Automobile Trade Assn, was a com- | 
plaining victim, reporting that Mor- 
mino purchased two used cars sev- 
eral weeks ago, paying for them 
with a bad check and driving them 
away without delivery of titles to 

the cars. 

The phone number Mormino gave 
proved to be a tavern. 

Police believe that he works with 
one or two accomplices. Mormino 
is described as dark, weighing | 
about 185 pounds, and 5 feet, 10} 
inches. 

ere * | 


Original and time tested at N. Y. AAMA | 


Show— 
4 1950, 
U_S. Pat No. 2549753 
Lj "te | 


NATIONALLY ADVERTISED, 
AUTOTRAY CO. 


36 N. PENNSYLVANIA, INDIANAPOLIS, IND. 


of Two Banks 


| said, finally led them to Robinson. 


Police quoted Robinson as saying 


that he granted an initial loan to 
McAleese as a favor, because the 
latter had “thrown him" several 


legitimate financing jobs. 

He made further loans, Robinson 
was quoted, because he was afraid 
to back out of the deal. 

Arrest came after authorities dis- 
covered some of the cars involved 
in a local garage. 


Buick to Build 250,000th 
With Easy-Eye Glass 
FLINT.—Buick will build its 250,- 
000th car equipped with Easy-Eye 
glass this month, Ivan L. Wiles, 
general manager of Buick, reports. 
More than 233,000 cars already 
have been equipped with the blue- 


| green glass, and production is run- 


ning at 75 percent of Buick’s total 
auto output, Wiles said. 
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Old Timers Add 
73 New Members 


NEW YORK. Membership of 
the Automobile Old Timers was 
brought up to 4,345 with the elec- 
tion of 73 new members at a meet- 
ing of the executive committee, it 
is reported by Ralph T. Horgan, 
chairman of the admissions com- 
| mittee. 
| The group announced that it will 
|hold its 13th annual dinner on Oct. 
1/20 at the Waldorf-Astoria hotel, 
and selected the following commit- 
tee in charge of arrangements: 
fi John J. Schumann jr., chairman; 
Alfred Reeves, C. Ray Palmer, Clif- 
ford M. Bishop and Reginald M. 
Cleveland. 

The legislative committee, of 
which Stanley H. Horner, former 
NADA president, is chairman, was 
|completed with the addition of the 
|following members: C. Ray Palm- 
er, executive vice-president of the 
Brooklyn and Long Island Auto- 


1951 STUDFRAKER 


2° 





Penn Garage Marks 30th Anniversary— 

Penn Garage, Inc. (Studebaker), Mahanoy City, Pa., held a special celebration 
recently to mark its 30th anniversary as a Studebaker dealership. During the anni- mobile Dealers Assn.; T. Irving 
versary observance, Edward Brown, president of the firm, third from left, was presented | Johnston, former president of the 
a 30-year plaque by Joseph S. Oliver, car distribution manager of the Philadelphia |New Jersey Automotive Trade 
branch, and a 42-year Studebaker veteran. Left to right: Joseph Rouse and Harry|Assn.; Harry M. Sloate, of Hart- 
Jones; Brown; H. §S. Johnson, district manager; James Collins; Oliver; Ross Rich,|ford, Conn., and Tom Frost, of 
secretary, and Arthur Brown, vice-president. Warrenton, Va. 
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1932 








White engineers its trucks to anticipate changing 
transportation needs and operating conditions... 
insists that each component part measure up to 
White’s strict standards. 


Since 1932, BCA Bearings have been original 
equipment on White trucks. For two decades, BCA 
engineering has contributed to White’s reputation for 
top performance and economy in city pick up 

and delivery service ... in cross-country hauls. 


BCA engineering and production facilities are aimed 
to make automotive power safe and trouble-free. 
Whatever your bearing requirements—transmission, 
clutch, differential, wheel, generator—buy the 
best...BCA Bearings. They are performance proved. 






BEARINGS COMPANY OF AMERICA 


MAKERS OF A COMPLETE LINE OF BALL BEARINGS FOR ALL MAKES OF CARS, TRUCKS, BUSES, AND TRACTORS 
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OU’VE got to stir °em up—before you mow ’em down. 
That’s an axiom of the pitchman—and it’s Collier’s 
pitch, too. 


Our stir-’°em-up-brand of journalism will result in 
Collier’s readers buying 438,000 automobiles in 1952— 
spending 800 million dollars for them. 


Why? Because week after week, Collier’s puts on the 
most exciting show in the magazine field—a show that 
moves cars, as well as people. 


In 1951, for example, Collier’s published such standout 
features as: 


WHY IKE WILL RUN, which foretold Eisenhower’s 
decision two months before it became official. 


THE PUNCHBOARD RACKET and THE MAN TO 
SEE IN NEW JERSEY, two thunderous salvos in 
Collier’s continuing war against crooked politics. 


TERROR IN OUR CITIES, a devastating exposure of 
the menace of hoodlum crime in our city streets. 


ATOMIC MIRACLE, a prize-winning article which 
revealed for the first time a daring new way of 
treating brain tumors—by exploding an atom in 
the human brain. 


THE HIGH COST OF DYING, another prize-winning 
report which prompted responsible groups of 
undertakers to launch a campaign of policing its 
members. 











No wonder Collier’s is read, discussed, debated — and 
quoted in newspapers more than any other of the major 
weeklies. 

Think this kind of journalism could help sell your car 
—help you share in the 800 million dollar market? Write 
us here in Detroit and tell us what territory you cover. 
We'll send you some eye-opening data on Collier’s cir- 
culation in your area. 


Will his beyou, 
yeion alBum?) 






te ene weer expects to be 4 ee 
renhecting 














Collier’s Stirs ’Em Up in 
the Car Service Field, Too 


Three times a year, spring, summer and fall, 
Collier’s publishes a two-page feature on “Pre- 
ventive Service,” which stresses the importance 
of keeping cars in shape for top performance. 
Result: Collier’s readers are repair-minded. Last 
year they spent many millions of dollars for parts 
and accessories alone. In the July 5 issue, the 
theme of this feature will be vacation selling. We 
will be glad to send you a reprint if you ask for it. 










Collier's Makes Things Happen 


The Crowell-Collier Publishing Company — Detroit Office: General Motors Building, Detroit 2, Michigan 
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Dealer Rigs Showroom Device for .. . 





Demonstrating Power Steering 


By Ed Brown 

Staff Correspondent 
NEW YORK.--Demonstrations of 
power steering are not easily made 
on the showroom floor, dealers say, 


but Motor Associates (DeSoto- 
Plymouth), White Plains, N. Y., 
has come up with an answer to the 
problem. 


The dealership said that they 


GM Workers Set 
Safety Record | 


CHICAGO. General Motors em- | 
ployes in 1951 achieved the best | 
safety record in the 44-year history | 
of the company, according to the | 
National Safety Council. Of the more 
than 433,000 hourly rate and sala-| 
ried employes on the payrolls of 
General Motors in 1951, 99.66 per-| 
cent of them went through the| 


entire year with no working time | 
lost as the result of an occupational | 


illness or on-the-job accident, the 
report stated. 


found that steering was 
hard to explain to customers with- 
out demonstrating it, and that get- 
ting customers to take a demon- 
stration ride was not easy, either. 

So, for selling DeSoto Fire 
Domes equipped with power steer- 
ing, the company rigged up an 
electric motor and a belt, and ac- 
cording to Herb Feldman, the “con- 
traption” is paying off dividends.” 


power 


Feldman said that following the 
floor demonstration, it was easier 
for salesmen to get customers to 
take a ride to try power steering. 
Once on the roads, Feldman said, 
power steering sells itself. 

Many persons have accused the 
dealer of jacking up the car, but 
a twenty-foot mirror is placed to 
show customers that there is noth- 
ing under the car. 


Feldman said the _ strangely 
enough, women seemed to feel 
at ease with power steering. 
Men, he pointed out, will jerk 


Super: Fine “B” Fiber insu- 
lates motorcars against heat, 
cold, noise. Lightweight; 
low moisture absorption; 
easily installed. Standard 


widths, 


On your production line...OQn Schedule 


18”, 24", 36°, 72”. 


L-O-F Fiber-Glass—like safety glass— 


delivered when you want it 


S A MAJOR supplier to the automotive industry, 
Libbey-Owens:Ford knows the importance 


of always meeting 


your schedules. Now, we are 


applying this knowledge of your production prob- 


lems to supplying 
right on time. 


L:O-F Fiber-Glass insulation 


L:O-F Super:Fine Fiber’Glass is ideally suited 
for insulating the top, dash, front quarters, fire 





the wheel around in an attempt 
to figure out how it works. 
“Women are a different story,” 
he said. “They sit behind the wheel 
and feel immediately at home.” 





Belleville, O., Man Fined 
In U. C. Sales Tax Fraud 


MANSFIELD, O.—Elmer H. 
Parker, of Belleville, was fined 
$100 and costs in Mansfield’s 
municipal court on a charge of 
falsifying an affidavit on the 
sale of an automobile to pay a 
lower state sales tax. Parker 
said he paid $600 for the car and 
$18 sales tax, However, charges 
stated that he bought the car for 
$850 and the tax should have 
been $25.50. 

The state is apparently crack- 
ing down on evasion of its cas- 
ual sales tax on used cars, Wide- 
spread violations have been re- 
ported since the law took effect 
last year. 








Brand Names Award— 

Joe Gale, president of Monarch Buick | 
Co., Inc., New York, and H. C. Hagstrom, 
Buick’'s New York 
shown with the plaque awarded to Mon- 


zone manager, are 


arch by the Brand Names Foundation, as 
the Brand Name Winner for 1951 out of 
a field of 600 dealers. This is the first | 
year that an auto dealer was awarded a} 
plaque. | 








te. 
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Chrysler Begins 
Shipment of 


Tank Engines 


NEW ORLEANS.—Chrysler 
Corp. has shipped the first carload 
of tank engines to the armed forces 
from the Michaud Ordnance plant, 
less than 11 months after Chrysler 
engineers moved in to begin re- 
habilitation of the former aircraft 


plant. 
The first shipment was consigned 
to the Chrysler Delaware tank 


plant in Newark, Del. 

R. S. Bright, general manager of 
the Chrysler Tank Engine division 
here, announced that production of 


tank engines is on schedule al- 
though tooling and _ rehabilitation 
of the plant are far from being 


completed. 

“We have made a great deal of 
progress since last June when we 
moved into an empty manufactur- 
ing building, but we still have a 
long way to go,” Bright said. 

“There are still quite a large 
number of critical machines that 
we do not have yet. In this early 
phase of our operation we are 
building our first engines with the 
aid of tool room machines and 
some temporary equipment that 
has been set up to handle the 
work.” 

The plant now has approximately 
1,500 employes and this figure will 
be increased gradually, Bright said. 
More than 1,100 companies from 
all sections of the country are 
already serving as suppliers to the 
plant, he revealed. 





Meters to Show 
Customers How 


Willys Performs 


TOLEDO.—Two specially devised 


instruments—a ridemeter and a 
gasmeter—will be used by most 
Willys-Overland dealers in a na- 


tionwide demonstration campaign 
for the Aero Willys sedan. 

The mass “drive-it-yourself’” dem- 
onstration, to be held through May 
and June, will be the biggest in 
automotive history, according to 
Gerry E. Lyons, general sales man- 
ager. He expects it to attract a 
million prospective customers. 

“The ridemeter and gasmeter 
will demonstrate visually what we 
consider two of the most outstand- 
ing features of the Aero Willys—its 
extraordinarily good riding quali- 
ties and its gasoline economy,” 
Lyons said. “Both instruments will 
be mounted on the car. 

“The ridemeter is a miniature 


|seale divided into sections labeled 


‘Excellent,’ ‘Good,’ ‘Fair’ and ‘Poor.’ 
An arrow mounted on springs reg- 
isters the car’s ridability rating as 
it is driven over various types of 
rough and smooth roads. 

“The gasmeter is a calibrated 
glass vial which can be attached 
easily to the gas lines. The vial is 


| filled to its one-quart capacity for 


each demonstration, and the car is 
driven until the gas is consumed. 
The gasmeter registers the exact 


| mileage obtained.” 


wall, hood, and package tray against sound, 
heat. And you can count on Libbey-Owens:Ford’s 
insistence on high standards to produce top- 


quality insulation. 


look to Libbey-Owens:Ford to supply you with 
Fiber-Glass promptly and to your specifications. 

If you’d like to talk about uses of Fiber-Glass 
in the automotive field, call L-O-F’s Detroit 
office, 610 Fisher Building, Trinity 5-0080. Or 
write, wire or phone Libbey-Owens:Ford, Dept. 


F-G 552, Nicholas Building, Toledo 3, Ohio. 


LIBBEY-OWENS-FORD GLASS COMPANY 


FIBER*GLASS DIVISION 


FIBER-GLASS Fi HE R : GLASS | 





: , , | Aircraft Corp, Marietta, Ga. 
For a reliable answer to your insulating needs, Pesce scale Aiecwns sae: 


Big Wilton Order 
CHICAGO.—An order for 1,500 
machinists vises has been placed 
with the Wilton Tool Mfg. Co., 
here, by Piston Ring & Parts, At- 
lanta, for its customer, Lockheed 


suosBUGSBUGS 


The ONE positive way to Re- 
move BUGS from your Auto- 
mobiles. Minter’s Bug & Scum 
Remover (concentrated non- 
abrasive powdered chemicals), 
approx. 100-car coverage. 








ORDER TODAY, $5.00 per 
gallon, or Write for 
FREE Sample. 


MINTER PRODUCTS 
Since 1926 


Box 952 (F.O.B.) Lake Forest, Ill. 
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Sales Management 1951 Survey of Buying Power 











NET E.B.I. NET 
PER 
COUNTY LEADING FAMILY | Rank COUNTY LEADING 
and 714 in and 
CITY ae Group STATE CITY 
Estimates 
Westchester, N. Y...} Yonkers 9,982 Stark, Ohio......... 
Nassau, N. Y........ Hempstead East Baton Rouge, La. 
Township 8.817 
Beeex, NW. J......... Newark 6,96 
. “To ‘ an AD CIS CS rU 
District of Coftmopre jton 6,569 









Alien, Ind...........] Fort Wayne 


Philadelphia, E 


NATIONALLY REPRESENTED BY 
HEARST ADVERTISING SERVICE 
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EVER discount quality just because it comes in quantity! In New 
York, the home-going Journal-American delivers both. 

For example, in Westchester, Nassau and Essex Counties .. . 
where you find the grestest concentrations of heavy-earning, heavy- 
spending families ... more buy the Journal-American than buy the 
two other metropolitan evening newspapers combined. 

Or take the 8 best of the 20 suburban counties in New York’s 
50-mile city and suburban zone. Again, more families buy the 
Journal-American than buy the two other metropolitan evening 
papers combined. 

Leadership in these ‘‘blue chip” counties ... plus overwhelming 
leadership in total circulation ... is solid evidence that the Journal- 








American best combines quality with quantity in the world’s most 


sales-rewarding market. 
K * 
——, = 
eAmerican 


yt. 
<> 


A HEARST NEWSPAPER 
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Auto Personnel 








Appointment of Jesse B. Hilde- | 
brand as general director of pur- | 
chasing for Fisher Body has been 
announced by 
John J, Cronin, 
Fisher general 
manager. He suc- | 
ceeds Roy C. Mil- | 
ler who retires on | 
Apr. 30. 

Charles B. Stif- | 
fler, administra- 
tive assistant to 
Cronin, is retiring 
Apr. 30 after 33 
years with Gen- 
eral Motors. 

* ¢ * 


Goodrich Picks New Heads 


For 3 Western Districts 
Several changes in the western 
district managership of B. F. 
Goodrich Co.’s Replacement Tire 
division are announced by L. T. 
Greiner, Pacific division manager. 
W. S. Seliger has become Los 
Angeles district manager. He had 
been general supervisor for the 





J. B. Hildebrand 





past three years. Ralph Earnest, 
former district truck tire repre- 
sentative, succeeded him as gen- 
eral supervisor. 

Cc. E. Newman, Salt Lake City 
district manager, has been ap- 
pointed manager of the Seattle 
district. Succeeding him in Salt 
Lake City was J. Wells Martin. 

oO. K. Lynn, Seattle district 
manger, replaced W. R. Dakan 
as manager of the San Francisco 
district. 

* * i 
Kamin Appointed 
Howard W. Kamin has been ap- 
pointed manager of the administra- 
tive division of the Cleveland dis- 
trict Ford office. He succeeds Carl 
D. Whitehorn, who has been trans- 
ferred as field manager of the 
Akron area, 
* * * 


Leeds and Cunningham 
Promoted by Raybestos 


Norman Leeds jr. and David E. 
Cunningham have been named fac- 
tory manager and advertising man- 


division of Raybestos - Manhattan, 
Inc., Bridgeport, Conn., it has been 
announced by Robert B. Davis, 
vice-president and general man- 
ager. 

Leeds was promoted from the 
position of general sales manager, 
which he had held since 1945. Cun- 
|ningham has just been released 
|from the U. S. Naval Reserve to 
| which he was recalled in October, 
| 1950. Prior to that he was market- 
|}ing supervisor for Raybestos from 
1948 to 1950. 


« . * 


Bertsch to Assist Hess 
Appointment of Frank L Bertsch 
as assistant to the president of 
American Bosch Corp. is announced 

by Donald P. Hess, president. 


* + * 
Corning Appoints Day 
Corning Glass Works announces 
opening a new sales district office 
in the Kass building, Washington, 
and the appointment of Charles L. 
Day as manager. 
* . 7 


Seiberling Rubber Renames 
Slate of Directors 








All directors of Seiberling Rub- 
ber were reelected at the annual 


ager, respectively, of the Raybestos |. 





Dewar Trophy to Jaguar— 


Picture shows W. Lyons, chairman and 
managing director of Jaguar Cars, Ltd., 
receiving the Dewar trophy from Wilfrid 
| Andrews, chairman of the Royal Automo- 
bile Club. The trophy is awarded each 
year by the club to the person or firm 
judged as having made the most out- 
standing engineering and __ technical 
achievement. 





meeting of stockholders, J. P. Sei- 
berling, president and chairman, 
announces. They are: 

Seiberling; Robert Guinther, Ak- 








SUNOCO DYNALUBE 





Cleans Engines and Keeps Them Clean... 
Is Both Premium and Heavy-Duty 





Combines in a single oil all the finest features of America’s leading 
premium motor oils; actually improves the condition of most engines! 







One of the very few motor oils that meet or 
exceed all car manufacturers’ recommenda- 
tions for new passenger cars! 


ROAD-TESTED AND CERTIFIED 
FOR LONG MILEAGE 


ron attorney and company counsel; 
A. C. Blinn, retired director of Ohio 
Edison Co. Akron; T. Tyler 
Sweeny, vice-president, Blair, Rol- 
lins & Co., New York investment 
firm; H. P. Schrank, R. J. Thomas, 
L. M. Seiberling and C. E. Jones, 
Seiberling vice-presidents, and Wil- 
lard P. Seiberling, company secre- 
tary. 
* * * 
New Chiefs Designated 
For Clevite in Canada 


Election of Wilbur D. Prescott 
as president of Clevite Ltd., Ca- 
nadian subsidiary of Cleveland 
Graphite Bronze Co., is an- 
nounced. At the same time Wil- 
liam H. Martin was advanced 
from plant manager of Clevite 
Ltd. to manufacuring vice-presi- 
dent. 

Prescott, assistant treasurer of 
Cleveland Graphite Bronze until 
now, will move to St. Thomas, 
Ont., to devote full time to the 
subsidiary company’s affairs. 

* *” * 


N. H. Reappoints Clarke 


Frederick N. Clarke, who is com- 
pleting his first term as New 
Hampshire commissioner of motor 





| vehicles, has been reappointed by 
| Gov. Sherman Adams and the ex- 
|ecutive council to serve another 
| five-year term. 
a 
| Pittsburgh Plate Reveals 
| Griffin’s Retirement 
| Retirement of Emmet D. Griffin, 
vice-president in charge of Pitts- 
burgh Plate Glass Co.’s paint divi- 
sion since 1935, has been announced 
by Harry B. Higgins, president. E. 
D. Peck, with Pittsburgh Plate 
since 1939, has been elected to suc- 
ceed Griffin. 

Griffin will retire from active 
company work but will continue to 
serve as a member of the board of 
directors for at least a year and 
will also function as a general con- 
sultant. Griffin had been with the 
company since 1903. 

* x 


* > 


Fleischmann Hails Boyer 
For Air Output Work 


The “very great contribution” 
made by Harold R. Boyer as head 
of aircraft production was ap- 
plauded last week by DPA Boss 
Manly Fleischmann, who said he 

(Continued on Page 42, Col. 1) 


K-F Appoints 
Managers for 
Three Regions 


WILLOW RUN.—Three new re- 
gional managers are assuming posts 
in Kaiser-Frazer’s Kansas City, 
Minneapolis and Portland (Ore.) 

= - regions. 

S. G. Whiting, 
who has been in 
the automobile 
business for many 
years, including 
16 with Pontiac 
as district, busi- 
ness and zone 
manager, is the 
new Kansas City 
regional manager. 
With K-F for two 
years, he has been 








S. G. Whiting 


assistant manager of the Atlanta 
region. 

Fred C. Alvarez, a veteran of 20 
years in auto sales and service, is 
the new manager of the Minneap- 
olis region. He joined K-F as a dis- 





Fred C. Alvarez 


trict service manager in 1948, and 
for the last three years has been 
manager of the Pittsburgh district 
in the Cleveland region. 

R. D. Wilson, associated with K-F 
since 1946, has been named regional 
manager in Portland. After serving 
in various executive and adminis- 
trative posts at the Willow run 
plant, he was associated with the 
K-F Boston and Chicago regional 
offices. Most recently he has been 
with the K-F Oakland (Calif.) Air- 


R. D. Wilson 





craft division. 
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THOUSANDS OF DEALERS FROM 
COAST TO COAST ARE HITTING 












Tatu 
P ELLING 
THIS SELF-S FE W 


“FR 
pisPLaY FRE eg SET 
FIRST OF covens 





INDIVIDUALLY 
YOURS! 


Each display is individ- 
valized with a full-color 
reproduction of the car 
you sell! 


THE BREWSTER JACKPOT 








MADE EXCLUSIVELY FOR 
NEW CAR DEALERS 


It’s a Brewster SCOOP! This is the biggest 

event in Seat Cover history! Imagine! All DU PONT 
STRIPED NYLON SEAT COVERS at a 
down-to-earth cost to you of only $19.75 for all cars — 
2 and 4 doors! These covers are custom 

tailored in patterns that nobody — nobody but 
Brewster can offer. They’re rich and luxurious — 
finely finished with Satin Twill Trim. The 

front and the rear seats are reinforced with beautiful, 
new “Leathercrafter’s” Terson. Exclusive 

BREWSTER method of attaching, cuts installation 
time by full one-third — with perfect fit guaranteed ! 


Brewster Seat Covers in 100% STRIPED NYLON 
are exclusively made for you — the New Car Dealer. 
Your profits are FULLY protected because 
Brewster never sells round-the-corner competition. 
For all their beauty and unmatched durability, your 
cost is sensationally low. Sales come fast and 

easy — without any sales resistance — and every 

sale brings you and unusually BIG PROFIT! 


BREWSTER LEADS PLACE YOUR 


THE FIELD “HANDS 
DOWN” WITH MORE OF Order No. 








YOUR COST 


mS De 


FOR ALL CARS 
2 and 4 door 
























































WiLL NOT 
SHAG STOCKINGS 








ORDER NOW! USE THIS HANDY COUPON 





Date Dikckstschagadttanaseoiionianaiecsae 





WHAT CAR OWNERS WANT 
IN SEAT COVERS 


There’s no doubt about it! 

These seat covers have been designed 
as carefully as the finest hand- 
tailored clothes. Skilled Brewster 
craftsmen have tailored into 

each set of covers the same quality 
features you’d expect to cost 

dollars more. These are the seat covers 
that can take a beating and come 

up smiling after years of abuse. Yes, 
these Brewster covers are the best 

ever made. Better get on the Brewster 
bandwagon by ordering today! 


REPRESENTATIVES WANTED-- 
Exclusive territories available 


BREWSTER MFG. CO., 2262-8 Bedford Ave., Brooklyn 26, N. Y. 








BREWSTER MFG. CO., 2262-8 Bedford Avenue, paeren 26, N. Y. 
Please ship at once Du Pont Striped Nylon 

Seat Covers as follows:* 

No. of 


Car Model Year “lcs 


CJ Please send us swatches of complete BREWSTER Line. 
*$19.75 for all cars — 2 and 4 door 
(Add $2.00 for cars with center arm rest) 
Prices subject to 8% Fed. Excise Tax 
Colors: MAROON - BLUE - GREEN 





FIRM NAME 


ADDRESS 





CITY ZOE eee STATE eee 
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News in Brief 








Waukesha Builds Lab 


WAUKESHA, Wis.—Ground has 
been broken for the new experi- 
mental and research laboratory of 
the Waukesha Motor Co., and pre- 
liminary construction is under way. 
This new building, estimated to 
cost about $175,000, will be one 
story in height, and rectangular in 
shape, measuring 90 by 201 feet. 
The 18,000 square feet covered by 
this addition brings the total plant 
area under roof to over 18 acres. 

+ * co 


Technical Advances 


WASHINGTON. — Technical ad- | 
vances available to U. S. industry 
as a by-product of government re- 
search are described in the current 
issue of Bibliography of Technical 
Reports, released by the Office of 
Technical Services. 

Bd * * 


Security Secured 
BALTIMORE. The Bureau of 
Old-Age and Survivors Insurance | 
has begun spraying the social se- | 


cans with a transparent plastic, 
according to Krylon, Inc., manufac- 
turer of the plastic. 


N. Y. Tightens Permit Rules 

ALBANY.—A system designed to 
prevent forging of New York State 
vehicle licenses will go into effect 
May 1, Commissioner James R. 
MacDuff announced, MacDuff also 
said he would lift a temporary ban 
on issuance of chauffeur-license 
renewals, effective May 1. 

* 4 ¥ 


Buses Roll Again 

SYDNEY, Nova Scotia. Buses 
rolled in this steel city of 30,000 
again since drivers and mechanics 
began a one-month wage strike. 
The 37 strikers accepted a 17%-cent 
hourly increase. The local of the 
Canadian Brotherhood of Railway 
Employes and other’ transport 
workers had asked a 30-cent in- 
crease. 

* * * 


Undiscovered Oil Cache 
PITTSBURGH.—The most im- 


ANOTHER 
TWITGHELL 
FIRST 


TO BENEFIT 
you! 





& 
Al 


|School for Nash Service Personnel— 


servicing the new Ambassador, Statesman and Rambler cars. 


As part of the regular Nash factory training program for dealer personnel, R. B. 
Hobson, assistant service manager of the Memphis zone, is shown instructing a class 
of dealer service managers and mechanics in maintenance and servicing of the new 
Dual-Range Hydra-Matic on the 1952 Nash line. At this meeting, and many others | 
throughout the country, Nash dealer personne! is being instructed in all phases of 





| port, Pa. 


|of natural gas in the U. S. con-|dent of the Chase National Bank | 


| sists of reserves yet to be dis-| of New York, told more than 500 
curity records of 102,500,000 Ameri-! portant part of the future supply covered, Lyon F. Terry, vice-presi- | men attending the annual spring 


ow PWITCHELL INC. 


Third and Somerset Sts. 
PHILADELPHIA 33, PA. 





maker of Tolex, 





meeting of the eastern district of 


jthe American Petroleum Insti- 


tute’s division of production. 


* * * 


U. S. Rubber Licenses 
NEW YORK.—The U. S. Rubber 
Co. announced here it has licensed 
four major manufacturers of vinyl 
coated fabrics to manufacture and 


|sell its stretchy vinyl plastic up- 


holstery, Elastic Naugahyde. Li- 
censed to make the new material 
were: Masland Duraleather Co., 


|Philadelphia, maker of Duran; 
| Federal Leather Co., Belleville, N. 


J., maker of Federan; Landers 


|Corp., Toledo, maker of Versilan, 


and Textileather Corp., Toledo, 
* * 


Westinghouse Order 
PITTSBURGH. — Westinghouse 


|Electric Corp. reports it has been 


awarded a $2,000,000 order for the 
main roll and auxiliary drive elec- 
trical equipment for Pittsburgh 
Steel Co.’s new 66-inch four-stand 
tandem cold strip mill at Allen- 


* * * 


Alcoa’s ‘2-Way Stretch’ 


LAFAYETTE, Ind.—What is be- 
lieved to be the strongest two-way 
stretch in America— 3,000,000 
pounds total pull—has been ordered 
by Aluminum Co. of America to 
aid in the nation’s aircraft produc- 
tion program. The new “stretcher,” 
a machine for straightening alum- 
inum extruded parts, will be in- 
stalled at the company’s extrusion 
works here next year. 

* + B 


Three GE Aides Cited 


NEW YORK.— Award of the 
Mathewson Gold Medal to three 
laboratory employes at General 
Electric Co. for achievement in 
metallurgy has been made by the 
American Institute of Mining and 
Metallurgical Engineers. Recipients 
of the award were Cecil G. Dunn, 
Franklin W. Daniels and Michael 
J. Bolton, all of the company’s 
laboratory engineering department, 
Pittsfield, Mass. 


* * # 


Coxworth & Hathaway 


WINNIPEG, Manitoba. — Cox- 
worth and Hathaway, Ltd., here, 
inventor of the Rim-Runner, a de- 
vice for removing tires, has taken 
over the manufacture of the prod- 
uct after reorganization. It had 
been previously manufactured by 
Standard Refrigeration. 

* of * 


More Pigeon Parking 

PORTLAND, Ore. — A six-level 
mechanical “pigeon-loft” for park- 
ing automobiles will be constructed 
here at S.W. 9th Ave. and Stark 
St., it was announced by Pigeon 
Hole Parking, Inc. The houses now 
occupying the site will be razed, 
the company said. 

* * a 


Canada Parts Sales Up 


OTTAWA.—Auto parts and equip- 
ment sales by wholesalers across 
Canada increased 8.5 percent in 
dollar volume during February 
compared with the same month last 
year and inventories of such whole- 
salers were valued at 6.4 percent 
higher, the Canadian government 
reports. Such sales increased 14.8 
percent in February over last year 
in Ontario and 12.7 percent in the 
western provinces, with a loss of 
10.1 percent being registered in the 
Maritime provinces and Quebec. 

* * * 


Canadian Bus Sales Off 


OTTAWA. — Retail value has 
dropped from $861,761 against $1,- 
040,374 last year, the Canadian gov- 
ernment announces. Thirty-seven 
new buses were sold compared with 
60 units a year ago. 

* * oo 


Proto Builds in Canada 


LOS ANGELES, Calif. — Proto 
Tool Co. will build a $200,000 tool 
finishing plant in Canada, to be 
called Proto Tools of Canada, ac- 
cording to M. B. Pendleton, presi- 
dent. 

* * + 
Allis-Chalmers Expands 

LaPORTE, Ind. — The LaPorte 
plant of Allis Chalmers Mfg. Co. 
will be expanded by the construc- 
tion of a $3,000,000 building to be 
used mainly for storage, it has been 
announced by the company. This is 
the second multi-million dollar 
building project at the plant in 
recent months. 





| 





| 
| 
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Leonard Oliver Says, 
“Sure! I Know These People 
....-Lheyre My Bread and Butter” 





Leonard H. Oliver is the manager of the Farm Equipment the Bluegrass Country, the Wilson Co. depends largely on the 
Div. of Wilson Machinery & Supply Co., oldest and largest Thoroughbred Stock Farms ahd Burley Tobacco Plantations 


equipment dealers in Lexington, Ky. Located in the heart of | of famous Fayette County for its highly successful business. 





NASHVILLE, TENNESSEE 


More Southern Farm Families read Farm and Ranch-Southern Agriculturist 
than any other publication . . . circulation guarantee — 1,290,000. 


Looking over the Farm and Ranch-Southern 
Agriculturist subscription list in Fayette 
County, Mr. Oliver said, ‘Eighty percent of 
these people are among my best customers. I 
know most of them personally and I know 
them to be good farmers and good people to 
deal with. After all, it's my business to know 
the farmers in this area. .. and I do. I'm a 


farmer myself!” 


Mr. Oliver went on to say, “While the farm 
business has always been important in this 
territory, electrification and general mechani- 
zation have greatly increased the earning 
power and the buying power of the farmer in 
the last ten years. Today our best customers 
are farmers and the number of them who 
appear on your subscription list is evidence of 
the good judgment of our suppliers who ad- 
vertise in Farm and Ranch-Southern Agricul- 
turist. Frankly, the lines on which we do the 
biggest business are the most prominent in 
your advertising pages. I don’t know how it 
is in other places, but in Fayette County it 
looks like Farm and Ranch-Southern Agricul- 


turist carries the weight with the farmers.” 


Special Notice to Sales Managers, 
Advertising Managers and 
Media Directors. 
What Mr. Oliver has to say about the South- 
ern Farm Market is fully substantiated by the 
agricultural statistics in the 1950 census. We 
are preparing a state-by-state digest of these 


figures as they are released. We 


. a 
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a“ 
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| 


|at AC Spark Plug division of Gen- 
eral Motors is announced. Decker 
joined AC in 1938, and has been a 
|member of the purchasing depart- 
| ment since 1944. 
| + * * 








Auto Personnel 


(Continued from Page 38) 











Universal C.1.T. Appoints 


5 Managers in South 

Universal C.I.T. Credit Corp. has 
announced the appointment of five 
| district managers for the Alabama, i 
,|Florida and North Carolina dis- 
| tricts, 

Appointed were John A. Walker, 


accepted Boyer’s resignation “with , became assistant plant manager in 


the greatest reluctance.” | 1951. a 

Boyer has been called back by | Munger joined Auto-Lite peat bedi 

, duction manager of the Fostoria 

General Motors, from which he had |foundry in 1934. In 1946, he was | 

been on leave of absence, to become | transferred to Mount Vernon as as- 

general manager of the Cadillac- |sistant manager of the newly- 
Cleveland tank plant, Fleischmann | acquired foundry there. 




















credited Boyer with untangling | * * * r , 
; F ° ‘ ss mes A, igh- 
many ene 7 — output. | Rosain Leaves Packard J uae’ Melee in timed 7 
‘ Rudolph E. Rosain, general re-| —— > lan at Robinson, Gadsden, Ala.; William 
Sellers, Munger Lifted tail service manager at the Pack- | 1 Lag} <— ~~» an) C. Martin jr., Salisbury, N. C., and 
Li i ard zone office in Chicago, has re- pay John C. Neill jr., Panama City, Fla. 
ay rag oa Sesangesctng 24 tired after 45 years with the com- | Ford Officials Inspect Norfolk Plont— ee 
obert M. Sellers and Robert W. | pany. | Por , ‘. 
Munger have been promoted to SS Se | At 7 | pe gg tour of the “sig Pd Ford a ie plant are (left to Vice-President Titles Go 
managers of the Electric Auto-Lite ° . Taye | right), G. L. Lemoine, plant manager; Max L. Wiesmyer, Ford ivision general manu- 
Co. foundeles at Fostoria, O., and Matheis, Campbell, Ellis facturing manager, and J. D. Ball, Ford manager of product sales and service. They Te Three at Alcoa - 
Mount Vernon, IIl., respectively, it Named Thermoid Officers visited Norfolk in connection with the fourth annual supervisory dinner for the plant. ou ar aes, of Faces —" 
was announced in Toledo by Royce Three assistant vice-presidents Wiesmyer was guest speaker at the banquet. a pe aah aeden aieanes- 
G. Martin, president and board|have beén added to the roster of | deneles. They ere: P 
chairman of Auto-Lite. officers at Thermoid Co., accord-|35 years. Campbell joined Ther-| World War II he took a leading Gergen W, Cameron, treasurer 
Sellers began work in the main-|ing to Fred Schluter, president. | moid in 1938. Ellis is factory super-| part in the development of self-| sno 1943; Arthur P. Hall, direc- 
tenance department of the Fostoria | Fred Matheis, Alvan Campbell jr. | intendent of Thermoid’s Rubber di-| sealing tanks for airplanes. ter of white relations and adver- 
foundry in 1931. He progressed | and Tharon J. Ellis were named at | vision, and has been with the firm | - + tisin an © F. Nagel ir. chief 
through the time study and labor|a recent Thermoid board of direc- | three years. He previously held an Decker Promoted by AC motalinegtet. . B. Nagel jr., 
relations departments to become tors meeting to fill the posts. |executive manufacturing position; Appointment of Joseph K, Decker . * & 
production manager in 1946. He Matheis has been with Thermoid ‘with Firestone Rubber Co. During/|as assistant director of purchases ° 
Whitney Heads Up Sales 
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ager of Automatic Transportation 
ae j g “Oy J : SS Co., Chicago. 
eae Ws Jog) 4- 4 SS _ Whitney, who joined the indus- 
ful. v7 A 4 ti Z "os FS |trial truck manufacturing firm in 
- Z Le «a | 1936, had been advertising manager 


since 1948, and was assistant ad- 
vertising manager for the two pre- 
vious years. 

* + + 


Woods Appoints Ellis 


Sydney T. Ellis has been named 
a vice-president of Commercial Sol- 
vents Corp., it is announced by J. 
Albert Woods, president. He will be 
connected with the company’s ex- 
pansion and development program. 
During the past year Ellis served 
as assistant to the president, in 
which capacity he will continue. 

* . * 


Slottman Gets New Post 4 


Directors of Air Reduction Co., 
Inc., have elected George V. Slott- 
man as a vice-president. He has 
been the company’s director of re- 


e e —— na search and engineering since Feb- 
r ye sers in - | ea ge — ruary, 1949, and will continue in 
ee charge of that activity. 
The SEATTLE TIMES | 2 mann B 
Installation of a new eight unit Goss Head- ww ' Aire Co., a division of Cory Corp., 
* a \ WMT Chicago, has been elected chairman 
liner Newspaper Press, together with com- Dacca of the Dehumidifier section of the 


Hartmann Elected 


H. Hartmann, vice-president and 
general manager of the Fresh’nd- 





plete modernization of existing press equip- ; National Electrical Manufacturers 
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ment, is important news to Seattle Times 
advertisers.: The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 


Section. Others are profiting from AUTO- 





Now—with equipment equal to the finest 0 | A a MOTIVE NEWS WANT ADS! Are you? 
New - Miracle LIGHT 


on the Pacific Coast— The Seattle Times offers 
advertisers much greater flexibility in the use 
of R.O.P. color. Be 
Color advertisements are atcepted in 
units of 1,000 lines or more. ; 
Here is an opportunity to cash in on 
a busy, prosperous market, made even 
busier by heavy defense production 
spending, through COLOR advertise- a Siete! we 
ments in The Times, Seattle's accepted ae 
newspaper. Call your O'Mara and = 3 a LAR eg 
Ormsbee man for reservations. \.. ey |: i 
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The best lighted auto sales agencies and 
y cor lots get the business. You can do the 
NR: TID 2 same with POST-LITES, the glamorous 
. ] il ye = outdoor fluorescents that are sold on a 
ii, = written guarantee to increase your busi- 

= it! 


SSS as ee oe tee a em ee) Sas, ~ \ 
=! The Seattle Gimes = ~ S \ 
' _ : ra ; Iw ness satisfactorily w nie 50 daye or yes 
und. This 
new miracle lights that give 10 times the light at half the 
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cost, It's the best and cheapest advertising you can buy 
oy & You can't miss! 
Wy ViGen@elti 20), mae). aa 04 a @ Be Waele 
‘ | W. H. Long Co.--101 W. tlinols St.--Chicago 10 ! 
‘4 . Est. 1911. 41 Yearsof Guaranteed Serviceto Industry | 


Please rush FREE Catalog, Prices and details | 
of your Written Money-Back Guarantee. 











{ 
may return the lights for full — 
’ guarantee is over two years old, yet not 
Os : one POST-LITE has been returned. In- 
creases in patronage as much as 500% are 
directly traceable to these lights. 


Act NOW! Best your competition to the punch with these 
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Salesmen: Exclusive Territories Open 
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You will make more of it, if you are selling a car priced the 
way the public wants it—as low as $1645 * 


—acar with all the economy the public wants— over 30 miles 
to the gallon 


—a car with the easy parking the public wants 
—a car with all the get-up-and-go they want 


—a car with the stability, balance and sure-footed character- 
istics they want 


—a car styled the way the American public wants 


With the HILLMAN. MINX you sell them everything they 
want. And you make profits plus friends. 


A few desirable franchises may 
still be available in your territory. 
Write, wire or call us for detailed 
information. 








Ke The New HILLMAN 772inox 
4-door deluxe Sedan, $1645 F.O.B. 
Nearest Coastal Port of Entry. 








ROOTES MOTORS, INC. ROOTES MOTORS ~~ LIMITED 


27-11 BRIDGE PLAZA NORTH 2019 EGLINTON AVENUE EAST 
LONG ISLAND CITY 1, N. Y. SCARBORO JUNCTION, P. O. 
403 NORTH FOOTHILL ROAD 1736 EAST HASTINGS STREET 





BEVERLY HILLS, CALIF. VANCOUVER, B. C. 
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May Il!.. The Great Sunday Weekly Becomes Greater! 


























EXCLUSIVE! 


IKE'S MAN ~ GRUENTHER 


Intimate family pictures and story 


THE GREATEST MOTHER OF ALL 
By Fulton Oursler 
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is the word for its Editing! ... Printing!... use of 


Pictures! ... Dealer Impact! ... Sales Results! 


GREAT WRITERS, great human beings, great leaders, these 
are the authors who satisfy the enthusiasms of The Amer- 
ican Weekly’s audience about every phase of life and living. 
These imaginatively written true stories have the greatest 
impact on America’s heart and home. 


SERVICE TO THE FAMILY articles are enthusiastically pre- 
sented in every issue of The American Weekly. Never be- 
fore has an audience of such huge numbers had so authori- 
tatively presented articles devoted to food, home-making, 
fashions, hobbies. The huge resources available to The 
American Weekly are used to provide unmatched values to 
reader and advertiser alike. 


READER REACTION to the new American Weekly is 
sharply and dramatically wp. It will be stronger in the beau- 
tiful color gravure printing that begins with the May 11 
issue. Editors see and sense the vital tempo. Dealers are re- 
acting to its sales-stimulating power. Today The American 
Weekly is a mighty instrument for volume profit selling. 


FINEST PRINTING! BIGGEST PRINTING CONTRACT! 
Four-color rotogravure by the Dultgen process produces a 
brilliant, colorful new American Weekly. Pictures are bold 
and striking, with color bringing out the important pic- 
torial details that catch the eye and hold interest. Text is 
sharp, clear and readable For advertisers, it’s a beautiful 
buy! 

Cuneo Press, America’s largest printer, has been signed 
toa 10-year, $60,000,000 contract to produce The American 
Weekly !—the biggest printing contract in the history of 
publishing. 








Memo on 
THE NEW AMERICAN WEEKLY 


The American Weekly has always been one of 
my greatest personal enthusiasms. Its ageless 
concepts of what interests people and why have 
now been used to make a more modern, more 
dramatic, more serviceable, magnificently 


printed American Weekly. 


This Sunday weekly enjoys the incomparable 
creative resources of the Hearst organization 
with its nine top-flight magazines, sixteen metro- 
politan newspapers, a major worldwide news 
and photo service, and the world’s largest syn- 
dicate. The American Weekly will set a new high 


for journalistic enterprise. 


William Randolph Hearst, Jr. 
Publisher 








_AMERICAN WEEKLY 
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Most States Shunning 
Labor Relations Bills 


/ CTION in state legislatures this 
“4% year on bills relating to labor 
relations and restrictions on labor 
union activities has been largely 
negative, a survey reveals. 
Proposals likely to antagonize 
either labor or management con- 
tinue to receive a generally cool 
reception in state lawmills, as 
has been the prevailing situation 

since 1947. 

While bills for establishment of 
new state labor relations agencies 
and new or broadened facilities for 
mediation and conciliation of labor 
disputes were introduced in several 
states this year and are expected 
to be widely sought next year, when 
the legislatures of 44 states con- 
vene, no new significant enact- 
ments of this type have been re- 
ported from the 1952 sessions. 

Meanwhile, court rulings involv- 
ing basic issues in the field of state 
labor laws have been handed down 
in several states and, together with 
other developments, may have a 
far-reaching effect in shaping the 
course of future trends. 

fal + * 

- ONE of the comparatively few 

instances of affirmative legisla- 
tive action this year in the labor 
relations field, Virginia lawmakers 
enacted two bills designed to as- 
sure the constitutionality of the 
state’s public utility anti-strike law. 

Gov. Battle recommended the 
Virginia law revisions to remove 
any doubts of constitutionality re- 
sulting from the U. S. Supreme 
Court opinion last year invalidating 
a Wisconsin public utility anti- 
strike act. 

A new public utility anti-strike 
law was unsuccessfully proposed 





in Maryland, while New Jersey 
lawmakers killed a bill to repeal 
such a statute. 

Meanwhile, Florida’s public util- 
ity anti-strike law, calling for com- | 
pulsory arbitration of such labor | 
disputes, was ruled unconstitution- | 
al by Circuit Judge Grady L. Craw- 
ford in an opinion handed down in 
Miami. His opinion was based on 
the U. S. Supreme Court’s ruling in 
the Wisconsin case. 

x * * 

AILING of enactment in the New 

Jersey legislature was a bill to 

tighten labor’s anti-injunction law, 
which was enacted in 1941 to pro- 
tect labor unions against employ- 
ers obtaining ex parte restraints in 
labor disputes. The 1941 act for- 
bade courts from issuing tempo- 
rary or permanent injunctions in | 
labor disputes except after testi- 
mony taken in open court, with an 
opportunity for cross examination 
of witnesses. 

In recently announcing he 
would appoint a commission to 
study and standardize labor leg- 
islation in Pennsylvania, Gov. 
Fine said one of the major tasks 
of the commission would be to 
find ways to eliminate “undue de- 
lays and decisions in injunctions 
obtained against strikes.” Long 
delays on matters of injunctions, 
he said, “have frustrated the | 
rights of labor.” 

At the request of Gov. Battle, the | 
Virginia legislature enacted a bill 
to tighten the state’s law on pick- | 
eting to forbid non-employe pick- 
eting and to empower courts to en- 
join illegal picketing or any pick- 
eting “when necessary to prevent 
disorder.” 

Rejected in Arizona was a bill to | 
prohibit secondary boycotts; pro- | 
vide the strikes must be authorized 
by a majority of employes by secret | 
ballot at a special meeting; require | 
notification of the secretary of 
state that dispute exists between | 
employer and employes; direct the | 
secretary of state to name the time 
and place of such election and give | 
notice to the employer; make it un- | 
lawful to picket unless a dispute | 
exists, and provide a penalty up to | 
$1,000 fine for violation. | 

- * * 


ENDING before the Texas su- | 

preme court is a case involving | 
the question of whether labor pick- | 
eting can be enjoined because vio- 
lence might result. The case in- | 
volved grew out of a dispute be- | 
tween the International Molders & 
Foundry Workers Union and the | 
Texas Foundaries at Lufkin. Dis- | 


trict Judge Max M. Rogers issued 
an injunction against future pick- 
eting, on the ground that past ac- 
tions indicated picketing would 
cause violence. Texas law prohibits 
violence in labor disputes. The 
Beaumont court of civil appeals 
disagreed with Judge Rogers, rul- 
ing that picketing should be per- 
mitted unless there was actual vio- 
lence. 


New York State Supreme Court | 


Justice Henry Clay Greenberg re- 
cently handed down a far-reaching 
opinion that restricts the picketing 
rights of labor unions and could 
be construed as barring all picket- 
ing in jurisdictional disputes. The 
decision, which is being appealed, 
resulted from a suit brought last 
year by Goodwins 
store to enjoin the Department 
Store and Variety Store Employes 
Union from picketing a retail store 





department | 


, 





ate ee ie ie bas 


York and Kansas City and director of th 


service equipment. 
in Brooklyn. Although the action 
was dismissed originally by lower 
courts on grounds that state courts 
| lacked jurisdiction because Good- 
| wins is engaged in interstate com- 


| merce, 





“We couldn’t handle major wrecks profitably 
without the entire ‘Porto-Power’ package!”’ 
And the key assortment in that “package” is the 
S-200 (above). It pays out fast in both small and 


it was reinstated by the! 





Hicks Builds New Showroom— 


S. C. Hicks has announced the erection of a new building to house Sam Hicks Motor 
Co. (Pontiac), Elizabethtown, Ky. Hicks, former district manager for Pontiac at New 


e Kentucky Automobile Dealers Assn., says 


the building covers 10,000 square feet of working space and is equipped with modern 


state court of appeals last October 
in a 4-to-3 decision. 

Compulsory unionism was 
raised as a legislative issue this 
year only in Virginia, where a 
bill to liberalize the state’s “right- 


Our body shop net 
we use the entir 


service and repair 


to-work” law by permitting lim- 
ited union shop agreements was 
killed. All forms of compulsory 
unionism are banned by the pres- 
ent Virginia law. The rejected 
proposal would have permitted 
union shops if a majority of em- 
ployes of a firm chose a union 
as their bargaining agent. 


| Defeated in New York was pro- 

posed iegislation which would have 
| drastically curbed political contri- 
| butions by labor unions. 


* * * 


| New La. Governor to Ask 
For Gas Tax Reduction 


| Judge Robert F. Kennon, who 
|takes office May 13 as governor of 
| Louisiana, will ask the state legis- 
lature to enact a two-cent reduc- 
tion in the state gasoline tax rate. 

The Louisiana gas tax, boosted 
in 1948 from seven to nine cents 
per gallon, is the highest state gas- 
oline tax rate in the nation. If 
returned to the seven-cent level, 
Louisiana would share the top gas 
tax rate distinction with six other 
states—Florida, Kentucky, Missis- 
sippi, North Carolina, South Caro- 
lina and Tennessee, all of which 
now have seven-cent rates. 
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big shops—on body jobs, auxiliary frame and axle 


work. Includes 4, 7 and 10-ton 


hydraulic rams, plus spreaders, attachments and a 
versatile press. A must for today’s cars. 


Only Blackhawk gives you a complete 


line of vital body equipment 


HERE’S astounding profit in body work for shops 


equipped with the entire ““Porto-Power” package. Lead- 
ing insurance men report one of five car-repair claims ex- 
ceeds $250! And, whether it’s big wrecks or wrinkled 
fenders — “Porto-Power” covers the field! You'll salvage 
more body sections . . . cut costs . . , make bigger profits. 
Save the time of valuable men and keep ’em happier on the 
job. Order today from your Blackhawk jobber, 


of all 
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in over 90% 


shops 
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IF IT DOESN'T OFFER YOU ALI * 


HIS 


-.. IT’S NOT A “PORTO-POWER” 


O A full range of essential 

0 Ability to PULL with | 
POWER! 

© Easier handling ... a 
hose . . . revolving coupler 
all-directional ram! 

0 Interchangeability of rams! 

0 Spreaders with built-in hyd 
rams! 

0 A complete line of body 
attachments ! 

(0 Specialized attachments fo 
pair service. 
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But One-Third 


| AUSTIN, Tex.—<According to the 
| results of a recent survey conduct- 
|ed by the Texas Poll, a majority of 

Texas car owners believes. the 
|state’s new automobile safety in- 
| spection law is a good thing. 

But, even after the rules have 
been eased and the deadline for 
tests has been extended, consider- 
able opposition to this law re- 
mains. Nearly a third of the people 
with cars in the state dislike the 


to the safety examination. 
Just why these people should op- 
pose a law intended to reduce traf- 
fic accidents is in itself a signifi- 
cant finding of the survey. There 
is quite a variety of reasons. 
P If any one reason can be said 
; : to stand out, it is the feeling that 
the law imposes a financial bur- 
den—for if the car is found defec- 
tive in its brakes, steering, lights, 
horn, windshield wiper, mirror, 
wheel alignment, or exhaust, it 





* 
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Denison Signs with Nash in Oklahoma City 


W. K. Denison (seated center), president of Denison Nash, Oklahoma City, is shown 
signing a franchise shortly before the dealership's grand opening timed with the 
announcement of the 1952 models. Left to right are H. W. Van Sant, district manager; 
Denison; J. L. Denison, vice-president, and G. B. Stone, Oklahoma City zone manager. 





idea of submitting motor vehicles | 


Texans Polled on Cheeks 


Majority Likes New-Car Inspection Law, 


Offer Criticisms 


must be repaired before it passes 
the test, 

The recent uproar over the law 
developed when its strict interpre- 
tation resulted in rather stringent 
tests. Also, it soon became obvious 
that all Texas cars could hardly 
be inspected in time to be issued 
new license plates by the end of 
this month. With the approval of 
various state agencies, easier tests 
are now proceeding, and the dead- 
line has been moved to Sept. 6. 


This is what was done to measure 
| public reaction on the issue, through 
|the method of interviewing a rep- 
|resentative sample of adults all 


| over the state: 


First they were asked: “Do you 
|}or does your family own an auto- 
| mobile, or truck, or some other mo- 
|tor vehicle?” Slightly more than 
three-fourths of the respondents 
declared they were owners of ve- 
hicles, and they were then asked 
| the next three questions. 


| “There is a new law in Texas that 
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“We keep our ‘Porto-Power’  , 








‘‘Every body man has his own 










Bantam.” Its 2 tons of power zips up to date.” No body shop is fully 
up sheet metal work and rounds equipped without all essential extras ‘ 
out your essential package of like this Bantam “Pull Kit.” Remem- 
“Porto-Power” equipment. And ber — “Porto-Power” can push or 





““Reck-Rack” slashes off-car metal pull more ways! 
rough-out time 50% by rigidly 


holding body sections. 






r 
FOR FREE BOOK 


CLIP THIS COUPON 
AND MAIL TODAY! 


more true today than ever: there’s no 


substitute for Porto-Power 


Body shop business is greater! And replacement body sec- 
tions and body experts are scarce. That’s why you need the 
best body shop equipment . ,. why the great “Porto-Power” 
superiority is so important to your income. Make sure you 
have the complete ““Porto-Power” package! 


BLACKHAWK MFG. CO. 
Dept. P-4052, Milwaukee 1, Wis. 





Name 
“*Porto-Power’’ is the exclusive (trademark registered) product of Blackhawk Mfg. Co, 
a cranes 
| B I A CK we A WK ‘Address : 
— scetaddidbiksdtahinterssettabeesie snc rors 





Please rush your free catalog on the complete 
‘*Porto-Power’’ package including all attachments. 







requires cars, trucks, and other 
motor vehicles to pass a safety test 
before they are issued new license 
plates. Have you heard or read any- 
thing about this law?” 

To that question, 96 percent of 
the car owners replied, “yes.” As 
was to be expected, the largest 
number of uninformed people was 
among the lower economic lev- 
els, the folks with whom it is 
difficult to communicate, for 
among them are many who pay 
little attention to newspapers and 
radio. And it is undoubtedly these 
people with less money who are 
driving cars which show the 
greatest need for mechanical re- 
pairs. 

The next question was, “In your 
opinion, is this a good law, or not 
such a good law?” 

Sixty percent declared the law 
was a good one, Thirty-two percent 
said they did not like it. Eight per- 
cent expressed no opinion. The 
breakdown by economic level given 
below reveals that outspoken oppo- 
sition to the measure is uniform 
right across the board: 


Higher Middle Lower 

Level Level Level 
Good law ...... 62% 61% 58% 
Not good ...... 32 32 32 
No ecpinion .. 6 7 10 

100% 100% 100% 


The 32 percent who oppose the 
inspection law were then asked, 
“May I ask why you feel it is not 
a good law?” These were the criti- 
cisms, in the order of the number 
of times each was mentioned—but 
the comments were widely scat- 
tered, only the first one below 
standing out definitely ahead: 
| 1. It is a burden on the poor; too 
| expensive. 

2. Tests are too strict (the sur- 








vey was conducted after the regu- 

lation had been eased). 

| It is people who cause most 

accidents, not cars (the Texas 

| department of public safety says 
this is correct—but that 13 per- 

cent of the accidents are indeed 

caused by mechanical faults). 

| 4. Tests are subject to racketeer- 

ing; drivers can get gypped. 

5. It is the new high-speed cars 
that cause accidents, not the old 
ones (the statistics say that cars 
three years old or less and cars 
older than that are involved in ac- 
cidents just above 50-50). 


Kentucky OPS 
Schedules Clinics 
In Many Cities 


| LOUISVILLE.—Walter L. Kall- 
|brier, acting district executive of 
OPS, announces that the OPS will 
offer a series of afternoon clinics 
to assist Kentuckians who have a 
|problem or who seek information 
|/concerning any phase of the stab- 
| ilization program. 

“Anyone having difficulty with 
price ceilings, posting requirements, 
price charts, registration require- 
ments or any provision of the regu- 
|lation should visit the clinic and 
talk to a representative who will 
assist him,” Kallbrier said. 

The following schedule has been 
arranged for the clinics: Lexington 
chamber of commerce, June 23; 
| Ashland, city hall, May 27 and June 
|24; Hopkinsville, memorial build- 
| ing, May 21 and June 18; Harlan, 
city hall, May 29 and June 26; 
Hazard, city hall, June 27; also 
| Owensboro, police court room, May 
19 and June 16; Paducah, police 
court room, May 20 and June 17; 
Pikeville, city hall, May 28 and 
June 25; Bowling Green, city coun- 
|cil chamber, May 22 and June 18. 
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Auto Shares Show 
Losses in Month 


By George Deery 
Associate Editor 

ITH the exception that no| 

change occurred in the value 

of the common stock of Four- 

Wheel-Drive, the shares of every 

other car and truck maker suf- 

fered a loss in the month ended 

Apr. 30, according to a compilation 

by First of Michigan Corp., invest- 
ment firm. 

Taking it on the chin hardest 
among the auto builders was Kai- 
ser-Frazer; it dropped 20 per- 
cent, The second sharpest fall 
was Nash-Kelvinator’s decline of 
15.3 percent, while Willys-Over- 
land chalked up a 10 percent 
slide to wind up as the third big- 
gest loser. 

A 15.7 percent shrinkage in Divco 
placed it at the head of truck list, 
followed by a price drop of 8.6 per- 
cent in Mack. Reo gave up ground 











Hydraulic Floor Cranes 


to the extent of 8.1 percent to be- | 
come occupant of third place. 
* + ad 

ETTING back to car manufac- 

turers, the First of Michigan 
compilation shows Chrysler shares 
lost 4.4 percent in value; Crosley, 
5.3; General Motors, 2.7; Hudson, 
8.5; Packard, 2.8, and Studebaker, 
6.6. 

Other losses among the truck 
firms were: Autocar, 10.3 percent; 
Diamond T, 1.9; Federal, 5.1; In- 
ternational Harvester, 5.2, and 
White, 4.6. 

Autocar closed the month at 7%; 

Chrysler, 73%; Crosley, 2%; Dia- 
mond T, 13; Divco, 9%; Federal, 


4%; Four-Wheel-Drive, 7%; Gen- 
eral Motors, 53%, and Hudson, 
13%. 

* id * 


NTERNATIONAL HARVESTER, 

32; Kaiser-Frazer, 5; Mack, 14%; 
Nash-Kelvinator, 18; Packard, 4%; 
Reo, 19%; Studebaker, 37%; White, 
26%, and Willys-Overland, 9. 

In this unusual situation—the 
first in many months—when none 
of these showed even a slight gain, 
the average loss of auto companies 
was 7.56 percent. The average de- 
preciation for the truck outfits was 
5.42 percent. 

* 


U.S. Rubber Net 
Dives in Quarter 
To $6.2 Million 


Net profit of United States Rub- 
ber Co. for the first three months 
of 1952 was $6,247,733, or 94 cents 
a share, compared with $9,076,755, 
or $1.47 a share, in the first quarter 
of 1951, according to a report to 





“Tll have to give you a ticket 
for each new car. The transport 
trucker drove ’em all through a 
red light.” 





per share on the 559,192 shares out- 
standing. 


In the corresponding period of 
1951, net sales were $8,958,659 and 
net earnings (after provision for 
income and excess profits taxes of 
$1,475,000 as revised) totaled $736,- 
933, equal to $1.32 per share. 


°52. Sales Spurt, 
Net Also Higher 
For Timken Axle 


Timken-Detroit Axle Co. reports 
sales for the three months ended 
March 31 of $63,927,003. This com- 
pares to sales of $36,921,623 for the 
first quarter of last year. 

Sales for the nine months ended 
March 31, 1952, amounted to $169,- 
402,749, compared to sales of $99,- 
264,212 for the nine months ended 
March 31, 1951. 

Net profit in Timken-Detroit’s 
first quarter amounted to $1,787,- 
653, equivalent to 79 cents per share. 
This compares to net profit of $1,- 





Where GM’s 


47 percent, or $843,000,000, to 
28 «percent, or 

16% percent, or 295,000,000, 
1% percent, or 31,000,000, 

5 percent, or 91,000,000, to 
2 percent, or 36,000,000, 





Income Goes 


In its annual report for the first quarter of this year, General 
Motors reported net sales of $1,793,000,000. The money received was 
distributed as follows, the corporation stated: 


suppliers. 


503,000,000, for payrolls. 
for federal, state and local taxes. 
for depreciation. 


shareholders. 


retained in the business. 








| the three months ended March 31, 
1951. 


ended March 31, 1952, amounted to 
$4,841,248, equivalent to $2.15 per 
share, and this compares to $4,358,- 
867, equivalent to $1.93 per share, 
for the nine months ended March 
31, 1951. 


Packard Net Dips 
To $1,288,879 in 


First Quarter 


Net earnings of $1,288,879 for the 
quarter ended March 31 are report- 
ed by Packard. These compared 
with $2,499,973 for the correspond- 
ing period last year. The reduction 
was attributed by Packard to a 
prolonged “spread” between the 
prices of Packards and those of 
competition, due to the price 
“freeze” on other car makes insti- 
tuted by the government after 
Packard introduced its new models 
at higher prices. Increased labor 
and material costs also adversely 
affected first-quarter volume, the 
firm added. 

Sales for the period were $43,- 
830,496, against $58,186,348 a year 
ago. “Not until competition brought 
out their new models well after 
the first of the year was the price 
‘spread’ equalized,” stated President 
Hugh J. Ferry. 

“Now that other makes have in- 
troduced their new cars at substan- 
tially higher prices as approved by 





275,578, or 56 cents per share, for 


Net profit for the nine months | 


up,” he said. “This has made 
| March our greatest retail delivery 
month in a year, and April prom- 
ises as well or better. 

“Progress is being made on Pack- 
ard defense assignments,” Ferry 
said. “We expect that 45 percent 
of our total volume in 1952 will 
include these important projects, 
but earnings from defense work 
cannot show until later this year.” 


a + o’ 

e e 
Alltime High 
Purolator’s °51 Net 

Is $1,595,051 

New alltime records in both sales 
and earnings for Purolator Prod- 
ucts were shown in the annual re- 
port to stockholders by William V. 
Griffin, chairman, and Ralph R. 
Layte, president. Consolidated net 
income for 1951 totaled $1,595,051 
or $3.96 a share. Sales were $25,- 
878,776. 

This compares with net income 
of $1,250,862 or $3.33 a share for 
1950, when sales totaled $16,281,956. 

The wholly-owned subsidiary, 
Purolator Products (Canada) Ltd., 
reported 1951 net earnings of $104,- 
833 on sales of $1,292,015 as com- 
pared with earnings of $38,449 on 
sales of $843,477 in 1950. 

* * 


National Cash Net Profit 


Declines to $2,558,994 


Sales of National Cash Register 
in the first quarter of 1952 in- 
creased $440,870 from $50,640,788 in 
the first three months last year to 





the government, Packard sales are 


(Continued on Page 51, Col. 1) 
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stockholders. 

Net earnings on the common 
stock were adjusted for the first 
quarter of both years to give effect 
to the increased number of shares 
resulting from a recent 3-for-1 split 
of the stock. 

Consolidated net sales for the 
first quarter were $220,518,963, com- 
pared with $211,930,849 in the first 
quarter of 1951. 

The report listed $19,142,704 for 
federal income taxes and for rene- 
gotiation of defense business, com- 
pared with $23,289,241 last year. 

Current assets were $373,677,691 
compared with $297,406,070 a year 
ago. Liabilities were $173,109,367 
compared with $126,157,539. 

The long-term debt, including 
$25,000,000 of promissory notes in 
1952, was listed as $102,724,000 com- 
pared with $77,744,000 in the cor- 
responding quarter of 1951. 

* 


L-O-F Profit Off 
T 0 $3,453,619 


Libbey-Owens-Ford Glass report- 
ed that net earnings after taxes 
were $3,453,619, equal to 67 cents 

= - a share, in the 
- three months end- 

~ ed March 31, as 
compared with 
$6,150,810, equal to 
$1.20 a share, in 
the corresponding 
period last year. 
Provision for fed- 
eral taxes re-| 
quired $5,976,435, 
equal to $1.16 a 
share in the first 


Lifting out a motor is easy with a 
Ruger. Wheel the Ruger to the Job, 
hook onto the motor and work the 
pump lever a few short strokes. Then 
walk away from the job with the 
motor and set it down at the clean- 
ing or inspection point, or pick it up 
and move it around to wherever you 
want to work on it. The Ruger will 
go anywhere there’s a floor to travel 
on. 


Many shops also use the Ruger on 
brake, steering, shock - absorber, 
muffler and rear-end jobs, for lifting 
truck cabs, for removing and replac- 
ing transmissions and for handling 
heavy parts and assemblies. Combines 
the good points of both the floor jack 
and over-head hoist ... frequently 
is more convenient than a car lift. 
When you hoist one end of a chassis 
with a Ruger, everything is clear 
underneath. 


Available in %-ton, 1-ton, 
2-ton and 3-ton capacities; / 
also a “stubby” model 
for removing and in- 
stalling bus motors. 


ENGINEERED 


GRILLE GUARD 
TRUNK GUARD 























NEW 


1952 ~~ 


Individually designed 
to fit all '52 models 


Hydraulic Truck Cranes 


Same features in a 1i-ton crane to 
mount on motor truck deck or ship- 
pin platform for loading and un- 
nw Mh from ground level. 


For information on Ruger Products 
write or phone to: 


You want extra 

profits . . . your 

customers want the 

best protection for 

their cars. When you 

sell CELLO both you and 

the customer are satisfied, 

because Cello Grille Guards 

are specifically ENGINEERED 

to provide the finest protection 
money can buy. 









[ceaieniaanelieantienaitantiantienaiaeaiaeniaiaaiaian _— 


J 


| Ruger Equipment, inc. 
| 629 W. Fourth Street 
Uhrichsville, Ohio 
i Please send complete information and illus- 
| trated catalog about 
Floor Cranes 
(Check one or both) 


Truck Cranes 


am interested particularly in size or sizes 
hecked. 






ORE GUARD Only top-quality materials 




















| 

| 

| Y-Ton 1-Ton 2-Ton 3-Ton dona YW. sigxers = quarter of 1952. WITH WINGRANS and workmanship go into the making 
I Sales were $38,375,300 for the first of Cello Guards. 

| Name quarter this year, a small increase 

| Company over the final quarter of 1951, but Join the thousands of success- 
1 —_ _ substantially below the $49,767,000 ful merchandisers who are now featuring 
| Sl <<, sales of the first quarter of last | Cello Grille Guards, and get your share of the 
| ee ee year. President John D. Biggers | extra profits the complete Cello line 
A City and State J told the shareholders that deliveries provides. Styles to fit all makes. 1946-1952. 








Fre. 


on defense orders were increasing. 
” . * 





Sales, Profit Dip | 
At Federal-Mogul | 


Net sales of $8,875,453 for the | 


| three months ended March 31 were | 


|reported by Federal-Mogul Corp., | 





| Detroit, at its annual shareholders 
| meeting. Net earnings for the same 





period (after provisions for income | 
and excess profits taxes of $1,553,- 
000) totaled $641,251, equal to $1.15 






ADJUSTABLE 


@ 
CLO, 


io Products Co 


For full information on Cello 
Guards and License Plate frames write 
to the factory today for FREE catalog pages 


and price lists. 


GRILLE GUARDS 
ur GUARD for life 


2161 Prescott Street, East Boston 28, Mass. 
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Merchandising 


Memos to Dealers 


By Bob Finlay 





| new private detective package, star- 
| ring Melvyn Douglas. 


‘United Effort 


N THE theory that automobile 
agencies handling the same 
|make of car can garner a greater 
| percentage of service business 
| through united effort, rather than 
competing with each other, five 
Chevrolet dealers in Rochester, N. 
Y., joined hands in a bid for spring 
service volume. 
The five dealers sponsored a 





OT any good secrets 
shop? We got to thinking about 


one auto man explain that his com- 
pany could cut prices if it were not 
for the fact that it was spending so 
much money on equipment. 


Yet as we understand it, the 
new equipment will help the mak- 
er hold prices down by saving on 
costs. 

Just as an example, makers have 
spent millions on materials - han- 
dling equipment and organization, 
and the spending of these millions 
have resulted in savings for car 
buyers. 

Obviously, the maker who was 
spending money on equipment to 
cut costs was doing a good job on 
the mechanical end, but he wasn’t 
doing so good on the communica- 
tions end. 

The application to dealer mer- 
chandising is this: Many people do 
a swell job on anything they do 
themselves, 
they grow. 

Take a small used-car dealer, 


running a one-man lot. He writes | 


his own ad copy and follows 
through fine on the sale—because 


he knows what he is trying to ac- | 


complish. 

So he prospers, and may through | 
the years work up to a new-car 
deal of good size. Then he has the 
problem of conveying his goals and | 
enthusiasm to others, and coordi- 
nating them behind the goals. | 

Do his salesmen know today what | 
last night’s advertising is trying to | 
accomplish? Is his service depart- | 
ment set to do what his service | 
ads promise? Do his ads in various | 
media tie in with the long-term | 
goal as well as the short-term? | 
Does his staff reflect the friendli- | 
ness of his advertising? 

Many slip in this respect because | 
they aren’t sure where they are} 
going themselves. They never back | 
away from the hustle of the day- 
by-day work to plan ahead. 

The dealer who determines where 
he is going, and how he is going 
to get there, will have made prog- | 
ress in the job of getting his em- | 
ployes behind the effort. 

But he won’t do the whole job! 
unless he has a good system for | 
letting the entire staff know weet | 
the score is. ‘ 

* ~ 


Counsel 


NOTED the other day that Mar- 
tin Bury, of Wilkie Buick in 
Philadelphia, calls his service write- 
up men “service counsellors.” 
It’s smart to call them that, but 
smarter to make them that. For 
when a customer drives in, he is 
looking for counsel on his service | 
problems. 
In too many shops he gets the | 
quick brush-over or the works, in- | 
stead of good sound advice. | 
* * * 


Trend to Film 
MORE auto dealers are turning to 

4 TV films for sponsorship, with | 
accent on crime, sports and adven- | 











With | 
JUST WATER! 


Our SPECIAL PAD will clean 
Rust and Salt off of chrome. 
USED DURING YOUR WASH 
JOBS ... (if there is any plat- 
ing, it will come back shining). 
It can be used over and over, 








and will Not Rust. 


Order Direct Today, | 
$1.00 
MINTER PRODUCTS 


Since 1926 
Box 952 (F.0.B.) Lake Forest, Ill. 











in your| 





ture, according to Milton M. Blink, 
| executive vice-president of United 
that the other day after hearing) 


Television Programs. 
A year ago, Blink said, most were 


| sponsoring live shows, contests, au- 


dience participation programs, etc. 

Reasons cited by Blink include 
greater flexibility, wider audi- 
ence appeal and greater local 
prestige because of film’s ability 
to compete well with network 
productions, 

Chrysler and DeSoto dealers in 
Buffalo and Rochester are spon- 
soring the Durocher family’s “Dou- 
ble Play,” Ford dealers in Daven- 
port, and Nash dealers in Pitts- 
burgh are sponsoring “Royal Play- 
house” and Studebaker dealers in 
Milwaukee are sponsoring United’s 


| cooperative newspaper ad done in 

a springtime theme. Caption read: 
“Pick Yourself Spring Service Bar- 
| gains at Your Rochester Chevrolet 
Dealer’s.” The special service of- 
fers were spotlighted in a series of 
sketches of tulips in the ad. 

Copy explained: “Springtime’s 
the time to give your car extra- 
special attention. Winter driving 
takes a lot out of a car—and your 

Rochester Chevrolet dealer has 
the mechanics and the equipment 
to put it back into tip-top shape 
again. 

“Besides, the big driving season 
is coming up. You'll want your car 
ready for the road. Get it ready 
now while you can save on spring 
service at your Rochester Chevro- 
let Dealer’s.” 

The ad spotlighted five special 








= 


Travers Gets New Building— 





Travers Motors, Inc. (Chevrolet), New Castle, Del., recently opened a new building at 
Fourth and Chestnut Sts. Complete modern service and parts departments are included 


behind the well-lighted new-car showroom. 





service offers, including a brake ad- 
justment special, front wheel align- 
ment check-up special, motor tune- 
up special, beauty-care special and 
paint and body work. 

Participating dealers were Brown 
Chevrolet, Cool Chevrolet Corp., 
Hallman’s Central Chevrolet Co., 
Ine., Henrich Motors, Inc., and 
Siebert Motors, Inc. 





Flint Sells Dealership 


W. G. Flint, owner of Flint Motor 
Co., Dodge City, Kans., has sold the 
firm to three men long associated 
with automotive businesses in 
Dodge City. Purchasers were N. O. 
Reese, Henry C. Riggert and John 
Schlichting. 








but get confused as | 


54 out of 61 General Motors service experts said it... 
35 out of 40 Chrysler Motors service experts said it... 
41 out of 45 Ford Motors service experts said it... 


Purelube imp 
engine performance! 


We’ve told you how 170 car dealer service experts 
(mechanics, shop foremen and service managers) 
tried Purelube Motor Oil in their personal cars for 
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TOVES 


ff 


the period of one normal oil change—without know- 


ing what oil it was! 


We’ ve told you that 148 out of the 170—nearly 90 
percent—said the oil they tested (Purelube!) im- 
proved the performance of their engines in one or 


more ways! 


Specifically, two-thirds said Purelube helped 
their engines run smoother, quieter. More than one- 
third said Purelube helped their engines develop 
more power, or use less gas, or less oil. 

146 of the 170 test experts drove cars made by 
General Motors, Chrysler or Ford. And this is 


what they said: 


General Motors: 


61 service experts drove 21 Chevrolets, 19 Oldsmo- 
biles, 14 Buicks, 5 Pontiacs, 2 Cadillacs... 


54 out of 61—nearly 90 per cent—said Purelube im- 
proved engine performance in one or more ways. 


Chrysler Motors: 


40 service experts drove 17 Plymouths, 16 Dodges, 


4 DeSotos, 3 Chryslers . . 


35 out of 40—nearly 90 percent—said Purelube im- 
proved engine performance in one or more ways. 


Ford Motors: 


45 service experts drove 37 
Lincoln... 


Fords, 7 Mercurys, 1 


41 out of 45—more than 90 percent—said Purelube 
improved engine performance in one or more ways. 


(Complete test data and statistics on file) 


THE SURE HEAVY DUTY OIL FOR PASSENGER CARS 
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New Passenger Car Registrations, 40 States for March, 1952-1951 
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New Commercial Car Registrations, 40 States for March, 1952-1951 
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a ee 521 | 2] tt 88 | 445] 2] 130) 1} ts 2) 64) 13 29,4) «1584. 'S I 
Nebraska "52 | | 350) | 8 3) 69) | 286) 1} 83; 149; 9) 1 3 36 23) | 48 1 1070 |'52 Nebraska 
Re res |__ 537 | __20 i|__ 84 371) | __ 146) _159 3] l 3) 37,4 36 1407'S! 
Nevada ty | 51 | | 17 21) 20 15 | | 2 | 6 132 |'52 Nevada 
5 aoa 47 12 34 24) 14 } 5 5 141) "51 
New Mexico 3 2 219 | ! 51) 95) | 57 37 4 j 3 32 6 17 2 527 ‘52 New Mexico 
Sian eee SI | 313 | 47 151 97| 52 4 ] 12| | 20 | 69851 
Ohio "52 3 1} 926) 1} 8) 56; 374) 7| 777) ! 231 382 | | 35 3) 26; 116) 79 | 45 10; 3081 | ‘52 Ohio 
eras ‘St | 10) 3} 1628) 2) 36| 17| 533} 5) 1231} 2 403) 498) | 64 4| 33) 149) 112} | 114 2; 4851 | ‘SI 
Oregon "52 4) 254) | 9 | 0 {| 147; 3, +109 94) i} 13 | 4) | 44) 4) | 60 7) 876 |'52 Oregon 
a ‘S| | 497) 7| 7) 185 | 240} | 137} 138} 8] 15} 3 1} 3 47) 14 | 101} It} 1415 | ‘5! 
Pennsylvania "52 20) 33; 951! 2 20) 25\ 426) 7 670 | 272| 388) | 51 4 17; 115) 60 | 58 8 3127 ,'52 Pennsylvania 
ae 5! 30 79| 1418) 3 37 19} 620 7, 1084 1 399; 527) | 190 7 25! ~—«‘110) 114) 1} 114 3} 4788'S! 
South Dakota 2 | 64 =, 80 28, 70 l 1 10 28 | 1) 303 "52 South Dakota 
_ 159| 10 47| 106) 56|__86! 1] | af sai |__16| 496 |'5| 
Tennessee = | 613 2 ! 204 2; 417 I 191; 191 | 9 | | | 70 24 | 27 1754 '52 Tennessee 
ee ee “St 2) 1078) 2| 6 2 295) ! 738) | 371} = 272) | 26 | 6} 4 112) 19) | 27) 1} 2962''51 
Texas "52 2 1616, 3 16 11; 472 1085 565 490 2) 24 4 19 202 | 83 | 91 | 4686 ‘52 Texas 
‘SI 3) 2152 2! 15} 10) 566) 1} 1621} | 853! 445! | 21) 2 14, = 190) 76 95 3) 606915! 
Virginia 52 i a0 oN 5| 128). 01) 354] 105, 138 = 1 5| 4, 23 22] 1) 1278/52 Virginia 
‘SI 1| 16) 488 4 16) 143/ 1} 309/17; 102) 1b | 28 2 4 63) 12! =. 2} 1357'S! 
40 States Reported ‘52 99 89, 16689 21 289 251; 6062 66) 12388) 33) 4941) 6115 57 425 10) — 228, 1843) 804) 15; 1212; =168| +=51849;'52 40 States Reported 
To Date for March ‘SI 203 186} 25014 27 375 292| 7530! 69! 17866! 54| 7125! 6953 53) 890} 46) 45| 275! 2077| 916) 25| 1550) 80} 71651 ''5! To Date for March 
Year “52 388; 343) 55680 77, 869 738| 21347 175| 38579 143' 16881 19645 174 1489 55 165 763| 6094) 2543) 48; 4079; 580) 170795, ‘52 Year 
To Date ‘5! 539; 687! 81181! 92! 1161! 1046! 26832 281| 57782) 142| 24033) 22765 203| 2896! 93 179} 1035! 7731!) 3219) 86! 5946| 361! 238290''S! To Date 
The foll a ised-deli d prices PLYMOUTH—Concord — 2-dr. sed., $1,- 





are based on a factory retail prices at the 757.23; bus, cpe., $1,615.52; Suburban, $2,- 


Pe Statliuaton, ue” grco ncn Current Ceiling Prices on New Cars Sar cote a iyo 





charges, and dealer delivery-and-handling cl, -» $1, i. 99; Belvedere, $2,216.39; 
They do NOT include transpor- | toga—4-dr. sed., $3,217.40; cl. cpe., $3,-| 601; stat. wag., $2,079. OCustomline 6— | tan—4-dr. sed., $2.568.38: 2-dr. sed., $2.- eeuv., P$2,928. 
tation charges, —_ and local taxes or | 189.62; Town & Country wag., $3,922.37; | 4-dr. sed., $1,769; 2-dr. sed., $1,720.50; cl. | 515.91; cl. cpe., $2,536.89; 2-dr. Traveler, ge 6—4-dr. sed., $2,- 
optional equipment 8-pass. sed., $4,167.15. New Yorker—4-dr. | cpe., Ae 730.50, Customline’ 8—4-dr. sed., | $2,620.84; 4-dr. Traveler, $2,673.31. (Hy-| 000.95: 2-dr. sed. $1,943.06; stat. wag. 
“ALLSTATE — Four — 2-dr. sed., $1,410. sed., $3,530.18; Newport, $3,965.99; conv., | $1,844.50; 2-dr. sed., $1,796; cl. epe., $1,-|dra-Matie optional at $168.79 on all| $2597'24. Chieftain 6 Deluxe—4-dr. sed. 
Six—2-dr. sed., $1,672. (Sold only by | $4,088.59. Imperial—4-dr. sed., $3,837.26; | 805.50; stat. wag., $2,248.50. Crestline 8— | models. ) $2,104.11; 2-dr. sed., $2,046.26; conv., $2,- 
Sears stores.) Newport, $4,219.22. Crown Imperial — | Victoria, $2,104; conv., $2,213.50; stat. LINCOLN — Cosmopolitan — 4-dr. sed., | 427.54; stat. wag., ‘32, 680.99 ftain 8 
AUSTIN—Somerset—2-dr. sed., $1,795; | 8-pass. sed., $6,870.54; lim., $6,992.53. | wag., $2,384. (Ford-O-Matie optional at | $3,489; cl. cpe., $3,592.50. Capri—4-dr.|_4-ar sed., $2,075.40; 2-dr. sed., 2 
conv., $2,295. (Delivered at U.S. ports.) | (Fluid-Matic optional at $131.81 on Wind- | $184 on all models.) sed., $3,631.50; spt. cpe., $3,834.50; conv., | 917.63: stat. wag $2,670.64 Chieftain 
BUICK—Special — 4-dr. sed., $2,192.92; | sor, standard on Windsor Deluxe and other FORD OF BRITAIN—Prefect 4-dr. sed., | $3,991. (Hydra-Matic ‘standard on all Deluxe—4-dr. sed. $2,178. 58; 2-dr. Big 
2-dr. sed., gory “a cl, cpe., $2,099.50; | series. Fluid-Torque standard on Crown | $1,379; Anglia 2-dr. sed., $1,203; Consul | models.) $2, 121.78; conv., $2,500.48; stat. wag., $2,- 
bus. epe., | $2,04 Special Deluxe—4-dr. | Imperial, optional at $166.51 on all other| 4-dr. sed., $1,693; Zephyr Six 4-dr. sed., MERCURY—4-dr. sed., $2,231.50; 2-dr. 2. Catalinas — Deluxe 6. $2,288.60: 
sed., eaasb is; ‘Sar. sed., $2,181.13; Ri-| series except Windsors. Power steering | $1.890. (Delivered at U. S. ports.) sed., $2, a cl. cpe., $2,296; 6-pass. stat. aon Deluxe 6, $2,354.27; Deluxe 8 $2,- £ 
viera, $2,278.95; conv., $2,615.22. Super—| standard on Crown Imperial, optional at HENRY J—Vagabond Four—2-dr. sed., was. $2,754; 8-pass. stat. wag., $2,802.50. | 363.77; Super Deluxe 8, $2,429.32. (Hydra- 
4-dr. sed., $2,545.16; Riviera, $2,460.16; | $198.90 on other series.) $1,348.55. Vagabond Deluxe Six — 2-dr. | Mon’ "Ee ‘dr. sed., $2,312; hardtop, $2,- | Matie optional at $178.35 on all models.) 


conv,, $2,848.38; stat. wag., $3,272.47. CROSLEY—stat. wag., $1,001.64; bus. | sed., $1,493.68. Corsair Four—2-dr. sed., 430; conv., $2, 585.50, (Merc-O-Matic op- 
Roadmaster—4-dr. sed., $3,177.88; Riviera, | coupe, $943.38; Hotshot, $952.07. Super— | $1,448.55. Corsair Deluxe Six—2-dr. sed., | tional at $189.81 on all models. ) ROOTES—Hillman Minx—4-dr. sed., $1,- 
$3,282.83; conv., $3,428.29; stat. wag., | 2-dr. sed., $1,032.82; stat. wag., $1,076.77; | $1,593.68. NASH—Rambler Super—Suburban, $1,-| 533; conv., $1,840; stat. wag., $1,938 
$3,948.70. (Dynafiow standard on Road-| conv., $1,035.38; Sports roadster, $1,028.72.| HUDSON—Pacemaker — 4-dr. sed., $2,- | 990.35. Rambler Custom — Country Club | Hillman Minx Deluxe—4-dr. sed., $1,645 
master, optional at $192.50 on Special and| DeSOTO—Deluxe—4-dr. sed., $2,336.24; | 296.54; 2-dr. sed., $2,250.13; cl. cpe., $2,-| sed., $2,080; conv., stat, wag., $2,104.30. |COMV., $1,890. Humber—Hawk sed., $2, 


uper. GM _ power steering optional at|cl. cpe., $2,323.22; Carry-All sed., $2,- | 296.54: bus. cpe., $2,102.77. Wasp—-4-dr.| Statesman Super—4-dr.  sed., $2,159.85; | 295; Super Snipe sed., $3,369; Pullman & 
$198.90 on Roadmaster.) 573.90; 8-pass. sed., $3,140.31. Custom—|sed., $2,448.33; 2-dr. sed., $2,396.15; cl. | 2-dr. sed., $2,125.40. Statesman Custom—j| Imp. lim., $5,110. Sunbeam-Talbot—sed 

CADILLAC—Series 62—4-dr. sed., $3,-|4-dr. sed., $2,555.15; cl. cpe., $2,534.10;|cpe., $2,448. 33; Hollywood, | $2,789.68; | 4-dr. sed., $2,311.90; 2-dr. sed., $2,289.90. | $2,685; conv., $2,911. Rover 75—sed., $2. 
636.48; cl. cpe., $3,542.32; Coupe de Ville,| Sportsman, $2,890.50; conv., $2,995.71; | conv., $3,025.78. Commodore Six — 4-dr.| Ambassador Super—4-dr. sed., $2,534.40; | 697. (Delivered at U. S. Ports.) 


$3,962.08; conv., $4,110.01. Series 60 Spe- | 8-pass. sed., $3,359.38; stat. wag., $3,-/| sed., $2,654.00: “el. cpe., $2,627.91; Holly- | 2-dr. sed., $2,498.30. Ambassador Custom STUDEBAKER—Champion Custom—4-dr 
cial — 4-dr. sed., $4,269.94. Series 75 — | 187.80; Suburban, $3,728.30. Fire Dome | wood, $2,976.59; conv., $3,223.65. Hornet | —4-dr. sed., $2,692.20; 2-dr. sed $2,- | sed., $1,757.42; 2-dr. sed., $1,723.85; cl 

8-pass. sed., $5,360.51; lim., $5,572.01. | Eight—4-dr. sed., $2,741.25; cl, cpe., $2,-|—4-dr. sed., $2,749.18: cl. cpe., $2,722. 51; 670.95. (Hydra-Matie optional at $178.85 | cpe., $1,751.75. Champion Deluxe—4-dr | 

(Hydra-Matiec standard on Series 62 and | 719.75; Sportsman, $3,077; conv., $3,181.50; | Hollywood, $3,071.19; conv., $3,318. on Statesman and Ambassador.) sed., $1,849.30; 2-dr. sed., $1,815.76; cl | 

Series 60 Special, optional at $198.36 on/| stat. wag., $3,374.25. (Tip-Toe Shift stand- | Commodore Eight—4- ‘ar. sed., $2,749. ‘I; OLDSMOBILE—Deluxe 88 — 4-dr. sed.,| cpe., $1,843.64. Champion Regal — 4-dr 
Series 75. GM power steering optional at|ard on Custom, optional at $131.97 on/cl. cpe., $2,722.51; Hollywood, $3,071.19; | $2,311.25; 2-dr. sed., $2,246.23. Super 88/sed., $1,933.48; 2-dr. sed., $1,899.94; ci 
$198.43 on all models.) Deluxe and Fire Dome Eight. Tip-Toe | conv., $3,318.24. (Hydra-Matie optional at | —4-dr. sed., $2,444.94; 2-dr. sed., $2,-| cpe., $1,927.82; Starliner, $2, 220.35; conv. 
CHE LET — Styleline Special — 4-dr. | Shift with Fluid-Torque optional at $208. 48 | $175.71 on all models.) 378.94; cl. cpe., $2,328.96; Holiday, $2,-| $2,257.50. Commander Regal—4-dr. sed. 
aot, $1,674.03; 2-dr. sed., $1,617.11; cl.|on Fire Dome Eight. Power steering op- JAGUAR—XK-120—Super Sports, $4,039; | 655.16; conv., $2. 833.12. Classic 98—4-dr. | $2,107.01; 2-dr. sed., $2,072.04; cl. epe. 
, $1,623.77; bus. cpe., $1, 532.92. Style- | tional at $198.90 on Fire Dome Eight.) hardtop, $4,065. Mark VII—4-dr., $4,170. | sed. $2, 766.81; Holiday, $3,001.11; conv., | $2,101.10. Commander State—4-dr. 4 





Deluxe — 4-dr. sed., $1,764.94; 2-dr. DODGE — Waytarer — 2-dr. sed., $2,- | (Delivered at U. 8. ports.) $3,206.77. (Hydra-Matic optional at $178.35 $2,193.05; 2-dr. sed., " $2, 158.08; cl. 
sed., $1,710.96; cl. cpe., $1,729.94; Bel-Air, | 037.50; bus. cpe., $1,890.36. Meadowbrook KAISER—Virginian Special—4-dr. sed.,| on all models. GM power steering optional $2,187.14: Starliner, '32. 497.52; conv., 2. 
$2,010. 16; conv., $2,132.30; stat. wag., $2,- | —4-dr. sed., $2,166.32. Coromet—4-dr. sed., | $2,212.26; 2-dr. sed., $2,159.79; bus. cpe., | at $198.90 on all models.) 531.01. State Land Cruiser — 4-dr. sed. 
.67. Fieetline Deluxe—2- dr. sed., $1,- | $2,258.24; cl. cpe., $2,242.42; Diplomat. | $1,991.89; 2-dr. Traveler, $2,264.72; 4-dr. PACKARD — 200 — 4-dr. oed., Ae k $2,349.33. (Automatic A yy at $231.24 
710.96. (Powerglide optional at $178. "35 on $2,602.72; conv., $2, 696. 88 ; Sierra, $2,- | Traveler, $2,317.21. Virginian Deluxe — | 2-ar. sed., $2,475. 200 Deluxe—4 sed., | on Champions and $243.08 on Commander: 
Deluxe models.) 905.74. (Gyro-Matic optional at $102. 61 on | 4-dr. sed., $2,327.70; 2-dr. sed., $2,275.23; | $2,675; 2-dr. sed., $2,622. 360~Mayfatr. and Land Cruiser.) 
CHRBYSLER—Windsor — 4-dr. sed., $2,- | all models.) cl. cpe., $2,296.22; 2-dr. Traveler, 32, $3. 293; conv., $3,450. 300—4-dr. $3,- WILLYS-OVERLAND—Aero—Lark 2-dr 
499.91; cl. . $2,476.79; Town & Country FORD—Mainline 6—4-dr. sed., $1.677.50: | 380.17; 4-dr. Traveler, $2,432.63. Deluxe— Patrician 400 — 4-dr. Frag $3,767. sed., $1,731.30; Wing 2-dr. sed., $1,988.96 


wag., $3.197.84; 8-pass. sed., $3,337.66. |2-dr. sed., $1,629; bus. cpe., $1,525.50; | 4-dr. sed., $2,452.93; 2-dr. sed., $2,399.53; (Olttramatie standard on 400, optional at | Ace 2-dr. sed., $2,073.97. Four—stat. wag 
Windsor Deluxe — 4-dr. sed.. $2,726.54; | stat. wag., $2,004. Mainline 8—4-dr. sed. | bus. cpe., $2,212.82; 2-dr. Traveler, $2,- | $189 om other models. Easamatic optional | $1,848.50 (four-wheel-drive, $2,260.17.) Six 
Newport, $3,064.24; conv., $3,206.60. Gara- | $1,753.50; 2-dr. sed., $1,704; bus. cpe., $1,- | 505.40; 4-dr. Traveler, $2.557.89. Manhat-/| at $39.45 on all models.) —stat. wag., $1,934.40 (deluxe, $1,963.24). 

















Financial 


(Continued from Page 48) 


$51,081,658, President Stanley C. Al- | 
lyn reports. 

Net profits for the quarter after 
taxes, however, showed a decline 
from $3,657,972 to $2,558,994. This is 
equivalent to $1.30 per share in the | 
first quarter this year as against | 
$1.86 per share for the comparable | 
period of 1951. 

° | 

Twin Coach Net 


Rises Sharply 
To $402,947 


A net profit of $402,947 for its 
first quarter operations has been 
announced by Twin Coach, This is 
equivalent to 78 cents per share, 
according to L. J. Fageol, president. 
In the like 1951 period, profit was 
$273,815. 

In the 1952 first quarter profit | 
before taxes was $1,307,947. After | 
allowance of $905,000 for maximum | 
effective tax rates, the net totaled | 
$402,947. First-quarter sales totaled 
$14,762,453. This is almost double | 
the first quarter of 1951. 


Hastings Earns 


$626,285 in °51 


Hastings Mfg. has reported net | 
income of $626,285 after provision 
for federal income taxes in 1951, | 
compared with earnings of $957,192 
after taxes in the preceding year. 
The 1951 earnings were equal to| 
59 cents a share, compared with | 
90 cents a share in 1950. 

“Although our sales were approxi- | 
mately $540,000 greater in 1951 than | 
in 1950, increased costs and ex- 
penses reduced our profits?’ Presi- | 
dent Aben E. Johnson told stock- | 

* 


holders. 
Sales Soar 
Fruehauf Output Reaches 


$48,634,509 in 3 Mos. 


Sales of Fruehauf Trailer for the | 
three months ended March 31} 
amounted to $48,634,509, compared | 

with $42,965,214 | 
for the corre-| 
sponding period | 
of 1951, President 
Roy Fruehauf| 
told stockholders. | 
Net earnings for | 
the first quarter, 
after providing | 
for taxes of $1,- 
856,000, were $1,- 
611,173, or $1.03 
per share. In the 

Rey Drushant same period of 
1951, earnings after taxes amounted | 
to $2,405,535, or $1.57 per common | 
share. | 

Fruehauf said: “The production | 
of military type trailers under gov- | 
ernment contracts fitted favorably | 
into our plant schedules. Although | 
defense orders are filled at very| 
low profit margins, the larger vol- | 
ume which they afford increases | 
our operating efficiency through | 
broader use of our facilities.” 

Defense orders on the company’s | 
books at the end of March re-| 
mained virtually unchanged from 
the $50,000,000 recorded at the end | 
of 1951 because new contracts were 


* * 






Don’t Paint 


Your Tires 


Use a FLAT Natural Black 
Tire Dress. Dilute with Water. 
Concentrated, 1 gallon gives 
you 6 gallons (non-inflamma- 
ble). 


Order Today Direct, 
$5.00 per gal. 


MINTER PRODUCTS 
Since 1926 


Box 952 (F.0O.B.) Lake Forest, Ill. 


| offsetting completed orders, stock- 
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| were $5.63 and $8.51, respectively. | 

Present orders for defense ma-| 
| terial, including production sched- | 
| 
| 
| 


juled to begin in 1952 and 1953, 

| exceed $65,000,000. Negotiations are | § 
jalso under way for additional de-/| 
fense orders, as well as supple- 
ments to existing contracts, the 
company stated. 


$10,957,517 Net |Houdaille Sets 
‘Net at $517,501 


For Briggs Mfg. | Artist's View of Ford Charlotte Parts Depot— 
| Houdaille-Hershey and 


Briggs Mfg. shipped more units | idi . t =| Pictured above is an architect's drawing of how Ford's new Charlotte (N. C.) parts 
during 1951 than ever before in its pon dl aan ch 31 aan a. | depot will look when completed. Ford will erect the structure on a recently purchased 
42-year history, according to W. D. powy a profit of $517 501 “after | 12-acre site at Wilkinson Blvd. and Dixie Rd., in Mecklenburg county near Charlotte 
Robinson, chairman, and Everett E.| provision for federal taxes and | municipal cirport.__ 
Lundberg, president. Sales volume | other regular charges. 
reached an ered high we 1951. | These earnings amounted to 52| 
Up $41,754,652 from 1950, sales to-| cents per share. In the same period - . : 
taled $381,000,169. Net income was|in 1951 the comparable earnings | have incorporated Skinner Chevro- |Marjorie Skinner and N. D. Har- 
$10,957,517, compared with $16,583,- | were 27 cents per share, after spe- let Co., Inc., at Clay Center, Kans. | wood. They were authorized to 
276 in 1950. Per share earnings! cial charges aggregating 92 cents. | The incorporators listed in papers | issue $75,000 capital stock. 


| es 
entered into with the government, | “i 


holders were told. 


sa 


Skinner Incorporated | filed in the office of the secretary 
Three Manhattan (Kans.) people | Of state, Topeka, are J. W. Skinner, 
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Perfected 


~ “ACOUSTACOIL 














“Coated with Silence!” 
More Comfort More Value! 







“Acoustacoil’’... complete coil 
and tubular frame assemblies 
assure luxury... lowest initial 
cost, trim, and installation costs 


.and are silenced for sure! 
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585*. °50 Custom (8) sedan, $970, $1,- 








sales were chalked up out of 1,852 offerings (67 percent). 


| Bel-Air, $1,770, $1,885, $1,890, $1,910; | 
| SL Deluxe sedan, $1,585, $1,590. ‘'50 
U d ft A ti bd | station wagon, $1,510, $1,560, $1,595; | A U d C P Ld 
| SL Deluxe sedan, $1,260, $1,265, $1,-)| ~ 
seaq-Car AUCTION Pr ices | oe 2 Se Se verage se ar rrices 
| 1,000. °48 aerosedan, $810, $840, $855 P ‘ 
Mi FL sedan, $665, $710 . a (Compiled by Automotive News) 
CHRYSLER—’52 Saratoga sedan, $2,930*, » 10R , 
Market Trend $3,075*; Windsor sedan, $2,725*. '51 Im- Model prmyporeey mr ty ay 
| perial sedan, $2,555*, 585*; Windsor meet seg mee 
The overall average price of used cars at wholesale rose $14 last | sedan, $2,010*. ‘49 Windsor sedan, $1,- 1.206 $1,213 $1,220 1952 $2,379 $2,366 $2,316 
* Sey 7 . ‘ | 225*, $1,230*, $1,250*. '48 Windsor se- $1, Dawke ’ a 
week to stand at $1,206, according to Automotive News index. Gains | 42," sig5*. gsin* $aso* 1951 1,649 1,670 1,709 
were reported for all lower-priced models up through ’49s, and for | pesoTo—'52 Fire Dome sedan, A te 1950 1,312 1,316 1,348 
Ps . : , Sportsman, $2,550*; Custom sedan, §$2,- ” “ 
52s, which jumped $74—the highest gain for the week. 350°. 61, Sportaman, $2,025"; Deluxe | 1949 1,088 1,087 1,091 
. » sedan, $1,675*. °50 Custom sedan, §$1,- a 
Losses were seen for ’51s, which were down $30, and for ’50s, 305*. $1,410*. $1,480*. '49 Custom sedan, 1948. 792 813 825 
— DODGE_’52 Coronet sedan, $1,975*. °51 194 65067266 
am vo ro s a » ,Jto-. « 
i y ; ice of ’46s rose $21; 47s climbed $26; Meadowbrook sedan, $1,395*, $1,420*. '49 1946 569 584 575 
Pg oe aye he gees F * | Coronet sedan, $1,085*, $1,110. '47 Cus- April March Overall Pati = as 
Ss u , an Ss. ° | tom sedan, $635*, $665* 
: ; éurt th k h | FORD 52 <conv., $2,400°: Victoria, $2,- Average $1,206 $1,213 $1,220 
Buying activity picked up about 3 percent during the week, when | 270*; station wagon, $2,240; Custom (8) : - ; ; 
1,414 sales were recorded out of 2,033 offerings (70 percent) at 10 | S¢d@n, $1,760, $1.920%, $1,905, Sates: (The above figures are averages of used-car auction prices, all 
y ‘ ; . | 751 Victoria, $1,800°, $1,870°, | $ a; | makes and models, carried regularly in Automotive News.) 
representative auctions, At the same auctions a week earlier, 1,245 Custom (8) sedan, $1,500*, $1,525*, $1,- 
| 


000, $1,065. '49 conv., $980. '47 SD (8) 
P P P . ° : sedan, $610, $650. ‘46 SD (8) sedan, 
Prices marked with an * indicate a unit equipped with 5, 








625. 
: bat : 3 5 55 55: >| PLYMOUTH—'52 Cranbrook sedan, $1,835. 
an automatic transmission or overdrive. Nee eon gas jad Tinveler aedar | °51 Suburban, $1,490, $1,510, $1,655. °50 
$760, $785. — ; ‘ ae a eu ™ os: = 
a mvy__’ sedan, ,235, , 255, 9 , ,300. ’49 
$1,100°, §1,100°, $1,210°. 46 Super _so- | MEOSME ES Monterey, “etna, tbe ae. pabarban $1,200, $1,205; Deluxe sedan, 
DENVER A , 51 sedan, $1,680, $1,710, $1,800. '50 se- ; 

4. dan, $605, $620. 47 Special sedan, $615, dan, $1,320*, $1,380*. '49 sedan, $1,095 $1,040, 

(Denver Auto Auction. Sale every Tues-| $635, $640, $650. '46 Super sedan, $530, $1,100, $1,155. °47 sedan, $600, $645. || PONTIAC—'52 Catalina, $2,655, $2,765*, 
day at Littleton, Colo. Prices are for sale | $600, $610. NASH—’51 Rambler station wagon, $1,- $2,770*; Chieftain (8) sedan, $2,440*, 
of Apr. 29.) CADILLAC—’50 (62) sedan, $3,005*, $3,- 490°. $2,510*, $2,605*. °51 Catalina, $2,185*; 

(Prices steady, buying active. Sold 289 250*; (61) sedan, $2,870*, $2,895*, $2,- | OLDSMOBILE—’52 (98) sedan, $3,125*, Chieftain (8) sedan, $1,715, $1,815, $1,- 
units out of 358 offerings.) 915*. '49 (62) sedan, $2,460*, °48 (62) $3,175*, $3,250*; (88) sedan, $2,900*. ’51 890*, $1,900*. '50 Catalina, $1,850*. '49 
BUICK—’52 RM sedan, $3,050*. '51 RM sedan, $1,510*, $1,600*. °46 (60) sedan, (88) sedan, $1,700*, $2,150*, $2,260*. '50 Chieftain (8) sedan, $1,155*, $1,235. 

sedan, $1,960, $2,180*, $2,270*, $2,310*. $1,055*. (88) sedan, $1,465*. '49 (98) sedan, $1,- | STUDEBAKER—’52 Commander (8) sedan 

‘50 Super sedan, $1,355, $1,365*, $1,- | CHEVROLET—’52 Bel-Air, $2,155, $2,255", 160*, $1,290*, $1,300*. '48 (68) sedan, $1,905*. 51 Champion sedan, $1,205, 

370*, $1,460*, $1,505*. ‘49 RM _ sedan, $2,315; %-ton pickup, $1,425, $1,465. '51 $650". $1,355*. 























Don’t feed dishwater to the hogs yet! 


Progress gallops so fast in pig raising that standards... with functional furniture, the latest 
if you “take an afternoon nap, you will get draperies, floor covering, decor . . . rumpus rooms, 


‘ : Sal . P outdoor barbecues, landscaping. The wife of the 
behind on happenings, writes Kirk Fox, Editor businessman farmer is today’s best customer for 


of SUCCESSFUL FARMING. better quality merchandise. 

Latest startling research comes from Michigan , 

Best class market... is the SuCCEssFUL FARMING 
audience of 1,200,000 families, with nearly a million 
of hogs a balanced diet...found that the addition concentrated in the fifteen agricultural Heart states 
of a detergent brought a sizeable gain in weight. © the best U. S. farms, 
with the bestsoil, largest 
property investment, 
dishwater to hogs. Some detergents are harmful most modern machines, 
for pigs. But SuccessFUL FARMING will give the ‘he highest yields and 
incomes. The average 
SF subscriber’s yearly 


Ag Ex Station. Scientists feeding a control group 


It’s still too early to start feeding your wife's 


right detergent recipes to its businessmen farmers, 









as soon as possible! earnings easily exceed 
the national farm average by 50% and more. 
Farming is a business .. . constantly General media merely fringe this choice market, 
carrying on research on new products, and tv touches it lightly. Nothing reaches so much 
applications, methods, and techniques... of the best of it as SuccessFuL FARMInNc—the one 


> S dyrspenes production by mechanization, medium needed to balance national automotive 
— electrification, labor-saving equipment advertising effort, deliver maximum sales. For full 
.. improving efficiency, quality,and output. _ facts, call the nearest SF office. 
getting higher yields at lower costs. MEREDITH PuBLIsHING Company, Des Moines... 
The farm home has kept pace with better farm New York, Chicago, Cleveland, Detroit, Atlanta, 
business,,,today equals or exceeds the best suburban Los Angeles, San Francisco. 


PACKARD—’51 (200) sedan, $1,785*. ‘50 
sedan, $1,040*, $1,095*, $1,200* 


WILLYS—'52 Aero Wing sedan, $1,610". 
$1,685*, $1,700*. 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction. Sale every 

Friday. Prices are for sale of Apr. 25.) 

(Sold 126 units out of 204 offerings.) 

BUICK—’51 Super sedan, $2,095*, $2,187*, 
$2,110*, $1,925*; Special sedan, $1,750*. 
’50 Special sedan, $1,175, $1,450*, $1,- 
150; RM sedan, $1,420; Super sedan, $1,- 
650°. ‘49 Super sedan, $1,200; station 
wagon, $1,410*. ‘48 Super sedan, $740. 

CADILLAC—’51 (62) club coupe, $3,640*; 
(62) sedan, $3,600*. °50 (62) conv., $3,- 
000*; sedan, $2,900*. °49 (61) sedan, 
$2,250*. 

CHEVROLET—’52 SL Deluxe 4-dr., $2,- 
000*, $1,925*; %-ton pickup, $1, 440. "51 
SL Deluxe sedan, $1,510, $1,410, $1,475; 
Bel-Air, $1,650, $1,700; SL Special sedan, 
$1,275, $1,500; %-ton pickup, $910; 2-ton 
stake, $1,775. °50 Bel-Air, $1,525; FL 
Deluxe 4-dr., $1,100; SL Deluxe 2-dr., 
$955. ‘49 SL Deluxe sedan, $800, $925, 
$1,040; club coupe, $890; %-ton pickup, 
$700. °48 SM club coupe, $780. ‘47 FL 





| Deluxe sedan, $825, $750.’ '46 FM 4-dr., 
| $580, $675. 


| CHRYSLER—’51 Windsor sedan, $2.060* 


"50 NY club coupe, $1,550*. 
DODGE—’51 Coronet 4-dr., $1,450*. 
FORD — '51 Custom (8) sedan, $1,550*, 

$1,575*; Victoria, $1,710*; conv., $1,690*; 

Deluxe (8) sedan, $1,300; %-ton pickup, 

$1,050, $1,090. °50 Custom (8) sedan, 

$1,050, $1,140; Crestliner, $1,260; Deluxe 

(8) sedan, $1,110, $1,100, $1,090, $1,050; 

Deluxe (6) sedan, $1,010; %-ton pickup, 

$775. °49 Custom (8) sedan, $825, §$1,- 

150; Deluxe (8) sedan, $850; 1-ton stake, 

$590. °48 %-ton pickup, $325. °47 SD 

sedan, $785, $660. 

HUDSON—'48 no gee oy A sedan, $375. 

KAISER—’51 sedan, $1,1 

LINCOLN—'52 Stamens club coupe, 
$3,400*. °50 Cosmopolitan sedan, $1,400, 
$1,675*. °47 Cosmopolitan 2-dr., $210. 

MERCURY—'51 club coupe, $1,685*; conv., 
$1,875*. ‘50 sedan, $1,430, $1,175. °48 
sedan, $690, $855. 

NASH—’51 Statesman sedan, $1,185; Ram- 
bler station wagon, $1,350. °'49 Ambas- 
sador sedan, $950. 

OLDSMOBILE — ’'51 (98) Holiday coupe, 
$2,450*. ‘50 (98) sedan, $1,700*; (88) 
sedan, $1,660*, $1,625*, $1,350. °49 (98) 
sedan, $1,200*, $1,270*. 

PLYMOUTH—'52 Cranbrook 4-dr., $1,800. 
"50 SD 4-dr., $1,260. ‘49 Deluxe club 
coupe, $885. °48 SD club coupe, $710. 

PONTIAC—’52 Chieftain (8) 4-dr., $2,325*; 
Catalina, $2,720*. "50 Chieftain (8) 
4-dr., $1,470; club coupe, $1,360. ’'49 
SL (6) 4-dr., $975. ‘48 SL (6) 2-dr., 

390. 


$s 

STU DEBAKER—’51 Champion sedan, $1,- 
110. "50 Champion 2-dr., $925. "49 
%-ton panel, $350. 

WILLYS—’52 Aero Wing 2-dr., $1,750, 
$1,700. '50 station wagon, $975 


PHILADELPHIA 


(H. B. Robinson Auto Sales Auction. 
Sale every Tuesday. Prices are for sale 
of Apr. 29.) 

(Number of cars held down because of 
continuous rain. Bidding was more spir- 
ited. Sold 78 units out of 104 offerings.) 
BUICK—’50 RM Riviera, $1,600*; sedan. 

$1,535*, $1,430; Super Riviera, $1,750*; 

sedan, $1,510*. °49 Super conv., $1,345; 
sedan, $1,250, $1,230, $1,100. °48 RM 
conv., $970. 

CADILLAC—'50 (61) club coupe, $2,750", 
$2,675*. 

CHEVROLET—’'51 SL Deluxe sedan, $1,- 
560, $1,555, $1,460, $1,440; SL Special 
sedan, $1,370, $1,325, $1,290; %-ton 
panel, $1,300. '50 conv., $1,420; SL De- 
luxe sedan, $1,160. '48 FM sedan, $825. 
’47 SM sedan, $685. °'46 FM sedan, $720; 
SM sedan, $600. 


CHRYSLER—’42 Windsor sedan, $180. 
DeSOTO—’50 conv., $1,600; Deluxe sedan, 


$1,490. 

DODGE—’51 Wayfarer conv., $1,530*; %- 
ton panel, $1,310. '50 Meadowbrook 4-dr., 
1,300. 


FORD—'51 Victoria, $1,725*; Custom (6) 
sedan, $1,290; Deluxe (8) sedan, $1,430", 
$1,380, 2 at $1,350, $1,330, $1,320, $1,- 
270; conv., $1,300. '50 Deluxe (8) sedan, 
$1,075, $1,045. °'49 station wagon, $800; 
Custom (8) sedan, $960; Deluxe (8) 
sedan, $875, $810. °48 SD sedan, $800. 
47 SD sedan, $650 

HUDSON—’46 Super (6) sedan, $320. ‘40 
sedan, $155. 

—-- Henry J, $875. ‘47 4-dr., 


$60 
MERCURY '49 conv., $1,130; sedan, $1,- 


NASB — '50 Ambassador sedan, $1,085; 
Statesman sedan, $970. ‘46 (600) sedan, 


$310. 
ee a one (98) sedan, $1,695* 
(88) sedan, $1,300. 
PLYMOUTH—'51 Cambridge 4-dr., $1,410 
$1,395, $1,390, $1,375, $1,210, $1, 140. ’50 
Deluxe sedan, $1,225, $1,200. °49 Sub- 
urban, $985. °'46 station wagon, $605. 
PONTIAC—’51 Chieftain (8) sedan, $1,- 
925*. ’50 Chieftain (8) sedan, $1,375. 
WILLYS—’51 station wagon, $1,025. 


CLEVELAND 


(O. K. Auto Auction. Sale every Tues- 
day. Prices are for Apr. ~) 

(Business is very spotty. Sola 25 units 
out of 47 offerings.) 
BUICK—’50 Super 4-dr., $1,255*. 
CHEVROLET—’50 Bel-Air, $1,425*; SL 
Special 4-dr., $980. '49 SL Deluxe conv., 
$1,055; club coupe, $865. ‘48 SM club 
coupe, $670. ’47 conv., $400. 





(Continued on Page 53, Col. 1) 
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(Continued from Page 52) 


CHRYSLER—’51 Windsor 4-dr., sedan, 
$1,775*, $1,765* 

FORD 49 Custom (8) 2-dr., $920, $880 
'47 SD (6) 2-dr., $635 

HUDSON—’46 Commodore (8) 4-dr., se- 
dan, $290. 

MERCURY—’50 club coupe, $1,050, $1,100 

OLDSMOBILE—’51 (98) 4-dr., $2,155* 
’48 (68) conv., $755*. 

PLYMOUTH—’50 Deluxe 2-dr., $910. '47 
SD 4-dr., $395. °46 SD 4-dr., $345 

PONTIAC—’48, $700*. '47 SL (6) 2-dr., 
$625. '46 SL (6) 2-dr., $590. 


STUDEBAKER—’49 Champion 2-dr., $750. 
WILLYS—’49 Jeepster (4), $795*. 


DANVILLE, VA. 


(Danville Auto Auction. Sale every Wed- 
nesday. Prices are for sale of Apr. 30.) 
(Bidding was very active. Sold 47 units 
out of 85 offerings.) 
BUICK—’50 Special sedan, $1,345. '46 Su- 
per sedan, $420. 
CADITLLAC—’48 (61) sedan, $1,530. 
CHEVROLET—’51 FL Deluxe sedan, $1.- 
425, $1,070; SL Deluxe sedan, $1,500. ’50 


SL Special sedan, $1,080, $1,050; FL 
Deluxe sedan, $1,255. °49 SL Deluxe 
sedan, $1,060. °48 FM sedan, $985. °47 


FM sedan, $825. '46 FM sedan, $505. ’41 
sedan, $160, $155. '40 sedan, $200. ’39 
sedan, $100. 

DODGE—’51 Coronet sedan, $1,380*. °'49 
Coronet sedan, $1,110. 

FORD—’52 conv., $2,200*. ’51 Custom (8) 
sedan, $1,510*; Deluxe (8) sedan, $1,- 


215. ’50 conv., $1,400; Custom (8) sedan, 
$1,260. °49 Custom (8) sedan, $975, $880; 





club coupe, $940, $860; Custom (6) se- 
dan, $650. '48 SD (8) club coupe, $855; | 
sedan, $730. °41 sedan, $310. | 

MERCURY—’51 sedan, $1,810*. ’50 sedan, | 
$1,000. °49 sedan, $1,060, $900. '46 club | 
coupe, $660. 

OLDSMOBILE—’49 (76) sedan, $955; (88) 
sedan, $1,300*. 


PACKARD—’50 sedan. $800. | 
PLYMOUTH—'48 Deluxe sedan, $670. '42 

SD sedan, $175 
PONTIAC—’49 (6) sedan, $1,195. '47 (6) | 


conv., $689. 
STUDEBAKER 


ALBANY, N. Y. 


(Tim Anspach’s Dealers Auto Auction. 
Sale every Monday. Prices are for sale of | 
Apr. 28.) | 

(Market stood still. Sold 125 units out 
of 161 offerings.) 
BUICK—’51 RM 

Riviera sedan, 

$1,180*, $1,200*, 

$1,335*. '48 Super conv., 
sedan, $170. 
CADILLAC—’51 


’47 Champion sedan, $565. 


sedan, $2,010*. ’°50 RM 
$1,610*. ’49 RM sedan, | 
$1,.600*; Super sedan, 
$940. ’40 Super | 


(62) sedan, $3,440*. °50 


(60) Special sedan, $3,000*; (62) sedan, | 
$2,830*. 
CHEVROLET—’52 %-ton pickup, $1,250; | 


SL Deluxe sedan, $1,890*. 51 SL Deluxe | 
sedan, $1,550*, $1,500, $1,550, $1,440. | 
’50 SL Special sedan, $1,030, $1,060, $1.- | 
000; FL Deluxe sedan, $1,230, $1,310, | 
$1,220; SL Deluxe club coupe, $1,220, | 
$1,260, $1,340, 2 at $1,300. °49 FL Spe-| 
cial sedan, $990; FL Deluxe sedan, $1,- | 
129, $990; SL Deluxe sedan, $1,170, $1,- | 
100, $1,030. °48 FM club coupe. $610, | 
$800, $750; station wagon, $935. °47 FM | 
| 
| 
| 
| 
| 
| 


2-dr., $780. '46 FM club coupe, $600. °41 | 
2-dr., $190; 4-dr., $270. '40 sedan, $145. 
CHRYSLER—’52 NY sedan, $3,050*. °47 


Windsor 7-pass. sedan, $590. 
CROSLEY—’48 station wagon, $140. | 
DODGE—’50 Wayfarer 2-dr., $1,175; Coro- | 

net 4-dr., $1,410*; Meadowbrook sedan, 

$1,225*. °49 Coronet sedan, $1,100, $1,- 


125, $1,225. °47 Custom sedan, $750. | 
FORD—’51 Deluxe (6) sedan, $1,300, $1,- | 
200; Custom (8) Victoria, $1,765*. '50 
Custom (8) sedan, $1,090*, $1,180, $1,-| 
130; Deluxe (8) sedan, $1,140; Crest- | 
liner, $1,385*; Deluxe (6) sedan, $975. | 
'49 Custom (8) 2-dr., $880, $890, $930; | 
Custom (6) sedan, $935. '48 Deluxe (8) | 
2-dr., $710. ’47 Deluxe (8) 4-dr., $710. | 
"46 Deluxe (8) 2-dr., $570; SD club! 
coupe, $540, $450. 
FRAZER—’51 sedan, $1,250*. | 
HUDSON—’51 Hornet club coupe, $1,525. | 
’47 Commodore (8) sedan, $430. | 
KAISER—'47 sedan, $420. 

MERCURY—’51 club coupe, $1,570*. °49) 
2-dr., $1,050. '46 station wagon, $360. 
NASH—’50 Statesman sedan, $1,110. ‘47 
(600) sedan, $650. | 
OLDSMOBILE-—’52 (88) sedan, $2,730. ’50 | 
(98) sedan, $1,690*, $1,500*; (88) Holi- | 
day, $1,800*. °49 (76) sedan, $925. °48 


(78) sedan, $950*. *47 (98) sedan, $800; 
(76) sedan, $790*. ’°46 (78) sedan, $850*. 
’41 (78) sedan, $150; (66) sedan, $150. 

PACKARD—’51 (200) sedan, $1,700*. °'46 
Custom sedan, $560*. 

PLYMOUTH—’50 SD sedan, $1,035, $1,350. 
’49 SD conv., $1,180. "48 SD conv., $875. 
'47 Deluxe 2-dr., $585. °41 2-dr., $160. 
’40 sedan, $150. 

PONTIAC—’52 Chieftain 
510*. °'51 Chieftain (6) 
$1,250. °50 SL (8) sedan, 


(8) sedan, §$2,- 
business coupe, 
$1,480*. °49 











leading automobile dealers all over the 
United States recognize the value of dealer 
identification. Their preference for Ben- 
matt license plate frames, service mono- 
grams and other personal identification, 
exceeds by far that of all other manu- 
facturers combined. 


The Benmatt 
Organization Inc. 


3447 East 15th Street 
LOS ANGELES 23, CALIFORNIA 
Phone ANgelus 3-6751 








Chieftain (6) sedan, $910 47 SL (8) 
club coupe, $750 
STUDEBAKER—’51 Regal (6) 2-dr., $1,- 


390*. ’50 Champion sedan, $1,010: conv., 
$1,470. '47 Champion sedan, $585 
WILLYS—'47 pickup, $540 


AMARILLO, TEX. 


(Amarillo Auto 
day 


Auction. Sale every Fri- 

Prices are for sale of May 2.) 
(Demand good on later models. Prices 
softening on new cars. Sold 256 units 
out of 350 offerings.) 


BUICK—’52 RM 2-dr., $3,150*; Super 2- 
dr., $2,750*, $2,800*. °51 Super 2-dr., 
$2,215*; 4-dr., $1,900*. '50 Super 4-dr., 


$1,550, $1,625*; RM 4-dr., $1,370; 2-dr., 
$1,150. 

CADILLAC—’51 (62) coupe, $3,575*; 2-dr., 
$3,575". ’50 (62) coupe, $2,925*, $3,025*; 
(61) coupe, $2,665*. 

CHEVROLET—’52 SL Deluxe 4-dr., $1,- 
980. ‘51 SL Deluxe 2-dr., $1,355, $1,- 
360, $1,375. '50 SL Deluxe 2-dr., $985, 
$1,125, $1,160; 4-dr., $805, $1,095, $1,- 
125; club coupe, $965, $975, $985; Bel- 
Air, $1,430, $1,530. '49 SL Deluxe 2-dr., 
$895, $945, $950; club coupe, $775, $995; 
4-dr., $945, $960. 


CHRYSLER—’46 Windsor 4-dr., $435. 


DeSOTO—’51 Deluxe club coupe, $1,610. 

DODGE—’50 Wayfarer 2-dr., $1,000. '48 
Custom 4-dr., $700. 

FORD—’52 2-dr., $2,060*; Victoria, $2,- 
490*, $2,535*. °51 Victoria, $1,720, $1,- 
825*; Custom (8) 2-dr., $1,350, $1,455, 
$1,550; club coupe, $1,545, $1,650, $1,- 


660; conv., $1,660. '50 Custom (8) 2-dr., 


liz 


| 


| Criswell Chevrolet Becomes 


| fos ies 
q ‘ * ser - 






Automotive shop students of Altoona (Pa.) senior high school held morning and 
| afternoon classes at Criswell Chevrolet Co. during the recent visit of the traveling 
| Chevrolet feature show. Shop foreman Bucky Miller is shown pointing out construction 
features of the Fisher body to students and instructor. 


875. 
460; 


‘50 Chieftain (8) 4-dr., 
Catalina, $1,860. 

‘51 Land Cruiser 4-dr., 
Champion 4-dr., $1,060; 2- 
"49 Champion 2-dr., $895 
$1,100. 


MASON CITY, IA. 


(Lapiner's Car Auction. Sale every Wed- 
| nesday. Prices are for sale of Apr. 30.) 
(Market slow. 109 units out of 
182 offerings.) 
BUICK—’'52 RM Riviera 
Super 2-dr., $1,295* 
CADILLAC—’51 (62) 
(62) 4-dr., $2,110*. 
~ | CHEVROLET—’52 SL Deluxe 4-dr., $1,760, 
P| $1,810. '51 FL Deluxe 4-dr., $1,400: SL 
| 


$1,385, $1,- 





. wo 
$1,000 


‘ieee 51 station wagon, 


Sold 


4-dr., 


$2,767". '50 


4-dr., $3,355*, '49 


Special 2-dr., $1,325, $1,315, $1,330. ’50 
SL Special 2-dr., $1,060, $1,090. '49 FL 
4-dr., $1,000. '48 FM 2-dr., $730; aero- 
i sedan, $905. '47 SM 4-dr., $555. 
CHRYSLER—’50 Windsor 4-dr., $1,405*. 
*48 T. & C. conv., $850. 
Altoona Schoolroom— DeSOTO—'50 Deluxe 4-dr., $1,300*. 
DODGE—’51 Coronet 4-dr., $1,540*. '50 


Coronet 4-dr., $1,190*, 49 Wayfarer 2- 


dr., $850. ’47 Custom 4-dr., $675. ’41 
2-dr., $160. 

FORD—'51 Deluxe (8) 2-dr., $1,400; 
Crestliner 2-dr., $1,685. ’50 Deluxe (8) 


2-dr., $1,150; Custom (8) 4-dr., $1,105*. 
‘49 Deluxe (8) business coupe, $705; 





$1,115, $1,145, $1,245; 4-dr., $1,150. 

HUDSON—'49 Commodore (8) 2-dr., $770; 
club coupe, $705. '48 Super (6) 4-dr., 
$310 


KAISER—’51 2-dr., $1,015. '49 4-dr., $455. 


LINCOLN—’50 4-dr., $1,455. °49 4-dr., 
$785. 

MERCURY—’52 4-dr., $2,735*; club coupe, 
$2,730*. '51 2-dr., $1,725. '50 2-dr., $1,- 


250, $1,680; 4-dr., $1,325, $1,350. 
NASH—’50 (600) 2-dr., $610; Ambassador 
4-dr., $815, $935. 








Custom (8) 2-dr., $930, $850. '47 Deluxe 


OLDSMOBILE—’52 (88) 4-dr., $2,820*, (6) 2-dr., $585. 

$2,840*; (98) 4-dr., $3,200*. '51 (98) | FRAZER—’49 4-dr., $825". °'48 4-dr., 
4-dr., $2,025", $2,065*; (88) 2-dr., §$2,- $320*, $350. 

065*; conv. $2,365*. °50 (88) 4-dr., | HUDSON—’49 Super (8) club coupe, $875*. 


*48 Commodore (6) 4-dr., $700. '47 Super 
(6) 4-dr., $305. °46 Super (6) 4-dr., 
275. 

KAISER—’51 4-dr., $1,300*; Henry J 2-dr., 
$900*, $770. '49 Special 4-dr., $510. 


$1,315, $1,425, $1,610. 
PLYMOUTH—’52 Cranbrook 4-dr., $2,080; 
Cambridge club coupe, $1,835. '51 Cam- 
bridge club coupe, $1,275; conv., $1,650. 





‘50 Deluxe 2-dr., $1,210. nepaveraner_.¢ 

PONTIAC—’52 Chieftain (8) 4-dr., $2,415*, | MERCURY—'52 Custom 2-dr., $2,425. 51 
$2,565". '51 Catalina, $2,090*, $2,125*, 2-dr., $1,715*. 50 4-dr., $1.470*. ‘49 
$2,180*; Chieftain (8) 4-dr., $1,425, $1,- (Continued on Page 54, Col. 1) 
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f 


the 
aulty radiat 


relate Me} jas] ame l: 


ONLY 
positive 
Pump Action. 


PR 


the 


neets snow 


rol areaals 


qui 


your 


elelak 


PRESSURE PURGER 


fete. ete) 


>» i 
é é 


part instantly 


URE PURGER enable you to 


car’ visual check of the Water 


CLEANS (On-the-Car) 


@ ONLY with the 


PRESSURE PURGER can 


{OU 


| 
make a 


Power Flush 


the entire Cooling System, Radiator and Water Jacket 


of the Block, Heater 


All 


Tal 


OT Tm @]el-igehilela 


Hoses and Heater 


in less time than 


to remove a radiator. 


1. Feature 
2. Correct 


ONLY the PRESSURE PURGER will enable yc 


Preventive Maintenance Service 


Overheating Condition 


Ue fe) 


Any Capacity 
it takes 


render 


this much needed, complete Cooling System service to 
your customer and make extra dollars for yourself! 


THE PRESSURE PURGER REMOVES DIRT - 
DOES NOT STEAM HEAT IT! 


NOTHING CAN CLEAN OR ANALYZE LIKE 
THE PRESSURE PURGER! 


sl 


OIL: 


MERCHANDISER. CARWASHER 


“AUTO-MAGIC” FUEL system 





CHOLDUN Manufacturing Corp. 
331 East Street, New Haven, Conn. 


(] Please send me Complete details on the PRESSURE 
PURGER. 


( Please have your representative call. 
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CADILLAC—'51 (62) conv., $4,000°. +50 | 
. ° (62) 4-dr., $3,095*. °49 (61) 4-dr., 2] 
000*; (62) 2-dr., $2,010*. ‘46 (62) 4-dr 
Used-Car Auction Prices $1,070". 
CHEVROLET—’'51 FL Deluxe 2-dr., $1,- 
510; 4-dr., $1,585. °50 SL Deluxe conv., 
$1,490; %-ton pickup, $1,055; FL Deluxe 
(Continued from Page 53) 2-dr., $1,230; Bel-Air,, $1,535. °'49 SL 
1 1,060; % 1, $815. 
4-dr., $1,060*; conv., $980. (8) 2-dr., $595, $610. '46 SD (8) station can a. oF i0: ae 2- ao 3970:" } 
NASH—'52 Statesman 2-dr., $2,100*. '51| Wagon, $515 $780. *47°SM conv., $885. 46 FM 4-dr., 

Statesman 4-dr., $1,230*, '50 Ambas- | HUDSON—’51 Hornet club coupe, $1,600 550. °'42 club coupe, $205. ‘41 2-dr., 

sador 2-dr., $1,170*. °49 Ambassador 4- '50 Pacemaker sedan, $910. ‘49 Super $310, $230, $245. °40 coupe, $225; sedan, 

dr., $900*. (6) sedan, $780. °46 Super (6) sedan, $140. 

OLDSMOBILE—’52 (98) 4-dr., $3,115*. '51 $290. | CHRYSLER—'51 Windsor conv., $1,905*. 

(88) 4-dr., $2,175*. '48 (98) conv., $850*. | KAISER—’49 Special 4-dr., $775. '48 4-dr., | "49 Windsor club coupe, $1,310 

PLYMOUTH—’52 Suburban, 2,050. '51 $550. | DeSOTO —'50 Custom 4-dr., $1, 530°: club 

Cambridge club coupe $1,405: Cranbrook MERCURY—’50 4-dr., $1,310*. ‘49 club coupe, $1,475*; 4-dr., $1,630°, $1,475°; 

4-dr., $1,475. '50 SD 4-dr., $830, $925; coupe, $1,035*. '47 club coupe, $765. Deluxe 4-dr., $1,460°; club coupe, $1,450, 

Deluxe 2-dr., $935, $1,080. NASH—’51 Rambler conv., $1,230*. °50 oo ; 4-dr., $1,475*, $1,415. °40 4-dr., 

. Statesman 2-dr., $1,035*. ‘48 (600) 4- o. 
51 Chieftai 4- 1,890°. ’ 
wan an <8) ae Gr. $200. (8) 4-dr., $ dr., $680. DODGE—'51_ conv., $1,655. '50 Coronet 
OLDSMOBILE—’50 (98) sedan, $1,655; 4-dr., $1,370. °41 4-dr., $300. '40 4-dr., 
aan ae one he tan ee” $1,- Holiday, $1,650. '49 (76) sedan, $1,150*. $175. 
>.” Shampion 4-dr., ,000°. '46 (78) sedan, $555. , , 
WILLYS—'49 station wagon, $670*. PLYMOUTH—’51 Cranbrook 4-dr., $1,520; | FORD—’51_ Deluxe (8) 2-dr., $1,400. °50 
Camb Deluxe (8) 2-dr., $1,155, $1,250; Custom 
mbridge 4-dr., $1,400. '50 Deluxe 4- (8) 2-dr.. $1,215; Custom (6) 2-dr. 
tana esongenin. Agen SD 4dr, $200. | $1,480: ce-ton' pickup, $005, "49 (5) | Royal Buick's New Showroom 
(Horseheads Auto Auction. Sale every | PONTIAC——’52 Chieftain (8) 2-dr., $2,- $1,038 ar 8 ry Seeor 4-ar. Waeoo: y 
Friday. Prices are for sale of May 2.) eM nase {‘ ae = , *. (8) 2-dr.. $985; DeRuxe (8) 2-dr., $900. 48 New York's east side Buick dealer recently opened its new showroom at 1246 
BUICK — '51 Special 4-dr., $1,795°. _'49 STUDEBAKER—'51 C. m 4. an ia $1 SD (8) 4-dr., $705; 2-dr., $725. '47 SD | Second Ave. The new showroom provides 3,000 square feet for display purposes and 
Super 2-dr., $1,175. '47 RM 4-dr., $795. | STUDEBAKER 51 Commander 4-dr., $1.-| (6) coupe, $480. '46 SD (8) 2-dr., $330; : P : q tg Al orth cs 
CADILLAC— 47 (62) conv., $1,380*, $1,- WILLYS—’51 (4) station wagon, $1,200°. 4-dr., $508. *41 (8) coupe, $245 executive offices. The principals of Royal Buick, Inc., are William S. Weaver and 
CHEVROLET—'52 SL Deluxe sedan, $2,- | MISCELLANEOUS—'48 I-H ‘%-ton pickup, | HUDSON—'49 Commodore (6) 4- ar., $830. George W. O'Neill. A service station is also operated at 327 E. 64th St. 
’ *. $325. 47 Commodore (6) 4-dr., $500. 

015*. °51 SL Deluxe sedan, $1,550*; club 

coupe, $1,470; SL Special sedan, $1,200. KAISER—'47 4-dr., $595. g1,000°; (98) 4-dr., $1,795". “49 (88 ; ; 

50 SL Deluxe sedan, $1,220; panel, $730, OAKLAND, CALIF. LINCOLN—'49 sedan, $1,110*; club coupe, , > (9 “dr., $1, , 7 ) ag , sd. $1,200. 46 SD sedan, 

$740. '49 SL Deluxe sedan, $1,175, $1,- a $1,025*. °'47 club coupe, $575. station wagon, $1,500*; club coupe, $1,- $615; club coupe, $535. 

080, $1,050; SL Special sedan, $1,035. (Pollock’s Used Car Auction. Sale every | weERCURY —'51 4-dr., $1,990%, $1,975°; 055*; (98) 2-dr., $1,360*; 4-dr., $1,345*, | PONTIAC—'’51 Chieftain (8) 2-dr., $1,- 

el Ww d Pri f le of Apr. 30 - $1, : 665*; 4 50; 
'47'FM conv., $885. '46 FM sedan, $560. | Wednesday. Prices are for sale of Apr. 30.) | 2-ar., $2,110*. °49 club coupe, $1,195;| 48 (98) 2-dr., $1,095*; conv., $950. 47 5 S-Gr., SL.COR oC conv. S500: 
CHRYSLER—’47 NY club coupe, $780. BUICK—’50 Special 2-dr., $1,195; Riviera| station wagon, $1,250°. 47 4-dr., $685. (98) club coupe, $690. Station wagon, $1,535; sedan, $1,455. °49 
DeSOTO—'50 Deluxe club coupe,’ $1,455°. coupe, $1,800*; sedan, $1,565; RM 4-dr., | NASH—’51 Rambler station wagon, $1,415. PACKARD — ‘48 conv., $850. °47 4-d Chieftain (8) 4-dr., $1,105; conv., $1,- 
DODGE—’49 Coronet 4-dr., $1,160 $1,610. °'47 Super station wagon, $850: 50 Statesman 2-dr., $1,145. °46 (600) ” . -dr., 255. 48 conv., $745; Torpedo (8) 4-dr., 
FORD—’52 Custom (8) 2-dr., $2,040*. '50| conv., $750; 4-dr., $650; sedanet, $815.| 4-dr., $390. '41 sedan. $150. $495. $900, ’47 Chieftain (6) station wagon, 

Custom (6) 4-dr., $1,070. 49 Custom| ‘46 Super conv., $685; 4-dr., $610. ‘38 | OLDSMOBILE—’51 (88)' Holiday, $2,150*; | PLYMOUTH—’51 Cambridge 4-dr., $1,425. | $759, ; 

(8) conv., $1,075; 2-dr., $875. °47 SD! sedan, $125. 2-dr., $2,230*. °50 (88) 2-dr., $1,635*,' ‘50 SD 4-dr., $1,275; club coupe. $1,300. “26. 00 Game Sa tan: S. 
coupe, $1,105. '47 Commander (6) 4-dr., 
$680. 

MISCELLANEOUS—’48 Austin 4-dr., $450. 


County by County ... City by City 





WRING THE MOST OUT OF YOUR MARKETS 





POLK MARKET VALUATION INDEX 


Here is the 


aggressive merchandiser—complete 
county and city counts of all car and truck 


registrations i 


31, 1951, prepared on forms which per- 
mit you to write in your own sales totals, 
number of outlets, advertising appropri- 
ations, expected sales this year, and other 


valuable data 


* x x * * Servin 


IR, Lh, POLE & C 


newest sales tool for the Investigate this source information that 
permits you to visualize your entire sales 
picture for every sales area in the country. 
n the U.S., as of December Know instantly whether you are getting 
your share of the market for any auto- 
motive product, accessory, after-market 
device, or service. Write, wire or tele- 
phone for information on the brand new 


for direct comparisons. Polk Market Valuation Index. 


g the Automotive Industry and Its Dealers Since 1923 + * « * « 


MOTOR STATISTICAL DIVISION 
Q 431 Howard Street « Detroit 31, Michigan 
New York * Chicago « Philadelphia * Cleveland « St. Louis * Cincinnati 


Planned Direct Mail Promotions. ..Consumer Research. . .City Directories... Automo- 
tive Statistics ... Polk Bankers’ Encyclopedia ... Mailing Lists. ..Contest Management 





EBENSBURG, PA. 


(Ebensburg Auto Auction. Sale every 
Thursday. Prices are for sale of May 1.) 

(Prices on par with last week’s sale. 
Market unsteady following steel strike 
uncertainty. Sold 75 cars out of 99 offer- 
ings.) 

BUICK—’51 Super Riviera 4-dr., $2,030*, 
$2,000*. °49 RM 4-dr., $1,220*; Super 
sedanet, $1,175*. °47 Super conv., $790. 

CADILLAC—’51 (62) 4-dr., $3,275*. 

CHEVROLET—’51 Bel-Air, $1,675; FL De- 
luxe 2-dr., $1,325; SL Deluxe 2-dr. $1,- 
475. ’50 *FL Deluxe 2-dr., $1,300; SL 
Deluxe 2-dr., $1,325, $1,305; SL Special 
coupe, $975; %-ton pickup, $950. °49 
FL Deluxe 4-dr., $1,095, $1,065; SL De- 
luxe conv., $1,175, $1,150; %-ton panel, 
$540. °'48 FM conv., $810; 4-dr., $825. 
’47 FM 4-dr., $830. °41 club coupe, $225. 

CHRYSLER—'47 NY 4-dr., $780. 

DeSOTO—’51 Custom 4-dr., $1,800*%. ’50 
Custom 4-dr., $1,390*. °48 Deluxe 2-dr., 

*46 Custom 4-dr., $585. 

%-ton pickup, $1, 090. °49 
4-dr., $950. °48 Custom club coupe, $905. 

FORD—’51 Custom (8) 4-dr., 


$1,410*, $1,- 
390. °'50 Custom (8) 4-dr., $1,040; De- 
luxe (8) 4-dr., $1,000; Deluxe (6) 2-dr., 
$920. °49 Custom (8) 2-dr., $1,010*, 
$950, $915*. °48 SD (8) club coupe, $710. 
’47 SD (8) 4-dr., $595; Deluxe (6) 2-dr., 
$540. °41 SD (8) 2-dr., $240. 
HUDSON—’50 Pacemaker 2-dr., 

Super (6) 4-dr., $315. 


$1,085. °46 


| LINC@LN—’46 club coupe, $405. 


MERCURY—’48 conv., $560. 
NASH—’51 Rambler station wagon, $1,250; 
Suburban, $1,175. °46 Ambassador 4-dr., 
. 


$390*. 
OLDSMOBILE—’51 (98) 4-dr., 


$2,250*. ’50 
(98) 4-dr., $1,645*. ‘49 (88) 4-dr., $1,- 
300*. '47 (98) 2-dr., $785*. 
PACKARD—’4S conv., '$810*. 


PLYMOUTH — ’51 Cambridge club coupe, 
$1,400. °50 SD 4-dr., $1,050. ‘49 SD 
4-dr. (taxi), $500; club coupe, $840; De- 
luxe 4-dr., $925, $900. ’48 ad club coupe, 
$775. °46 Deluxe 4- dr., $48 

PONTIAC—'49 SS (6) 4- dr., 
(8) club coupe, $910. 

STUDEBAKER—’50 Champion 2-dr., 
$965. °47 Commander (8) 4-dr., 
’41 Commander (6) 4-dr., $135. 

WILLYS—’52 Aero Wing 2-dr., $1,695*. 


LOS ANGELES 


(Los Angeles Auto Auction, Sale every 
Tuesday and Thursday. Prices are for sale 
of Apr. 29 - May 1.) 

(Market was a little softer this week. 
Prices down slightly on heavier cars. 
Sold 158 units.) 

BUICK—’51 Super Riviera, $2,180*, $2,- 
130°; Special 4-dr., $1,850. °'50 Super 
Riviera, $1,720*%; 4-dr., $1, 405*; RM 
Riviera, $1,505*; 4-dr., $1,430*; Special 
sedanet, $1,425*. °49 RM sedan, $1,350*, 
$1,190*, $1,135*; Super conv., $925*. °47 
Super conv., $735; RM conv., $705. 

CADILLAC—’51 Coupe De Ville, $4,005*; 
(62) coupe, $3,750*, $3,725*, $3,650*; 
4-dr., $3,550*, $3,545*. °50 Coupe De 
Ville, $3,500*; (62) 4-dr., $3,040*, ’48 
conv., $1,875*; (61) coupe, $1,805*; (62) 
coupe, $1,785*. °47 (62) 4-dr., $1,455", 
$1,100*. 

CHEVROLET—’52 station wagon, $2,385*. 
*51 conv., $1,835*; SL Deluxe 4-dr., $1,- 
665*; %-ton pickup, $1,250. °50 Bel-Air, 
$1,665*, $1,545; SL Deluxe station wagon, 
$1,470; club coupe, $1,445*; 4-dr., $1,- 
325; SL Special 4-dr., $1,175. °49 SL 
Deluxe 4-dr., $1,110; SL Special 4-dr., 
$1,100; FL Deluxe 2-dr., $1,005, $1,000 
FL Special 4-dr., $995. ‘48 FL 2-dr. 
$955; SM club coupe, $785. °46 FL 2-dr. 
$725; SM club coupe, $695. 


*31, 110*; SS 


$875, 
$650. 


CHRYSLER—’50 Windsor club coupe, $1, 
595°. °49 NY 4-dr., $1,380*%; Windsor 
club coupe, $1,295*. °48 Windsor 2-dr. 
$875*. °46 Windsor 4-dr., $720*. °4: 
NY 4-dr., $255*. 

DeSOTO—’51 Custom 4-dr., $1,865*. 

DODGE—’50 Coronet 4-dr., $1,425*, $1, 


420*. °49 Coronet club coupe, $1, 200* 
*42 Custom club coupe, $210. 

FORD—’51 Victoria, $2,085*, $1,800; Cus- 
tom (8) station wagon, $1,995*; 4-dr 
$1,640*; Custom (§) 2-dr., $1, 555*; De 
luxe (6) 2-dr., $1,450*. "60 Custom (8 
station wagon, $1,565; conv., §$ 
Crestliner, $1,485; 2-dr., $1,375°, 
49 Custom (8) club coupe, $1,155* 
station wagon, $1,145; Custom (8) 2-dr 
$1,055; Deluxe (6) club coupe, $925. ‘4° 
SD (8) 4-dr., $820; conv., $810. °47 (8) 
conv., $785. 

HUDSON—’51 Hornet (6) club coupe, $2.- 
130°. °50 Pacemaker 4-dr., $1,170*. ‘49 
Commodore (8) 4-dr., $1,050. °47 Com- 
modore (6) 4-dr., $495; Super (6) 2-dr., 
$405 

(Continued on Page 55, Col. 1) 
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Used-Car Auction Prices 





(Continued from Page 54) 


KAISER—’51 2-dr., $1,440*. | 

LINCOLN—’51 Capri club coupe, $2,480*. 
‘49 club coupe, $1,305*; Cosmopolitan 
4-dr., $1,295*, $1,250°*. 

MERCURY—’51 Monterey coupe, §$2,100*; 
4-dr., $2,010*, $1,930*; club coupe, §$2,- 
000*, $1,995*. °50 club coupe, $1,450*. 
'49 club coupe, $1,285*; 4-dr., $905*. '48 
conv., $800. ‘47 conv., $855. °46 conv., 
$775. 

NASH — ’51 Rambler station wagon, $1,- 
525* 


; Statesman 4-dr., $1,400*. '49 (600) 





Outlook Brighter, 
Ford of Canada 
Stockholders Told 


WINDSOR, Ont.—Higher costs, 
taxes and labor relations difficulties 
were among reasons cited for Ford 
of Canada’s 1951 net profit decline. 
But Rhys M. Sale, president, voiced 
optimism for the future in an 
address at the annual stockholders’ 
meeting. 

Sale noted that Ford’s 1951 dollar 
volume of $253,008,356 was the high- 
est in the company’s history. The 
net was $14,885,848, off from $19,- 
663,350 in 1950. 

Taxes and credit restrictions 
priced many prospective buyers out 
of the market, Sale said. However, 
he said, easing of the federal excise 
tax and credit curbs this year has 
stimulated demand. 

Labor and materials costs were 
higher in 1951, and work stoppages 
upset schedules for the 1952 model 
changeover, Sale said. 

Sale pointed to Ford’s plant 
growth and the fact that the com- 
pany now had 1,050 dealers in 
Canada, compared with 701 in 1939. 
He said Ferd was satisfied with 
the present numerical strength of 





the dealers and now would con- 
centrate on improving customer 
service. 


Magic Name | 
Henry Edsel Ford Rates 


Free Lubes for Year 
What’s in a name? The name of 
Henry Edsel Ford will get you a 
free lubrication for a year at Rudy 
Fick Ford Sales, Inc., Columbus, 
O., if you buy your new car there. 
A man named Henry Edsel Ford 
recently bought his car from 
Fick’s and was awarded a year’s 





free lubrications. 








EXHAUST. ELIMINATING SYSTEMS 





EXHAUST FUMES 
ARE DANGEROUS ! 


Eliminate the dangerous hazards of car- 
bon monoxide gas in your shop .. 
an Engwald Exhaust System and protect 
the health of your employes, plus actually 


. install 


saving dollars. 


Tests proved effciency was greatly in- 
creased, while absenteeism was sharply 
decreased after Engwald Exhaust Eliminat- 
ing System was installed. 


Engwald will design your layout 
and send you a complete system 
in kit form. The kit can be easily 
installed by your own men. 


Write for ovr complete Ililustrated catalog 


“The World's Finest Exhaust Systems” 





ENGWALD CORPORATION 
*357 LAFAYETTE AVENUE 
BROOKLYN, NEW YORK 





| DODGE 


4-dr., $855. 

OLDSMOBILE - "51 (98) 4-dr., $2,325, | 
$2,315*; (88) 2-dr., §$2,110*%. ‘50 (88) 
Holiday coupe, $1,960*%; (98) 4-dr., $1,- 
795*, $1,700*; sedan, $1,695* "49 (76) 
conv., $1,445*; (88) conv., $1,425*; (98) 
4-dr., $1,425*; (88) station wagon, $1,- 
405*; (76) 4-dr., $1,200*. °48 (98) 4-dr., 


$980°. 
$760*. 

PACKARD—'52 (250) 4-dr., $2,355°*. 
4-dr., $1,905*; club coupe, $1,885*. 

PLYMOUTH—’51 Cranbrook 4-dr., $1,480. 
"50 Suburban, $1,480, $1,440; SD 2-dr., 
$1,365; conv., $1,100. '48 Deluxe 4-dr., 
$710. °'47 SD 4-dr., $725*. ‘46 SD club 
coupe, $775; 4-dr., $625. 

PONTIAC ‘51 Catalina, $2,335°. '50 
Chieftain (8) 2-dr., $1,660*; club coupe, 
$1,605*; SS (8) 4-dr., $1,595*. °49 Chief- 
tain (8) 4-dr., $1,365*. °47 SL (6) 4-dr., 
$710. '46 Chieftain (8) club coupe, $680. 

STUDEBAKER—’51 %-ton pickup, $1,075. 
"49 1%-ton stake, $900. ‘47 Champion 
4-dr., $770*, $660. 

MISCELLANEOUS—’52 GMC \%\-ton pick- 
up, $1,440. 


N. PLAINFIELD, N. J. 


(Lebanon Auto Auction. Sales every 
Wednesday. Prices are for sale of Apr. 30.) 
(Market was steady. Sold 82 units out 

of 140 offerings.) 
BUICK—'50 Super sedan, $1,500*. '47 RM 
sedan, $775. ‘41 Special sedan, $325, 


$130. 
CADILLAC—’50 (62) sedan, $2,800°. °48 


'46 (98) 4-dr., $775*; (66) sedan, 


"51 





(62) sedan, $1,650*, $1,625*, $1,550*. 
‘47 (75) 7-pass., $800*. 
CHEVROLET—’'52 Bel-Air, $2,200*. ’51 
SL Deluxe sedan, $1,590*, $1,500, $1,- 
470; SL Special sedan, $1,440, $1,425. ’50 
SL Deluxe sedan, $1,250; SL 6pecial 
sedan, $1,200. '48 FM conv., $820; se- 


dan, $750. '46 RM sedan, $560. 





CHRYSLER—’50 Royal sedan, $1,485*. °49 | 


Saratoga 4-dr., '48 Windsor 


sedan, $950 
DeSOTO—’51 Custom sedan, 
Custom sedan, $1,310. 


‘50 Coronet sedan, $1,400*, 
375*; Wayfarer 2-dr., $1,245. 
net 2-dr., $1,190*. 

FORD —’'51 Victoria, $1,760*; Custom (8) 
conv., sedan, $1,650*, $1,625*, 
$1,500°, ‘50 Custom (8) sedan, 
$1,220*, $1,210* $1,200, $1,190; Deluxe 
(8) sedan, $1,060; Custom (6) sedan, 
$855. °49 Custom (8) conv., $970; sedan, 
$975, $950, $955, $890*, $865. "46 SD 
(6) sedan, $535. 

KAISER—’51 Henry J (6) sedan, $980*. 


$1,210*. 
$1,900*. ‘49 


$1,- 
‘49 Coro 


MERCURY—’51 sedan, $1,865*; conv., $2,- 
025*. °49 conv., $1,125, $1,070; sedan, 
$1,050. 

NASH—’50 Statesman sedan, $1,075. °46 
(600) sedan, $460. 

OLDSMOBILE—’50 (76) sedan, $1,345; 


(88) 4-dr., $1,585°, $1,520*, $1,490*. °49 
(88) 4-dr., $1,290*. '48 (76) 2-dr., $800*. 
PLYMOUTH—’51 Cranbrook sedan, $1,390; 
Cambridge 4-dr., $1,365, $1,340, $1,300. 
"50 Deluxe 4-dr., $1,075. '47 SD 4-dr., 


$710. 

PONTIAC—’51 Chieftain (8) sedan, §2,- 
200*; (6) sedan, $1,595. ’°49 SL (8) se- 
dan, $1,195*. °48 Chieftain (8) conv., 
$950*; station wagon, $700. 

STUDEBAKER—’50 Champion sedan, $1,- 
150. °49 Commander (8), $925*. '47 Com- 
mander (8), $650. 

WILLYS—’51 Jeep 
$1,190°. 


(4) station wagon, 
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NCAA Champs Ride in Oldsmobiles— 


When the University of Kansas basketball team returned to Kansas City from Seattle 
after winning the National Collegiate basketball championship, Greenlease-O'Neill, 
Inc., Oldsmobile dealership in Kansas City, provided a fleet of 12 Oldsmobile con- 
vertibles to take the champions on a parade tour of the downtown area. Here the lead 
car, containing Coach Phog Allen, is passing the Muehlebach hotel, while the rest of 
the fleet, each with a star in the rear seat, follows. Dick O'Neill, of Greenlease- 
O'Neill, Inc., made arrangements for the fleet to pick up the team at the airport and 
parade them through the downtown area. 














Long torque converters offer the automotive manufacturer important advantages in design, 
performance and cost. 


Power transfer is smooth—dependably smooth—torque multiplication of better than 2 to 1 at stall. 
The converter is direct air-cooled for simplicity and trouble-free service. 


Assembly units are fabricated almost entirely from 
stampings, for low-cost manufacture. 


LONG MANUFACTURING DIVISION 


Borg - Warner Corporation 
DETROIT 12, and WINDSOR, ONT. 


PRODUCTION 





CLUTCHES @ RADIATORS « TORQUE CONVERTERS 
Oi COOLERS 
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Hartford Firms Donate 


Extra Fund to Red Cross 

HARTFORD, Conn. — This 
area’s automotive industry, 
which gave heavily to the re- 
cent annual Red Cross cam- 
paign, was among the first 
groups to contribute additional 
funds for the emergency aid to 
southwestern tornado victims. 

Greater Hartford Chairman 
William M. Savitt says that he 
received more than $300 from 
the local Automotive Trades 
Assn. in addition to the more 
than $15,000 contribution to the 
major drive. 





Auto Market Page... 





By John E. Hubel | 

Staff Correspondent 
Balmy weather has uplifted used- | 
car sales in Milwaukee and kept 


|new-car registrations even with 
production. 

A Milwaukee Journal’ survey 
found that the used-car’ spurt 


began a few days after Easter, 
with some dealers reporting sales 











Y2 to 2-ton models. 
F.0.8. Chicago + Tax extra 
A minor added in- 
vestment protects 
the major invest- 
ment — particularly 
important now. 
Easy to install. Write 
for details. 


World's Most Widely Used Grill Guard 


VOLTZ BROS., INC. 


2520 S. INDIANA AVE. 
CHICAGO 16 












Sold Only by 
Authorized 
Dealers 


S. exclusive features 


@ Tailored b ialists 
for precision’ 

@ Supported plastic lea- 
therette pane ah and bind- 
ing for longer wear. 

© Quadruple stitching with 
NYLON thread. 

@ Overlocking ond bar 
tacking at all points of 
stress, insuring longer 

wear. 

@ Special tie tapes and 

leneveiony cut installation 
ime. “ 
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For over 30 years 10,000 author- 
ized dealers have valued the 
FABRIC franchise. For FABRIC 
Seat Covers are Custom-Tailored 
by specialists to give guaranteed 
“Precision-Fit”! This means cus- 
tomer satisfaction and dependable 
profits all year through. 

Large Variety of Materials 
Available in nationally advertised 
Lumite Woven Plastics, duPont 
Nylons, Plastic Coated Fibres, and 
other selected materials. 


FREE 


Salesmen — Territories Available. 


MANUFACTURING CO. 


P.O. BOX 1259 *« 






















Send for beautiful 35 
page loose-leaf price 
and sample book today! 





NEWARK 1, N. J. 








Ip in Milwaukee 


5 percent over last year. 

Interest seems centered in the 
less expensive 1951 and 1950 
models, plus all 1947-49 cars. 
Many purchasers are said to be 
“trading down” from _higher- 
priced makes to those of later 
vintage in lower price ranges. 
Several dealers agreed that pros- 

pects were wary of “price reduc- 
tion” promotions. Customers are 
shopping hard and keenly con- 
cerned about monthly payments 
under a Regulation W universally 
regarded as stringent. 

In Milwaukee county, 6,542 new 
cars were registered during the 
first quarter. March sales for the 
county exceeded totals in previous 
1952 months but trailed the swollen 
total of March last year by 38 per- 
cent, contrasted with the 35 per- 
cent decline in March production 


from the 1951 level. 
a * * 


Miami 

A marked improvement in the 
market for both new and used cars 
is reported by Miami dealers. New- 
car dealers are finding that sales- 
manship efforts are bringing re- 
sults. 

“The business is here,” one dealer 
was quoted, “but you have to bring 
the customers in. Salesmen who 
get out and hustle are being re- 
warded with orders they didn’t get 
while standing around the show- 
rooms waiting for business.” 

Most encouraging sign in this 
area is improved demand for 
used cars. Prices continue to be 
quoted under the ceilings, but 
there is more business than ex- 
isted a few weeks ago. 

At least a part of this may be 
attributed to the transit situation. 
With the threat of another bus 
strike not entirely removed, num- 
bers of bus riders are looking 
around for auto transportation. A 
fare raise is talked, whieh, if put 
into effect, would make driving to 


work appear less expensive.— 
(George S, Connell.) 
* * 
St. Louis 


New-car sales are showing some 
improvement and deliveries for the 
month will probably be the best 
so far this year, it is reported. 
Some lines are still in short sup- 
ply, and dealers say they are fall- 
ing behind because they are unable 
to get popular models. 

The used-car activity has been 
disappointing. Most dealers re- 
port sales in this department as 
“poor to fair.” 

Many dealers believe that the 
used-car volume will improve as 
spring progresses. Vacationists are 
beginning to appear on the high- 
ways and service departments are 
reporting increasing sales. 

On June 1 dealers’ union labor 
contracts expire, and some pessi- 
mism is expressed over the outlook 
for a satisfactory negotiation for 
renewals. Dealers point out that 
service and parts departments have 
about reached the limit of their 
ability in carrying expense burdens. 
—(Sam X. Hurst.) 

* 


* * 


Akron 


Demand for new cars showed a 
slight increase in Summit county 
(Akron) in March but sales were 
still running about 35 percent be- 
hind the same period last year. 

March registrations trailed the 
same month of 1951 about the same 
proportion as did February. Sales 
last month totaled 1,155 up 65 over 
February, but well behind the 1,896 
reported in March last year. 

The picture in trucks was bright- 
er with 199 sales made in March 
as against 116 the month previous. 
The March volume, however, was 
63 units below the same month last 


year.—(Joe Kuebler.) 
. * * 


Pittsburgh 


Stanley Wills, service manager of 
Wills Motor Co. (Chrysler-Plym- 
outh), reports an overflow of serv- 
ice work without promotion caused 
by a new-car shortage, The same 
cause spurs the entire used-car 
market, which is expected to break 
with better weather. 

Moxie Harris, sales manager of 
Harris Nash Motors, reports the 
market “very slow because 1) 





| people lack money 2) they are wor- | 


ried about strikes 3) feel prices| 

are too high 4) complain 18 months | 

is not sufficient time, and suggest | 

30 months, although they say 24| 

months would help considerably.” 
(Leon M. Leffingwell.) 


* * * 


Richmond, Va. 


New-car sales were off sharply, 
but sales of used cars made a bet- 
ter showing in this area for the 
first three months of 1952 than in 
the same 1951 period. 

New-car sales dropped to 2,368 in 
this year’s first quarter, as com- 
pared with 3,174 in the same period 
of 1951. 

However, used-car sales for the 
first three months of this year to- 
taled 6,822, as against 6,673 in the 
like 1951 period.—(T. D. Eaton.) 

+ * + 


Indianapolis 


Sales of both new and used cars 
showed some improvement during 
March in Marion county, but were 
well below the levels of March a 
year ago. 

Preliminary figures for March, 
1952, show that franchised dealers 
delivered 1,563 cars, as against 1,- 
242 in February and 2,033 in March, 
1951. 

New-truck sales in March rose 
sharply to 166 units, as against 108 
in February. However, 529 new 
trucks were reported sold in March, 
1951.—(C. L. Kern.) 


* * * 


Toledo 


Sales of both new and used cars 





and commercial vehicles in Lucas 


RGTETHE: DENTS CUE 
(CUEEENDERS 
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3-M Drive— 


A national campaign to “Get the Dents 
Out of Your Fenders,” will be launched 
in June by the Minnesota Mining and Mfg. 
Co., St. Paul, Minn. The program is aimed 
at helping to preserve auto body costs, 
save critical steel by reducing the need 
for new steel and maintain private motor- 
ing equipment in the U. S. In addition, 
the drive will increase auto refinish busi- 
ness by 15 to 50 percent, the company 
expects. 





county and Toledo jumped appre- 
ciably in March above sales for 
February. New-car sales for March 
totaled 1,223, against 1,186 in Feb- 
ruary and 2,024 in March of 1951. 


Used-car sales in March were 
4,911, compared with 3,040 in Feb- 
ruary and 6,565 in March of 1951. 
The figures were released by the 
Toledo Automotive Trades Assn. 

In the commercial vehicle field, 
March sales totaled 161, compared 
with 110 in February. January- 
through-March new-car sales were 
3,555, however, against 5,419 for the 
same period last year.—(Dick Rob- 
erts.) 
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Ga s~Put the Skids 
under Overtime Costs! 


Gain more production time in your 
factory by utilizing American Airlines 
Airfreight! We'll show you how it 
actually saves money as well as time. 


For further information, wire us collect- 
American Airlines, Cargo Sales Division, 
100 Park Ave., New York 17, N. Y. 
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Steel Arms Lift Engines 


Mechanical Limbs Tote Motors to Workers 


At Ford’s Cleveland Plant 


CLEVELAND.—The moving as-| 
sembly line that Henry Ford con-| 
ceived as an automotive pioneer 
has taken another stride forward. 

Arms of steel now handle heavy 
engines during assembly and test- 
ing operations at Ford’s new en- 
gine plant at Cleveland. 

They’re another of the many en- 
gineering achievements that have 
caused observers to term the Cleve- 
land plant a marvel of industry. 

The mechanical arms are con- 
nected to an overhead monorail 
system of tracks that switch much 
like a railroad system. They dip 
down to grip 180-pound engine 
blocks as they come off machining 
lines and automatically carry them 
to assemblers throughout the plant. 

They surrender their loads only 
x 





Ford Engine Assembly Line— 


The moving assembly line first con- 
ceived by Henry Ford as an automotive 
pioneer has taken another stride forward 
at Ford's engine plant at Cleveland. ‘Arms 
of steel"’ now handle heavy engines dur- 
ing assembly operations, “hot test" run, 
storage and delivery to shipping dock. Me- 
chanical arms of steel—each attached to 
a Ford six-cylinder overhead valve engine 
—are connected to an overhead monorail 
system of tracks that ‘‘switches” much like 
a railroad yard's system. 

. 2 
after the finished engines have 
been tested under their own power 
and are ready to go into a new 
car. 

The new system has eliminated 
the conventional “bench-type con- 
veyors that are built up from the 
floor and hold engines in rigid 
positions during assembly. 

A turn of a crank on the me-| 
chanical arm tilts the engine block 
to any position or angle. Thus, 
assemblers are able to fit with 
greater precision the hundreds of 
parts, such as pistons, connecting 


* 








J. W. MORTELL COMPANY 


Factories 
KANKAKEE, ILL. 
DETROIT, MICH. 

LYNDHURST, N. J. 


Pioneers and Today's Largest 
Producers of 


AUTO 
SOUND 
DEADENERS 


Also Underbody Coatings and 
Rustproofing Products for 
the Automotive Industry. 


Have served car, truck and 
body plants for 25 years 
through our Research Lab- 
oratories, Consulting, Engi- 
neering and manufacturing 
Facilities—-Now expanded 
to give faster and better 
service. 














rods and spark plugs, that go into 
a car’s engine. 

The flick of a selector button au- 
tomatically sidetracks any engine 
along the line that may need spe- 
cial attention, without interrupting 
the rest of the assembly operations. 

Through the elimination of chain 
hoists and other manual devices 
common to other engine plants, 
workmen are able to concentrate 
fully on precision in assembly op- 
erations. 


“Lessened worker fatigue and} 


greater safety factors are paying 
off directly in greater efficiency 
and a better product,” according to 
Del S. Harder, manufacturing vice- 
president. 


Fire Hits Chevrolet Plant 

EL PASO, Tex.—Fire caused 
damage estimated at $1,000,000 to 
automobile parts and accessories 
stored in the warehouse and of- 
fice of the Chevrolet plant at 
1931 Myrtle Ave. Apr. 2. G. M. 
Harrell is organization manager. 


| pen 


Super JETFIRE Power! LE vom 







& STYLED BY PININ FARINA 


Nash Outdoor Board for May— 

Ambassador Super Jetfire power and the advanced body styling of Pinin Farina, 
custom car designer, are featured on the Nash outdoor poster for May. The 24-sheet 
| poster is appearing on 6,200 billboards at every dealer point throughout the U. S. 





1952 is optimistic. There is a strong 
market but salesmen must get out 
and sell, he declared. 

As for whether or not production 
will be stepped up, he said this is 
difficult to forecast. 
| “It’s all wrapped up in how much 
steel we can get,” he said. 

Wagstaff is the brother of B. E. 
Wagstaff, president of Wagstaff 
Motor Co. (DeSoto-Plymouth), At- 
lanta. 


‘Market Strong 
‘But Must Be Sold, 
Says Wagstaff 


ATLANTA.—J. B. Wagstaff, sales 
vice-president for DeSoto, address- 
ling the 30th annual Southern 
Credit Conference, said that the 
auto business for the remainder of 





‘Chrysler Names 


New Plant Head 


| DETROIT.—Retirement of H. R. 
Matheny as head of the Chrysler 
Corp.’s Highland Park (Mich.) 
plant and the appointment of T. R. 
Patrick to succeed him were an- 
nounced last week by Herman L. 
Weckler, Chrysler general manager 
and vice-president. 

Matheny’s title was vice-presi- 
|dent and general manager. He 
| joined Chrysler in 1928 as manager 
|of the Dodge parts plant. Patrick 
|has been operating manager of the 
|plant for the past year, and now 
becomes its general manager. 


Canada Credit Case 

| SHERBROOKE, Quebec.—Eighty- 
four charges of violating Canada’s 
consumer credit laws have been 
lodged against an Asbestos (Que- 
bec) auto dealer here. The charges 
were filed by Ulric Tremblay, of 
Chambly Basin, a government in- 
vestigator, against the owners of 
Hinse Garage at Asbestos. 





Wondering how new-car and truck produc- 
tion and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story every 
week throughout the year. 














In Philadelphia nearly everybody reads The Bulletin 


Evening and Sunday 
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National Advertising Representatives: Sawyer Ferguson Walker Company * 
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Affecting Factories and Dealers... 


Auto Advertising 


. 


RR Opens in Dallas 


Ross Roy, president of Ross Roy, 
|Inc., ad agency with offices in De-| 


* 





troit, Chicago, New York and| 

By George Deery | Said. “The people who go into a| Hollywood, has announced the 

Associate Editor | retail store today are ready to buy.| opening of an office in Dallas. 

Since 1914, there have been 98,-|Shopping is done in the home. Orville McDonald, in_ recent| 
226,206 cars turned out, with a They have been pre-sold—and ad- months Southwestern representa- 


manufacturers’ selling price of 
$78,847,849,144, according to Walter 
C. Ayers, executive vice-president 
of Brooke, Smith, French & Dor- 
rance, ad agency. 

“The total volume of advertising 
produced during this period ex- 
ceeded by $24 billion, 100 million, 
the total selling price of all auto- 
mobiles produced—or better than 
30 percent,” he added. 

These figures were used in a 
speech by Ayers before the Ad- 
vertising club of Dayton, O., dur- 
ing which he predicted that 
between now and the year 1990 
more than $350 billion in adver- 
tising will be used to promote 
American products and services. 

Ayers claimed the current ten- 

dency to blame slack business 
periods on “a _ deterioration of 
salesmanship at the retail level” is 
a myth of modern selling. 

“Creative selling today is ac- 
complished on the manufacturer's 
level with the combined techniques 
and resources of advertising,” he 


vertising has done a big part of 
the pre-selling.” 

He described advertising as the 
“magic catalyst between produc- 
tion and consumption.” 

+ + * 
Tribune Forum 

The Chicago Tribune’s third an- 
nual Distribution and Advertising 
Forum will be held in Chicago on 
May 20-21, Walter C. Kurz, man- 
ager, general advertising has an- 
nounced. 

For the first time a panel discus- 
sion will be an important part of 
each meeting and questions for use 
in these discussions are being in- 
vited. The forum meetings will 
explore three areas of interest 
with seven leading executives in 
manufacturing, retailing and ad- 
vertising agency fields acting as 
members of each panel. 

Moderators will be Reginald 
Clough, editor of Tide; Sidney R. 
Bernstein, editor of Advertising 








Advertisement 





Multiple Ownership Vital Factor 
In Rural Car Market 


Almost everyone in the car business 
—manufacturers, jobbers, dealers— 
recognizes that city traffic sets up 
a false picture. Actually car owner- 
ship increases as density of popula- 
tion decreases. This fact was clear- 
ly indicated in the last Census. 
Rural families own proportionately 
more cars than their “big city” 
counterparts, and also own millions 
of trucks and tractors. For in- 
stance, among the subscribers to 
Farm Journal, America’s largest 
rural magazine, every 100 families 
own 106 passenger cars, 44 trucks 
and 73 tractors. 

The reason for this multiple 
ownership is obvious. Cars as well 
as trucks and tractors play a vital 
part in the business operation of 
Rural America. Few city families 
are as dependent on them for daily 
transportation and business errands 
as those who live in the country. 

It is interesting to note that the 
quality of car ownership in Rural 
America is also very high, During 
a two-year postwar period, 600,000 
Farm Journal families bought new 
cars. Some 5,000 families bought 


Cadillacs. An equal number bought 
high-priced Lincolns and Chryslers. 

Realizing the importance of cars 
and motive equipment to rural fam- 
ilies, Farm Journal inaugurated a 
series of informative maintenance 
features November a year ago. 
“Keep ’Em Rolling,” as this series 
is called, appears regularly at sea- 
sonal intervals. This feature is a 
welcome help to farm readers, who 
are vitally interested in better 
maintenance. It is equally welcomed 
by dealers, who experience a con- 
siderable sales impetus by tying in 
with “Keep ’Em Rolling.” 

The next feature in this series 
will appear in the July issue of 
Farm Journal, which will reach its 
readers June 16. You can prepare 
to take advantage of the promo- 
tional push this program puts be- 
hind the products you sell by tying 
in directly with it, either through 
a regular promotion of your own 
or with material which your sup- 
pliers make available. Ask your 
supplier today, or write Dealer 
Service Department, Farm Journal, 
Philadelphia 5, Pa. 

















CAR DEALERS! . . 


Genuine Lambs Wool 
POLISHING BONNETS 


These bonnets are only sold direct to car dealers. For 
that reason, our prices reflect tremendous savings to 
you. They are all first quality. Satisfaction guaranteed. 


[~~ Look At These Savings!” | 
$12.50 


OUR 


8" 3:14" $18.00 


. Buy Direct! 





per 














Order Today! Shipped Open Account to Write for quotations on spe- 35c Ea. in ° — 4 y My yt ¢ 
Rated Dealers F.O.B. Hackensack, N. J. cial sizes—any quantity. ard and Eugene J. Brady. One Doz. Lots ~icacasecs Gt —— } 





AUTOMOTIVE MANUFACTURERS OUTLET CO. 
292 Main Street, Hackensack, N. J. 


tive of Ross Roy, will be in charge. 


The Dallas office is at 823 Mercan- | ™ 


tile Bank Bldg. 
* 


| 
| 
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Wismer Retained | : 


Traveling Billboard of Dealer Hulbert— 


Thomas F. O’Neil, vice-president | 
of General Tire and Rubber and) 
president of Thomas S. Lee Enter- | 
prises, parent company of the Yan- 
kee and Don Lee networks and the 
Mutual Broadcasting System, an- 
nounces that Harry Wismer, radio 
and television sports commentator 
and executive, has been retained in 
a general executive capacity. 

Wismer will be active in the new 
and expanded programming of the 
O’Neil radio and television stations. 
Starting later this month, he will 
begin a new series of five-times- 
weekly broadcasts over WOR, un- 
der the sponsorship of General 
Tire. Wismer will also be featured 
on WOR-TV and will continue his 
broadcasting of major sports events. 

+. * * 


All on ‘Travel U.S.A.’ 


Holiday’s July, 1952, issue will 
be devoted entirely to “Travel 
U. 8. A.” It will be the largest 
issue on travel in the U. 8. ever 
published, the firm states. Writ- 
ten entirely by Holiday’s staff of 
travel editors, the issue will fea- 
ture sights, shrines, foods, res- 
taurants, routes, clothes, amuse- 
ments and the story of travel to- 
day in this country. 

+ * * 


Pachuta Promoted 


Ed Pachuta has been named 
Eastern Ad manager for Farm and 
Ranch- Southern Agriculturist by 

= c Forbes McKay, 
vice-president. 
Pachuta had been 
a member of 
Farm Journal's 
ad staff for near- 
ly 18 years before 
joining Farm and 
Ranch Publishing 
in New York this 
month. He began 
‘ a career with 

ae arm Journal as 

a sales promotion 
assistant in 1934. He later served 
as classified ad manager until be- 
coming ad sales representative in 
New York in 1939, a post he held 
until accepting his new position. 
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Coming Year 


PROVIDENCE, R. I.—Appoint- 
ment of committees of the Rhode 
Island Automobile Dealers Assn. 
for the coming year has been an- 
nounced by the new president, 
Romeo D. Asselin. The committees 
are: 

Membership — Frank L. Hurd, 
chairman; T. Harold Pomfret, 
Frank A. Marrone, Ralph F. Ma- 
donna and David F. Fitzgerald. 

Dealer relations—Harold A. Lan- 
phear, chairman; Berthelot A. Le- 


J. Duncan Suttell, Albert W. How- 


Publicity—Harry Sandager, chair- 
man; Herman L. Bennett, Robert 
W. Pierce, Thomas A. Clarke and 
Henry Levaur. 

Legislative—Leo B. Carey, chair- 
man; George M. Westlake, Harold 
A. Lanphear, Harry Sandager, G. 
Merlyn O’Keefe, Thomas A. Clarke 
and C. George DeStefano. 

Social—John M. Dunne, chair- 
man; Frank L. Hurd, assistant 
chairman; Frank J. Kohl, Wallace 
A. Sefsick, Ellis P. Hawkes jr., Fred 
G. Halbig, Alfred J. Ratier, E. M. 
Caldwell jr. and Julius Abrams. 


Auditing — Edward B. Jones 


? 


chairman; Emile A. Pepin and 
Joseph L, Nunes. Resolutions— 
Thomas A. Clarke, chairman; 
. v 


Frank S. Shy, Philip A. Desrochers, 
George Harrison and Fred W. 
Smith. Harry Sandager was reap- 
pointed editor of the association’s 
News Letter. 





Every three months this ‘‘penny-a-mile” 
new location in and around Lincoln, Neb. 








billboard di sina 


s and r 
Designed by Kaiser-Frazer Dealer Corwin 
L. Hulbert, the 50-foot long billboard is moved at intervals to catch the eye of a 
maximum number of motorists, Hulbert states. The board is paneled to ease trans- 
portation and assembly. 
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Purolator Unit to Produce 


Electronic Ign 


NEW YORK.—Formation of a 
new subsidiary, Transistor Prod- 
ucts, Inc., and purchase of a license 
from Western Electric Mfg. Co. to 
manufacture a pea-sized electronic 
substitute for vacuum tubes is an- 
nounced by Ralph R. Layte, presi- 
dent of Purolator Products, Inc., 
Rahway, N. J. 

The transistor, first developed by 
Bell Laboratories for communica- 
tions use, has attracted national 
attention in recent months because 
of its practically limitless poten- 
tialities in electronics. 

“One important future appli- 
cation of the transistor,” Layte 
said, “lies in its use as a reetifier 
in an entirely new and trouble- 
free ignition system for internal 
combustion engines, eliminating 
brushes and moving parts that 
now cause most failures. The de- 
vice can also be widely used as a 
rectifier in industrial motors, 
making possible greatly improved 
efficiency and speed control. 

“Other applications include au- 
tomotive radios, small two-way 
communications systems for cars, 
trucks, marine use, farms, aircraft, 

and other purposes. Such devices 
would be about the size of the pres- 
ent hearing aid, which can also be 
drastically reduced in size by use 
of the transistor. Unlike the vacu- 
um tube, the transistor is unaffect- 
ed by shock or vibration, and can 
be depended on for indefinite serv- 
ice. 

“The transistor, not only smaller, 
but more efficient, requiring little 
power, completely dependable and 
very long-lived, opens up countless 
new possibilities for electronic de- 
velopments in other fields as well 
as those mentioned above. 

“In addition, it will probably 
take over about 80 percent of the 
functions now performed by 
vacuum tubes as soon as quan- 
tity production brings down the 
cost of manufacture.” 

Preparation for production of the 
transistor will take four to six 





ition Aid 

months, Layte estimated. The proc- 
ess and equipment will be turned 
over to Transistor Products for pro- 
duction. Meantime, Transistor 
Products will itself engage in re- 
search with a technical staff head- 
ed by Dr. Roland B. Holt, former 
director of the Nuclear Laboratory 
at Harvard university. 

Scientific Specialties, a re- 
search organization formed and 
headed by Dr. Holt, includes on 
its staff Professor Robert Kar- 
plus of the physics department at 

Harvard, and Dr. Geoffrey 

Knight, formerly of International 

Business Machines Laboratories. 

The organization recently devel- 
oped, for MIT, new equipment for 
testing transistors, believed to be 
the first in the field and one impor- 
tant step toward quantity produc- 
tion of the device, Layte said. 
Transistor Products will have ex- 
clusive distribution rights for this 
equipment. 

Layte also told stockholders that 
Scientific Specialties will work with 
Purolator on research into ultra- 
sonic and electrostatic filtration 
possibilities in connection with 
Purolator defense contracts. 

Layte also reported that the com- 
pany is entering the commercial 
and domestic oil burner fields with 
fuel, boiler water and air filters 
using its Micronic principle, and is 
also completing development of a 
Micronic filter line for railroad 
diesel engines. 


Jack Firms Seek 
Leeway on Types 


WASHINGTON. — Revision of 
Order M-83 to increase the types 
of jacks of certain specified models, 
sizes, capacities and specifications 
that can be produced, was recom- 
mended to NPA last week by the 
advisory committee for the jack 
industry. 
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Our New Prices Are the Lowest Yet 
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DEALER AUTO ACCESSORIES 


3210 Avenue H, Brooklyn 10, N. Y. 
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many, comprises the following products: 


BOSCH 

ignition units, spark plugs, gener- 
ators, starters 

BO 


batteries, headlamps, horns, blink- 
ers, car heaters 


ROBERT BO 





Export Division 
STUTTGART, 


In 65 years of research and engineering achievements Robert Bosch GmbH 
has contributed essentially to the growth of the automotive industry. Today | 
the vast manufacturing program of Robert Bosh GmbH, Stuttgart, Ger- 


BOSCH 
Diesel fuel injection equipment, 
air pressure brakes 


lubricating pumps, electric tools, 
condensers, etc. 


SCH GMBH 





GERMANY 
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NADA to Furnish 


,for distribution to members next | |'Role in Ci 


tivie Affairs Stressed . 





Alabama Rallies Dealers on PR 


(Continued from Page 3) 


| month at a two-day committee | 
7-2 > . | meeting here. 

Supervisory Tips George M. Berry, St. Louis, | 
CHICAGO.—The next bulletin of | committee chairman since 1948, 
NADA’s Employer- -Employe Rela-_| said the release would contain tips} 
tions committee, entitled “Princi-| for dealership department heads | 


ples of Supervision,” and othe or supervisory personnel. 


was 8 approved 


News ot theAute World 


GREATEST MOTORING 
IMPROVEMENT SINCE 
4-WHEEL BRAKES: 


ow a cATOR/ 
An 
iary Lubrication System 
for All Com- 
bustion Engines, to lu- 

























MILLION-MILE ROAD 
TESTS SHOW: 
Reduced Valve-Ring Failures 
Savings, Gasoline and Oil 
Decreased Engine Wear 
Increased Payload Power 
Controlled Engine Deposits 
Combustion Residues Retarded 
Reduced Maintenance Cost © 














Engineered Auxil- 
Internal 


bricate valve 


cylinder walls — 


rings 
where 


mabowigggie lubrication 


Patents Pending 


The Engineered Method of 


Auxiliary Lubrication for the 


Modern, High- Compression Engine. 


( AUTOMOTIVE & MARINE PRODUCTS CORP Boston 34, Masi 











Carlife is Not a Polish 


a¢-CARLIFE 
GUARANTY ‘°72” 


ts tithe frofitable Plan that will 
SBrighten< < Your Future— 


“Un " ‘y [ 


Get the Lowdown! Mail This Coupon Today! 


Carlife 
Accumulates 
Cash for You 
Like it’s Doing 
for Other 
Dealers 





The Carlife Guaranty Co. Phone Diamond 1-2388 
16501 Wyoming, Detroit 21, Michigan 

RUSH us more information concerning CARLIFE GUARANTY “72" 
without cost or obligation. Show us what other dealers are 
doing. 
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Automobile Dealer;” a third poster | 
on the automobile as a source of | 
tax revenue-—federal, state and lo-| 
eal, and a fourth sign on 
the automobile dealer means to his 


In connection with the open 
meetings in each city, a special 
cocktail party was held in each 
place for association officers and 
directors and press and radio 
representatives. In a few re- 
marks at each cocktail party, 
Association President W. M. Tur- 
ner of Selma welcomed the guests 
and suggested that each take 
with him a special press and 
radio packet which had been pre- 
pared by the association. 

Also on display at all meetings | 
was an elaborate plaque which will 
be given to the dealer named “Mr. 
Alabama Automobile Dealer of 
1952.” 


Executive Vice-President Frank 
R. Broadway reported that the 
meetings, attended by an estimated 
700 dealers and guests, were held 
without extra cost to dealers above 
association dues. 


Wolfington emphasized 


Build Character 
Instead of Purse, 
Dealers Advised 


WASHINGTON.—J. Eustace 
Wolfington, Philadelphia DeSoto- 
Plymouth dealer and former chair- 
man of NADA’s Public Relations 
committee, told dealers attending 
the monthly meeting of the Wash- 
ington Automotive Trade Assn. 
here last week that “building char- 
acter for business is more import- 
ant than building huge bank 
accounts.” 


Money is not as important an 
asset as is character, Wolfington 
emphasized. 

“We hope to leave something of 
the greatest value to those who 
follow us in this business,” he said, 
“and I think the finest thing any 
man can leave is character built4 
by doing the job well during a 
lifetime.” 

Wolfington praised NADA’s pub- 
lic relations program and said he 
felt that public relations was the 
most important item on a dealer’s 
agenda for doing business today. 
He urged the dealers to watch their 
customer relations carefully and to 
try to improve them constantly. 

“There are few problems we 
face,” he added, “which cannot be 
eliminated easily if we have built 
a name for ourselves within our 
community. Respect is earned and 
cannot be taken away.” 

Joseph Trew, chairman of 
WATA’s public relations commit- 
tee, planned the association’s May 
program. WATA President A. Left- 
wich Sinclair jr. presided, and 
former NADA President Fred 
Haller introduced the speaker and 
guests. 


in his 





, luncheon address that 
tant for every 
his basic services to the public... 
to the 
what | business prosper. 


state and community in an eco-|- 
nomic way (payrolls, number em- | 
ployed, etc.). 


I do mean business!” 





* } 
Friends | 
(Continued from Page 3) 

10. Don’t be a stuffed shirt. You| 
can’t build a false front customers | 
can’t see through. 

11. Put yourself in the came j 
er’s shoes. When unusual requests | 
are made, place yourself in custom- | 
ak? Position. 

- Do small favors. Big favors | 
ae .. time and are not expected. 

13. Keep cool. Lost tempers lose | 
customers. 

14. Don’t overdo it. There is a} 
vast difference between sincere 
appreciation and gushing flattery. 

15. Know what you are talking 
about. Customers depend upon you 


guess wrong. 

16. Keep promises. Confidence 
is the foundation on which busi- 
ness and friendship are built. 

17. Look the part. People judge 
other people by their appearance. 

18. Don’t oversell. Good sales- 
manship is not high pressure sell- 
ing or overselling. 

19. Be tactful. Simply stated, tact 
is consideration for the feeling of 
others. 








for advice. If you guess, you may V 


“it’s impor- | 
dealer to examine 


tomobile owner depends, in many 
instances, on your being able to 
give efficient service to him—sell 
him good cars—sell him good 
service. Charge him as reason- 
ably as you can to keep America 
strong... and I assure you that 
a businessman who doesn’t make 
a profit on what he sells is guilty 
of a great disservice to his coun- 
try. For the more men who go 
out of business, the more catas- 
trophic will our economy become.” 

Wolfington added: “I consider it 
the American obligation to give as 
good service as is humanly possible 
in this age of complexity, high cost 
of living, and speed.” 

Damon also spoke at each lunch- 
eon session, declaring that “the 
continued growth of motor trans- 


customers who make his 


“The very livelihood of the au- 








portation in your state and the 

“Since you'll be taking over | nation depends on overcoming two 
here someday, son, I want you to | major obstacles—the waste and in- 
spend your time getting ac- |efficiency of accidents, and the 


quainted with the business, and | critical lack of capacity on our 


streets and highways. 

















Don’t let run-of-mill fasteners add to 


BS ga a 


{ your product costs by adding minutes 
_’ to assembly time. 
ee 
__/ Midland Weld Nuts are made for “Blind 
Fs A Spots” or wherever you may be using two men 
= 


now to tighten a single bolted connection. 






Find out more about... 


MIN DILAUN LD 
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Export Department: 38 Pearl St., pales Heike N.Y. 
MANUFACTURERS OF: _ 


AIR AND VACUUM AIR & ELECTRO-PNEUMATIC 
POWER BRAKES DOOR CONTROLS 


"AUTOMOBILE AND 
“TRUCK FRAMES 
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Finance Firms Likely to Hold to 24 Months... 





Sales Upswing Seen as °W’ Ends 


(Continued from Page 1) 
the credit record of the individual 
and the condition of the merchan- 
dise. Official recommendations are 
expected soon from directors of 
the conference, Rogers said. 
* * ok 
YPICAL of the trade comments 
applauding the shelving of Reg- 
ulation W was that of J. Saxton 
Lloyd, NADA president, who said: 

“Lifting of the regulation will 
permit buyers and dealers to 
adjust downpayments and _ the 
number of monthly installments 
to levels advantageous to them- 
selves and business as a whole. 

“In most cases the cost of essen- 
tial transportation will be extended 
over a longer period of time. The 
result will be that new or used cars 
will be available to many who, 
though badly needing such vehicles, 
could not afford them under the 
Regulation’s terms.” 

James C. Downing, NUCDA pres- 
ident, predicted a price rise for 
late-model used cars and a decline 
in value on older models and pre- 
wars as later units are made more 
accessible to consumers through 
eased credit, 

* *@ 

— on the FRB for Reg- 

ulation W revisions had never 
been greater at any postwar period. 
NADA and NUCDA made market 
surveys designed to show the im- 
pact of stringent credit terms on 
the market. NADA President J. 
Saxton Lloyd and NUCDA Presi- 
dent James C. Downing were fre- 
quent visitors at the FRB offices 
in the capital. 

The auto industry’s feelings were 
expressed only two weeks ago in 
a letter from George W. Mason, 
AMA president, to the Senate 
Banking committee. This missive 
for the first time revealed factory 
apprehension about slumping sales 


3 May Meetings 


Listed in Jersey 


NEWARK, N. J.—The New Jer- 
sey Automotive Trade Assn. has an- 
nounced the schedule for three re- 
gional meetings this month. 

Central region dealers, compris- 
ing Hunterdon, Mercer, Middlesex, 
Monmouth, Ocean, Somerset and 
Warren counties, will meet May 19 
at the Trenton country club. 

The northern region, comprising 
Bergen, Essex, Hudson, Morris, 
Passaic, Sussex and Union counties, 
is scheduled for the Robert Treat 
hotel, Newark, on May 21. 

Dealers in Atlantic, Burlington, 
Camden, Cape May, Cumberland, 
Gloucester and Salem _ counties, 
comprising the southern region, will 
meet May 22 at the Hotel Tray- 
more, Atlantic City. 








and pinned a great deal of the 
blame on Regulation W. 

It wasn’t just a crusade of 
auto businessmen, for UAW-CIO 
President Walter P. Reuther had 
denounced the regulation in ap- 
pearances before congressional 
committees. Sen. Blair Moody, 
Michigan Democrat, was another 
outspoken foe of Regulation W. 
Regulation W officially went into 
mothballs at 4:30 p.m. (eastern day- 
light savings time) on May 7. It 
was first reimposed Sept. 18, 1950, 
with requirements of a one-third 
downpayment and 21 months to 
pay. This was nearly three months 
after the outbreak of the Korean 
war. 

On Oct. 16, 1950, less than a 
month later, the period for paying 
car loans was shortened to 15 
months. Last July 31, it was ex- 
tended to 18 months after Congress 
specifically wrote an 18-month 
“floor” into the Defense Production 
Act. 

Subsequently, the FRB removed 
credit controls from used cars of 
pre-World War II vintage. 

New and used trucks have never 





Canada Also Removes 


Credit Restrictions 
By M. L. Schwartz 
Staff Correspondent 

TTAWA.—Immediate sales gains 

were reported by auto dealers 
in Canada last week as the govern- 
ment lifted all restrictions on con- 
sumer credit. 

Biggest sales increase was ex- 
pected in low-priced cars, Deal- 
ers forecast a boom in sales of 
British makes, and said that 
plans are under way to rush 
larger imports into Canada. 
There is no indication that credit 
terms will run wild. Dealer asso- 
ciation officials point out that 
finance companies will hold to sane 
standards to protect their invest- 
ments. 

* + * 

ENERAL terms are expected to 

be a third down and 24 months 
to pay, with stiffer terms on older 
cars. 

The suspension of restrictions 
was announced last Monday by 
Finance Minister Douglas C. Ab- 
bott, who warned that controls 
would be reimposed if inflation- 
ary tendencies reappear. 

Action came shortly after the 
Bureau of Statistics announced 

that living costs had declined for 
the third consecutive month. 


Ritchey Marks 5th Year 
Ritchey Motors, Inc., 2200 15th 
St., Gulfport, Miss., has celebrated 
its fifth anniversary. The firm is 
headed by L. S. Copponex. Homer 
H. Graham is assistant general 
manager. 








GM Center Moves Closer to Completion— 





Ground has been broken for the main research building of General Motors Re- 
search Laboratories at the GM Technical Center, near Detroit. It is the last of six 
structures in the Research Laboratories group and will house chemistry, physics, 
engineering lab, executive offices, auditorium and library. Charles L. McCuen, general 
manager of Research Laboratories, broke ground for the new unit. Building will be 
690 feet long and 55 feet wide. With McCuen are (left to right): Harlow H. Curtice, 
executive vice-president; President C. E. Wilson; Charles F. Kettering, director and 
former general manager of research laboratories, and Charles A. Chayne, GM engi- 


neering vice-president. 


a 





; been subjected to credit controls. 

| * * * 

| THER comments of industry 
and dealer leaders were as fol- 

| lows: 

Walker Williams, sales vice-pres- 
ident of Ford: “Suspension of 
Regulation W is one step in the 
right direction. We hope it will be 
a forerunner to the elimination of 
all controls upon the civilian econ- 
omy and a return to the full and 
free competition in the American 
tradition.” 

Edgar F. Kaiser, president of 
Kaiser-Frazer: “Most of the gains 
from the removal of Regulation 
W should be on an across-the- 
board basis. However, independ- 
ents will be aided, especially if 
the major concerns are caught 
short. I think business will be 
increased by perhaps 25 percent.” 


Arthur O. Dietz, president of 
Universal C.I.T.: “The suspension 
of the installment credit controls 
is good news to the buying public 
and business. It will be of genuine 
benefit to our national economy at 
a time when such relief is needed 
. .. Sound business judgment dic- 
tates that terms be liberalized, but 
that unsound practices and credit 
excesses be avoided.” 


Lloyd, president of NADA: “We 
are confident the Board would 
have taken action sooner had it 
net been for the acute steel situa- 
tion . . . We feel sure that they 
(the FRB) have the interest not 
only of the general public, but 
also of the nation’s automobile 
dealers, at heart.” 


Downing, NUCDA president: 
“The suspension of Regulation W 
should result in improved sales 
and general stabilization of the 
market for at least three to four 
months. But dealers should exer- 
cise caution in expanding inven- 
tories in view of the increased 
production rate for new cars and 
the generally unsettled economic 
situation.” 


Obituaries 


Foley, Founder in 1911 


Of N. J. Chevrolet Firm 

NEWARK, N. J. — Edward J. 
Foley, president of Foley Chevrolet 
Motors Sales Corp. here and its 
founder in 1911, died May 5 after 
an illness of several months. 

Before entering the auto distri- 
bution field, Mr. Foley managed the 
old Prescott Automobile Co., manu- 
facturer of steam-powered cars in 
Passaic, N. J. He served as presi- 
dent of the former Newark Auto- 
mobile Trade Assn. at one time. 

* ok * 


John B. Tower 

NEW YORK.—John B. Tower, 70, for- 
merly executive assistant to the vice-presi- 
dent and general manager of the interna- 
tional division, U. S. Rubber, died May 5 
at Flower Fifth Ave. hospital. Mr. Tower 
was stricken with a heart attack at his 
home in the New York Athletic club. A 
veteran of 41 years’ service to the rubber 
industry, Mr. Tower joined U. S. Rubber in 
1906 as a salesman in the tire division. 

* * * 


Ovila Corbeil 
MONTREAL. — Ovila Corbeil, 62, auto 
dealer and well-known Montreal sportsman, 
died at his home here Apr. 29. 
* * * 


Ira W. Little 
FULTON, Ky.—Ira W. Little, owner of 
Kentucky Motor Co. here, died unexpectedly 
May 3. Among his other business inter- 
ests, Mr. Little was a director and former 
president of the Fulton bank and part 
owner of radio station WFUL. 
* * * 


Earl F. Crumley 
COLUMBUS, O.—Earl F. Crumley, 59, 
formerly president of Earl Crumley, Inc., 
automobile distributor, died last week. 
Since 1945 he had been associated with 
Ohio Machinery Co. 
o 





* 
Lloyd Whitney Sr. 

MILTONVALE, Kans. — Lloyd Whitney 
sr., 49, automobile dealer here, was killed 
May 2 when his light plane crashed near 
Miltonvale. Two sons, Norman, 12, and 
John, 14, who had gone along for a pleas- 
ure ride, also were killed. Mr. Whitney 
was the father of 10 children. 

* * * 


Clifton D. Welcomb 
DETROIT.—Clifton D, Welcomb, techni- 
cal supervisor for the Detroit district of 
Air Reduction Sales Co., a division of Air 
Reduction Co., Inc., died recently. Mr. 
Welcomb, who was associated with Airco 
for many years, spent the early part of 
his career in railroad service. He pioneered 
many of the early welding applications 
that have since become standard operations 
on railway equipment. 
* * * 

George C. McClure 
GALION, O.—George C. McClure, 46, ex- 
ecutive vice-president and general manager 
of Hercules Steel Products Corp., died sud- 
denly of a heart attack at his home here 





Apr. 26. 








Utah Studebaker Dealers Go Scottish— 


& Foal 





The Studebaker dealers of Utah go Scotti:h with tartan ties and tams at a luncheon 
in Salt Lake City to celebrate Studebaker's actual miles-per-gallon record in the 
1952 Mobilgas Economy Run. The Run, from Los Angeles to Sun Valley, Idaho, in- 
cluded Salt Lake City as a major control point. Left to right: Ralph Packard, Provo; 
H. T. Bowman, Salt Lake sales manager; Joe Carr, Brigham City; Grant E. Hayes, Salt 
Lake City dealer; Norman Hayes, Murray; L. W. Rasmussen, Ogden; Earl Gomm, 
Layton; Rex Sutton, Magna; Henry S. Day, Draper; Roy Brown, American Fork; T. A. 


Budge, Logan. 





James Heads Up 
San Francisco 


Dealers Group 


SAN FRANCISCO.—The San 
Francisco Motor Car Dealers Assn. 
elected new officers at its annual 

. meeting. The par- 
ley featured a 
discussion on the 
prospects for re- 
peal of Regula- 
tion W. 

William B. 
James, president 
of the San Fran- 
cisco Nash deal- 
ership bearing his 
; : name, was chosen 

aoa president to suc- 
William B. James = ceed Earle Dah- 
lem, manager of William L. Hugh- 
son Co. (Ford). 

Other officers elected were: Vice- 
president, Hilary T. Martin, man- 
ager for Earle C. Anthony, Inc., 
Packard distributor; treasurer, W. 
U. Remensperger, of Remensperger 
Bros. (Buick); secretary, John W. 
Allen, president of J. W. Allen Co. 
(DeSoto - Plymouth). The associa- 
tion reelected its executive com- 
mittee. 

Amos T. Crowl, association man- 
ager, told members that “though 
great pressure has been brought to 








bear on the FRB by the National 
Automobile Dealers Assn. the 
board flatly stated that it will 
modify its consumer credit regula- 
tions only when it believes that 
economic conditions justify such 
a step.” 

He said that reports from the 
NADA in Washington indicate that 
the fight for repeal of Regulation 
W was currently deadlocked. 


Most of the 54 members of 
SFMCDA attended the luncheon 
session. 





Kyes Makes Tour 
Of West for GMC 


PONTIAC.—Roger M. Kyes, gen- 
eral manager of GMC Truck and 
Coach, is touring the west to in- 
spect company and dealer facilities, 
and survey market conditions, 

Kyes, accompanied by several 
staff members, has scheduled stops 
at Kansas City; Denver; Los An- 
geles; San Francisco; Portland, 
Me.; Seattle; Salt Lake City, and 
St. Paul. He will return here Sun- 
day (May 18). 

As chairman of the sponsoring 
committee of the Future Farmers 
of America Foundation, Kyes will 
speak Wednesday (May 14) at a 
regional conference of vocational 
agriculture educators in Belling- 
ham, Wash. 





Man on Street Held Key 
To Solving Road Mess 


(Continued from Page 2) 


further below standards in the past 
years. He declared that a nation 
on wheels “has got itself stuck, 
not in the mud, but in a traffic 
muddle.” 

There are two principal rea- 
sons for this muddle, Bradley 
said. One is the phenomenal in- 
crease in the number of vehicles 
and highway use since the war, 
and the second is the fact that 
we have failed to keep the high- 
way machine in top-notch run- 
ning order. 

Government agencies must be 
convinced of the importance of 
highway transportation, he assert- 
ed, and more steel—and of the 
right types—must be made avail- 
able for road construction. 

Bradley declared that “you don’t 
squeeze a ribbon of highway out 
the way you do toothpaste. You 
don’t turn a highway construction 
job on and off like a faucet. A 
highway construction job requires 
months of coordinated planning.” 
oe x * 


A MOTHER job to be done is to 
+ awaken the country to the need 
for action, Bradley said, and two 
major road blocks must be re- 
moved. 

One, highway monies must be 
expended where the projects have 
been proved necessary. This in- 
cludes, he emphasized, stopping the 
diversion of highway funds to 
other than road purposes. 

Even more, highway revenues 





have not kept pace with costs 
or national income, he pointed 
out. The present dollar does not 
buy as much steel, muscle, con- 
crete or asphalt as even a half- 
a-dollar did formerly. 

Bradley declared that the people 
want—and are ready to pay for— 
better highways. He pointed to the 
rise of the toll road idea as an 
example, and declared that actual 
use of toll roads has greatly ex- 
ceeded estimates. 

* * * 


HOSE who ask for a marked 

increase in federal aid to high- 
ways are asking for more federal 
control and red tape, Harold F. 
Hammond, manager of the trans- 
portation department of the U. S. 
Chamber of Commerce, told the 
congress. 

Hammond said the chamber is 
actively encouraging highway 
improvement. He asserted that 
the chamber believes this could 
be done better and with no ad- 
verse effect primarily through 
state and local rather than fed- 
eral channels. 

“The trend toward federal domi- 
nation in highway development,” he 
said, “is unmistakably marked by 
such things as the repeated pro- 
posals for federal control of sizes 
and weights of motor vehicles, 
supposedly necessary to protect the 
federal-aid investment in high- 
ways.” 
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Heated Battle Rages .. . 





Ford Quota Decision Due June I 


(Continued from Page 1) 


ble by lower labor costs under the 
escalator clauses in its UAW-CIO 
contract. 

George Romney, Nash vice-presi- 
dent, was one of the most forceful 
speakers for the objectors, along 
with T. J. Iserman, representing 
Chrysler. 

Romney was insistent that the 
intervenors be granted opportunity 
equal to Ford, to present their 
arguments on competitive positions 
in the auto industry since the 
Korean war. 

Romney suggested that the whole 
matter be sent back to NPA’s 
motor vehicles division for a re- 


appraisal of all auto companies’ 
competitive ratings. 
* * * 
LL intervenors said that the 


15-minute time limit allowed 
them to state their positions was 
insufficient. 

In cross-examining one of the 
witnesses, Romney revealed, appar- 
ently unintentionally, that GM has 
completed tooling for a new Chev- 
rolet car. He said Nash has de- 
layed bringing out new Ramblers 
because of material controls. 

Ford called on a group of wit- 
nesses to support its contention 
that the year ended June 30, 1950, 
represented the best postwar period 
for determining the competitive 
positions of various companies. 

Prof. Joel Deane, Columbia uni- 


Shifts Are Made 
At Federal-Mogul; 


Jones Promoted 


DETROIT. — Retirement of two 
veteran executives resulted in high- 
level staff changes in Federal- 
Mogul Corp. last 
week. 

Bowing out 
were Stafford C. 
Reynolds, senior 
vice-president and 
treasurer, and E. 
R. Darby, vice- 
president for re- 
search and de- 
velopment. 

Edwin Olney 
Jones, vice-presi- 
dent and _ secre- 








E. O. Jones 
tary, was elected senior vice-presi- 


dent and secretary. Samuel E. 
MacArthur was named treasurer 
and in addition will continue to 
serve as controller. Gordon J. Le- 
Brasse, superintendent of the re- 
Search laboratory, was appointed 
acting director of research. 

Jones, who joined the company 
in 1919, had held high-ranking 
positions in the original equip- 
ment division. A member of the 
board of directors since 1929, he 
was elected vice-president in 1943 
and secretary in 1944. 

MacArthur joined Federal-Mogul 
in 1942 as assistant controller and 
was promoted to controller in 1945. 
LeBrasse, starting as a metallurgist 
in 1940, was named superintendent 
of the Ann Arbor (Mich.) research 
laboratory in 1949. 

Reynolds was a founder in 1915 
of Federal Bearing & Bushing 
Corp., one of Federal-Mogul’s pred- 
ecessor companies. Treasurer and 
a director throughout his tenure, 
he will remain a member of the 
board. 

Darby had headed the concern’s 
research program since joining it- 





in 1929. He was made vice-presi- 
dent in 1948. 


versity marketing analyst, said 
that only a “consumer-dominated” 
market is normal. Prof. Philip 
Wernette, of the University of 
Michigan, testified that there was 
abnormal demand for cars in 1947 
and 1948. 

Del Everett, director of Ford 
marketing research, presented a 
study of current Ford, Chevrolet 
and Plymouth’ used-car prices, 
which he said showed a rising 
demand for Ford cars. 

* * * 
| ened denied that its plea for 
high quotas posed a peril to 
the competitive fortunes of smaller 
makers. 

William T. Gossett, Ford general 
counsel, said Ford’s proposal to 
revise NPA’s present production 
formula would actually permit 
smaller makers to build more ve- 
hicles than they have been building 
in the past nine months 


To pound home Ford’s argu- 
ment that NPA-acted “arbitrar- 
ily” in taking 1947-1949 as a base 
period for allocating materials to 
individual firms, Gossett called 
on two former NADA presidents, 
both Ford Motor dealers. 


Ben Wright, who recently sold 
out his Lincoln-Mercury dealership 
in Evanston, Ill, and George 
Zeismer (Ford), of Mankato, Minn., 
testified that new cars sold in an 
“abnormal” sellers’ market in 1947- 
1948, but that a normal market 
began to prevail in the summer of 
1949. 

* * * 

OSSETT said the year ended 

June 30, 1950, best reflected the 
competitive positions of various 
auto companies. Zeismer agreed, 
saying the 12-month period repre- 
sented as normal a year as the 
auto industry ever had. 


Gossett said NPA’s present car 
and truck allocations do an in- 
justice to Ford, “and to the pub- 
lic as well.” 

“I want to deny categorically,” 
continued Gossett, “that the re- 
vision in percentages (of produc- 
tion) which we propose would take 
from the smaller producers any 
units which, based on the record 
of the past nine months, they can 
produce or sell. 

“Under our proprosed method of 
allocation, the smaller companies 
will receive materials to produce 
more units per quarter than they 
have been able to produce and sell 
during the last nine months. 


x * * 
ad AT anytime it should appear 
smaller companies 


that hardships to any of the 

would result 

under any new method of alloca- 

tion adopted by NPA, then we not 

only would not object to, but would 

favor the alleviation of the hard- 
ships.” 

Gossett said Ford was merely 
making an appeal for its “fair 
share” of materials among itself, 
General Motors and Chrysler. The 
only issue Ford is trying to make, 
he said, concerns the production 
pesitions of the Big Three. 

“So far as Ford is concerned,” 
said Gossett, “the competitive 
clock has been set back to the 
middle of 1948.” 

Gossett said that only the year 
ended June 30, 1950, meets the 
statutory provisions of the Defense 
Production act, which guarantee a 











‘Ole Man River’ Surrounds lowa Showroom— 


“Ole Man River" is at the door of McEleney Motors (Oldsmobile), Clinton, la., at 
the edge of the Mississippi river, McEleney was forced to close his doors when the 
river went on a rampage. He saved the showroom from damage by building a wall 
of sandbags directly cross the street from the building. 


| firm's competitive ranking during 
ie defense emergency. 
+ * * 

S THINGS stand now, Gossett 
+4 said, Ford will lose the produc- 
tion of 154,628 cars and trucks, 
representing $254,539,336 in revenue. 
(Of the 154,628 units, 94,555 were 
listed by Gossett as cars with a 
unit value of $1,704 each.) 


Gossett said NPA’s production 
formula had already deprived the 
public of 130,000 passenger cars, 
a total he said the smaller com- 
panies “have not been making 
and selling under the quotas 
NPA has allotted to them.” He 
said that unemployment was also 
intensified because the 130,000 
cars were not built. 

Commenting on Chrysler’s pro- 
test to the Ford production pro- 
posal, Gossett said: 

“One gets the impression that the 
issue is whether Ford or Chrysler 
is in second place in the industry. 
Combining passenger cars and 
trucks, Chrysler has been in third 
place for a number of years.” 

+ * * 


. said that during most 
of the base period of 1947-1949, 
Ford diverted materials from pas- 
senger car production to truck 
production, and then added: 

“Had Ford desired at anytime to 
outsell Chrysler in the passenger 
ear field, it could, of course, have 
done so by the simple expedient 
of diverting a small proportion of 
materials from its truck produc- 
tion, without affecting its decisive 
leadership over Chrysler in the 
truck field.” 

Gossett concluded as follows: 

“In our opinion, the base period 
chosen by NPA is neither fair nor 
representative. It was not a period 
of competition, and it does not re- 
flect competitive positions. It there- 
fore fails to meet the requirements 
fixed by Congress in the Defense 
Production Act. 

“The effect of this bad decision 
is to give some manufacturers the 
right to make more cars and trucks 
than they can possibly sell, and to 
frustrate others for whose prod- 
ucts there continues to be an 
insistent demand.” 


Capehart 


(Continued from Page 2) 





the industrial front. One decision 
being deferred until the steel con- 
troversy is resolved involves the 
price divorcement demanded by the 
Wage Stabilization Board last June 
on the four-cent-an-hour “annual 
improvement” raises in auto worker 
contracts. 

The government allowed auto 
makers to grant the productivity- 
factor raises last year only on con- 
dition that no price increases would 
be claimed on the basis of higher 
labor costs. Written pledges to this 
effect were required by WSB be- 
fore the raises could be certified. 

~ * a 


PS last week formally an- 

nounced the order reducing 
Chevrolet car prices. The decrease 
amounts in advertised - delivered 
ceilings range from $13.78 to $20.26 
on cars and total $14.75 on Subur- 
bans. The price of Powerglide was 
unchanged, but certain other items 
of Chevrolet optional equipment 
also were lowered slightly. 

The conversion-steel savings for- 
mula, under which the Chevrolet 
prices were reduced, also had 
brought $15.55 to $60 rollbacks in 
the factory retail prices of Dodge 
trucks. 

In an amendment to the Chrysler 
Corp. Special Order, OPS listed the 
following “basic” ceiling prices for 
new DeSoto accessories: Fluid 
torque drive for the Fire Dome 
eight series, $124.56; electric window 
lifts for the limousine and eight- 
passenger sedan models, $211.05. A 
new DeSoto Fire Dome eight-pas- 
senger sedan was given a price of 
$3,270. 

The new Fluid Torque also will 
be available on eight - cylinder 
Chryslers and is a modified version 
of the transmission hitherto offered. 
Fluid Torque will be offered on 
DeSoto eights in conjunction with 
Tip-Toe Shift at a retail price of 
$256.67. 











80 
Here 80 tuned-up Studebaker 


— 


Studebakers Flash Economy Run Record— 
demonstrators, 








painted with Studebaker's 


high 
mileage accomplishments in the Mobilgas Economy Run, massed at the West Coast 
assembly plant in Vernon, Calif. These cars were driven away by Studebaker dealers 
of Southern California and Arizona to prove that “anybody can be an Economy Run 
driver" and get high miles per gallon averages. 





Stiffer Driver Law Boosted 
By Mich. Safety Committee 


By Pete Wemhoff 

Editor, Automotive News 
DETROIT.—A _ concerted cam- 
paign for a strict driver re-licen- 
sing law in Michigan will be under- 
taken by the Michigan Inter-Indus- 





Jack Rose 


James Mason 


try Highway Safety committee, it 
was pledged last week by James 
Mason, newly elected chairman of 
the group. 

Mason, Dodge-Plymouth dealer 
in suburban Ferndale, Mich., suc- 
ceeds Jack Rose, Detroit DeSoto 
Dealer who has taken an active 
part in furthering safety in the 
state. 

Mason’s pledge followed a report 
on Detroit safety enforcement by 
Judge John D. Watts, of traffic 
court, who pointed out that “too 
many poor drivers are licensed.” 
Judge Watts declared that the an- 
nual net revenue of the Detroit 
traffic court—about  $2,500,000— 
should go to further the safety 
movement. 

M. R. Darlington jr., national 
managing director of the Inter- 
Industry Highway Safety commit- 
tee, outlined the group’s broadened 
program which will include traffic 
safety, adequate roads and parking 
facilities. 

He praised the Michigan group 
for its rapid progress and noted 
that this state’s committee has 
the only paid secretary in the 
nation. Darlington also called for 
periodic re-examination of all 
drivers, regular safety inspection 
of vehicles in all states (only 14 
states now have such setups) 
and increased emphasis on ade- 
quate roads and parking facili- 
ties. 

Walter Eaton, executive secretary 
of the Michigan committee, report- 
ed that 14 more high school driver- 
training courses have been added 
this past year in the state, while 





Sales Executives to Hear 


Of Kar-Rug Promotion 


WOOSTER, O.—The sales pro- 
motion program developed for 
Rubbermaid Kar-Rugs, manufac- 
factured and dis- 
tributed by Woo- 
ster Rubber Co., 
will be one of the 
featured “success 
stories at the Na- 
tional Sales Exec- 
utives, Inc., con- 
vention, opening 
in San Francisco 
May 27. 

J. Robert S. 
Conybeare, gen- 
eral sales man- 
ager of.the company, will join a 
number of company heads and sales 
executives in a discussion of mod- 
ern sales techniques. The conven- 
tion will be opened with a keynote 





J. R. 8S. Conybeare 





address by Paul Hoffman, director 
of the Ford Foundation. 





Michigan State college is planning 
similar training at the collegiate 
level, Fletcher Parks, Ford dealer 
and secretary of the committee, 
noted that there are 350 driver- 
training cars in operation in the 
state. 


MSC, where the Michigan com- 
mittee has financed a _ special 
chair on safety, will conduct a 
driver education and traffic safe- 
ty seminar for teachers June 23 
to Aug. 1. 

Besides Mason, other new offi- 
cers and directors of the Michigan 
group are Joseph Brady, vice-presi- 
dent; Parks, reelected secretary; 
Bud Miller, treasurer, and Donald 
McIntyre, Paul Graves, Jack Rose, 
Edward Brink, Gilbert Haley, Har- 
vey Mack and Alex Levinsohn, all 
directors. 


Ward in Court 
Again as Plea 
Is Rejected 


By Ira R. Alexander 
Staff Correspondent 
DENVER. — Fred Ward, bank- 
rupt Hudson distributor, went on 
trial again in Denver district court 
last week after his lawyer lost an 
involved argument over whether 
trial on a new indictment would 
violate Ward’s constitutional rights. 


Ward recently was exonerated on 
three counts handed down by a 
special grand jury. There are, how- 
ever, some 33 other counts pending 
against him. 

Selection of a jury was started 
for the new trial, in which Ward 
is charged in a four-count indict- 
ment with false pretenses, confi- 
dence game and conspiracy to 
commit each. The indictment is 
based on a transaction in which 
J. K. Mullen, Corp., of Denver, 
lent $100,000 to Fred Ward, Inc., 
on Aug. 28, 1950. 

The state contends that Ward 
lied to Walter C. Brinker, Mullen 
vice-president, in obtaining the 
loan. Ward has pleaded innocent. 

In the earlier trial, Ward was 
acquitted on an indictment charg- 
ing false pretenses, confidence 
game and false representations in 
connection with the sale of $2,500 
worth of stock in his Hudson Fi- 
nance Corp. to Sam G. Russell, 
local real-estate man. 

In the Russell case, the state 

presented considerable evidence 
concerning the Mullen loan. Be- 
cause of this, Ward’s attorney 
pleaded before Judge J. Walsh in 
a day-long hearing that Ward al- 
ready had been tried and ac- 
quitted on the Mullen charge and 
should not be tried again. 

Prosecution counsel insisted that 
the Russell and Mullen cases in- 
volved separate offenses. They 
argued that evidence of the Mullen 
loan had been introduced in the 
Russell case only to show that 
Ward had a “plan, scheme or de- 
sign” to defraud the public, and 
that Ward could not have been 
convicted on this evidence. 

Lester W. Hall, former executive 
vice-president of the U. S. National 
Bank of Denver, and Mervyn L. 
McCarthy, Ward’s former auditor, 
have been named co-defendants in 
the indictment but have been 
granted separate trials. 
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$500 for Voting Appeals 


Syracuse Dealers Offer Five Cash Prizes 
In Essay Election Contest 


SYRACUSE, N. Y.—The Syracuse 
Automobile Dealers Assn. is award- 
ing $500 in prizes for the best let- 
ters on “Why Every American 
Should Vote” in the group’s county- 
wide campaign to get every eligible 
voter to the polls this fall. 

There is a grand prize of $300 
open to anyone in the county re- 
gardless of age, plus four $50 prizes 
for the best letters in various age 
groups from public, parochial, busi- 
ness schools and colleges. 

The contest was announced to the 
public schools of Syracuse, Solvay 
and East Syracuse, the county and 
parochial schools, Syracuse univer- 
sity, LeMoyne college, Central City 
business institute, Powelson insti- 
tute and representatives of the 
press, radio and television, chamber 





Fairless Is Named 
U.S. Steel Chief 
As Olds Retires 


NEW YORK.—Benjamin Fairless 
was elected last week as chairman 
and chief executive officer of U.S. 


Steel Corp. 
He succeeds Irving S. Olds, 
chairman since 1940, who has 


reached the company’s retirement 
age of 65. 

Fairless, 62, had been serving as 
president and chief administrative 
officer of U. S. Steel since 1938. In 
his new post, he will retain the 
corporation presidency and also 
that of U. S. Steel Co., the operat- 
ing subsidiary. 

Named vice-chairman of the cor- 
poration was Roger M. Blough, 48, 
who since January, 1951, had been 
secretary and executive vice-presi- 
dent in charge of legal matters for 
U. S. Steel Co. Blough became 
associated with the corporation in 
1939. 

Fairless, son of a coal miner, has 
been in the steel industry for al- 
most his entire career. He has 
been president and general man- 
ager of Central Alloy Steel in Mas- 
sillon, O.; executive vice-president 
of Republic Steel Corp. in Cleve- 
land, and president of Carnegie- 
Illinois Steel Corp., a U. S. Steel 
subsidiary. 

Olds will remain a director and 
member of the finance committee 
of U. S. Steel, posts he has held 
since 1936. He plans to return to 
active law practice with the New 
York firm of White & Case. 


of commerce and Syracuse Manu- 
facturers Assn. 

Edgar J. Arnstine is chairman 
of the committee directing the 
contest. He is assisted by Rob- 
ert J. Purcell, Paul T. Henson, 
president; Clellan S. Forsythe, 
George F. Dunbar, Fred L. Rivoli 
and Stuart C. Ballard, executive 
vice-president. 


Arnstine stressed that while ini- 
tially the contest will open in the 
schools, every resident of the coun- 
ty is eligible to take part. Entry 
blanks will be available at distribu- 
tion points to be announced in the 
next few days and will also be dis- 
tributed through the schools. 


The rules state that letters should 
not be longer than 150 words and 
should be written on plain white 
paper attached to an entry blank. 
Entries should be mailed to Syra- 
cuse Automobile Dealers Assn., Ho- 
tel Syracuse, and postmarked not 
later than midnight June 6. Let- 
ters written by students will be col- 
lected by their teachers. 


The four $50 group prizes will 
be divided as follows: grades 1 
through 6; grades 7 through 9; 
grades 10 through 12, and entries 
from colleges and business 
schools. All entries from schools 








De-Skidding Machine— 


Tracy Carrigan, manager of John Bean 
division of Food Machinery and Chemical 
Corp., Lansing, has announced that the 
company will manufacture the Peco ‘“‘de- 
skidding" machine. Carrigan says the 
machine helps to increase traction and 





reduce skidding as much as 20 percent. 
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Mode! PB-10! 
Universal Bug 
Screen Fits ONE MODEL FITS 
Against Resistor, MOST ALL CARS! 
lecide Grite Easy to sell—easy to install. Built for last- 
meee vee Vee ing wear. Made of Non-Corrosive LuMITE 
arene SCREEN NEEDS! that will not dent, rust or bulge. Retains 
its shape—looks neat and trim on any car. 
OTHER DISTINCTIVE Besides giving radiators complete bug 
PRODUCTS BY PARKER protection the PARKER Longway Protector 
. Screen is designed to guard against front 
Turn Signals for All Cars end damages caused by flying stones too! 
and Trucks Sturdy steel frame—dependable spring- 
America’s Smartest Seat type fasteners to hold firmly in grille. 
Covers Neatly sewed green plastic trim is 
Scuff Pads weatherproof for long lasting service. PRODUCTS T ton 
E-Z Cushions Packed 12 units to shipping carton. ’ 
Jack Kits Freight allowed on 100 Ibs. (72 screens— 1207 Harmon Place 


Handi-Pak Robes 


WRITE FOR COMPLETE LITERATURE AND PRICES 
ASK FOR NAME OF YOUR NEAREST JOBBERI 





108 Ibs.) Standard discounts prevail. 


Minneapolis 


Minnesota 





| will also be eligible for the grand 


prize of $300, competing with the 
| letters from adults. 

| Commending the automobile 
| dealers for their patriotism in spon- 
|soring the contest, representatives 
of the schools promised full coop- 


| eration in securing participation by | 
|the students. Support for the pro-| 


|gram was also promised by the 
| newspapers, radio and television 
| organizations in bringing the con- 
|test to the attention of all citi- 
zens. 


Sutter 


(Continued from Page 3) 


ployes who meet the public show a 
desire to be helpful, or are they 
indifferent? You may be more 
fortunate than most, but many 
dealers who have made this critical 
study have been shocked at what 
they found. Admittedly the cure is 
not easy, but improvement in these 
respects will pay off in increased 
goodwill for your own dealership. 

The second suggestion is long 
range and will take a little of your 
personal time. It involves com- 
munity service, or public service, 
or both. Are you serving in any 
capacity on your Community Chest, 
the Red Cross, your Boys club or 
Girls club, Scouting, or some other 
activity? You will find it interest- 
ing, valuable to the community and 
valuable to you. How do you go 
about it? It’s easy. Just look up 
a friend who does civic work and 
tell him you are interested. He’ll 
see you get a chance to help. 

* * * 


And Most Important 


He’ about politics? School 
board, park board, planning 
commission, council? Representa- 
tive to your state legislature? Sure, 
I know you don’t want any part 
of politics. But how are we ever 
going to get better government un- 
less businessmen like you take 
part? Fortunately, an increasing 
number are taking part in politics. 
Many dealers have told me it is 
fascinating, and very worthwhile 
to them. This merits your serious 
consideration. 

Thirdly, and most important of 
all, is active work in your church. 
Some will scoff at this, I know. 
But I have many dealer friends 
who will join me in saying that 
this surpasses all else in impor- 
tance. 

Most dealers are church mem- 
bers, but too few are active 
members. If you do not feel con- 
genial with your church congre- 
gation or your minister, I would 
suggest you transfer your mem- 
bership without delay to a church 
where you feel “at home.” Then 
give some of your time and talent 


to it. You will be amazed at 
how much “church business” 
there is; and you will find 


churches seeking men of goodwill 
and ability. Work on committees 
at first, and then serve on your 
church boards. 

You will come to find the most 
richly rewarding experience of your 
| life. You will find, too, that it is 
|helping you make sound and wise 
| decisions — never the fast - buck 
|ideas, but the policies that build 
|}customer and employe goodwill, 
and respect for you in your com- 
munity. And as an added dividend, 
if you couple it with reasonable 
effort and ability, you will prob- 
ably find that across the years, 
when the “fast-buck” boys fall by 
the wayside, your business will con- 
tinue to grow and prosper even 
beyond your expectations. 

All this together adds up to bet- 
ter public relations for your own 
business and a more interesting 
and fuller life for yourself. It will 
also help make the work of your 
various public relations committees 
far more effective in bringing our 
industry out in the sunshine of 
public goodwill. That should be in- 
centive enough for any man. 





Machine Tool Men Offer 
To Furnish Speakers 


CLEVELAND.—The machine tool 
industry is establishing a speakers’ 
bureau through which machine 
tool executives can be made avail- 
able as speakers at service clubs, 
schools, and business and civic 
organizations. The bureau was an- 
nounced at the spring meeting of 
the National Machine Tool Build- 





ers Assn. in Chicago. 


‘Auto Defense Orders Raised 


By Ed Janicki 

Staff Writer 
| DETROIT.—Military orders 
| placed with industries in Michigan, 
| Illinois and Ohio the first two 
| weeks in May amounted to close to 
| $66,000,000, it was announced last 
| week, with the biggest contract of 
| $45,267,715 awarded to Diamond T 
at Chicago. 

Earl J. Bush, Diamond T presi- 
dent, refused to comment on the 
order “for security reasons,” but 
the Army’s Chicago Ordnance 
* 


+ 


Olds Rocket Assembly — 


Women employes at Oldsmobile put 
together the tail assemblies of the 3.5- 
inch rocket at Lansing. They are riveting 
the wire to the contacter ring and weld- 
ing the support ring to the aluminum fins 
and nozzle. 

* * 
district said the contract calls 
for 2,857 five-ton trucks plus 
parts. 

Studebaker, which has been pro- 
ducing trucks for the army since 
early 1951, received a $20,000,000 
boost in its military commitment. 
A company official said that the 
amount did not represent a new 
contract but was an option on an 
original incompleted assignment. 

The Cadillac-Cleveland plant re- 
ceived a new order for $2,000,000 
for modification kits for tanks, and 
Oldsmobile was granted an extra 
$924,000 in 3.5-inch rocket parts. 
The increase in Old’s_ contract 
boosts its total on such items to 
$30,000,000. 

Since it started production on 


* 


| bazooka rockets to the 
| announced last week. 








By $66 Million in May 


3.5-inch missiles 
Oldsmobile 


one year ago, 
has delivered 2,250,000 
Army, it 


The company employs more 
than 800 persons on two shifts at 
the former six-cylinder engine 
plant in Lansing producing the 
ammunition for the Army’s 
super-bazooka, 


Ohio Rubber Co., Willoughby, O., 
received the biggest defense order 
of four rubber companies in Ohio, 
with an assignment for 37,900 tank 
track shoes valued at $5,572,606. 


B. F. Goodrich Co., Akron, got 
the second largest defense order of 
$3,620,000, also for tank track shoes. 


A 4,000-tire order valued at $560,- 
000 went to Cooper Tire & Rubber 
Co., Findlay, and Inland Rubber 
Corp., Mansfield, got one for 10,000 
tires valued at $506,000, the Cleve- 
land Ordnance district reported. 


In Detroit, the Ordnance Tank 
Automotive Center awarded two 
contracts to Electric Auto-Lite 
Co., Toledo, valued at $124,325 
and $81,743. Dana Corp., Toledo, 
also was granted two orders 
valued at $88,992 and $83,805. 
Other firms which received de- 
fense assignments this month were 
Kelsey-Hayes, Detroit, an addition 
for $3,182,650 worth of 105-mm. 


shells, which brings its total to 
$9,000,000; Crampton Mfg. Co., 
Grand Rapids, Mich., $1,039,846 


worth of rocket parts, advancing 
its total to $5,400,000, and National 
Cash Register Co., Dayton, O., $2,- 
904,000 for re-perforators. 





Teague Takes 
AAA License 


WASHINGTON. — Marshall 
Teague, one of the top racing driv- 
ers in NASCAR's grand national 
events, has received a license from 
the American Automobile Assn. to 
compete in AAA-sanctioned stock 
car events, it was announced here 
last week. 

At the same time, it was re- 
ported by AAA that Teague, who 
has been driving Hudsons in racing 
events, may try for a series of 
stock-car records on the salt flats 
in Utah. Hudson now holds several 
records in its class that were estab- 
lished in 1939. 

(In Detroit, Hudson would make 
no comment on any plans for salt 
flat runs.) 
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Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U. S. PRODUCTION ONLY) 




















Week Week Jan, 1 Jan, 1 
Ended Same Ended May, to to 
May 10, Week, May 3, 1952 May 12, May 10, 
1952 1951 1952* to Date 1951* 1952* 
CHRYSLER 21,261 30,542 21,093 29,518 503,861 349,797 
Chrysler 2,844 4,332 2,704 3,824 68,009 47,432 
DeSoto 2,199 2,990 2,137 3,072 41,762 35,838 
Dodge ..... 5,606 8,308 5,672 7,869 132,250 94,187 
Plymouth 10,612 14,912 10,580 14,753 261,840 172,340 
FORD . 21,018 § 25,719 21,004 29,480 511,976 319,480) F 
Ford .. 16,286 19,751 16,341 22,822 397,524 248,646 |; 
Lincoln . 690 605 674 962 11,600 10,118 
Mercury . 4,042 5,363 3,989 5,696 102,852 60,716 
GENERAL MOTORS . 89,608 46,872 41,197 52,877 956,733 658,806 
Buick 7,110 8,407 7,390 9,924 172,038 119,035 
Cadillac 2,002 2,022 2,096 2,840 41,955 32,220 
Chevrolet 19,412 23,308 20,210 23,752 475,447 322,215 
Oldsmobile 5,055 5,860 5,277 6,947 121,093 83,987 
DD siidicisviinaniovenss 6,029 7,275 6,224 9,414 146,200 101,349 
KAISER-FRAZER 9298 ° 85 1,257 1,767 22,760 22,261 
Frazer resiiasavh tendon. elbeliale velebas aren a a, , ; 
Kaiser .... 1,298 85 1,257 1,767 22,760 22,261 
CROSLEY .... 60 51 60 84 2,975 1,092 
HUDSON .... 1,280 1,621 1,298 1,804 69,979 31,349 
NASH - 4,292 3,807 2,687 4,922 65,976 43,805 
PACKARD ......... 1,392 1,411 1,423 1,980 35,615 23,687 
STUDEBAKER ..... 3,280 5,452 3,229 4,573 100,401 66,804 
WILLYS-OVERLAN Di 1,248 725 907 1,487 14,376 20,947 
Total Cars, U. S. 94,737 116,285 94,155 128,492 2,284,652 1,538,028 
+includes station wagons. *Revised. 
COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 
Week Week dan, 1 dan. 1 
Ended Same Ended May, o to 
May 10, Week, May 3, 1952 May 12, May 10, 
1952 1951 1952* to Date 1951* 1952* 
CHEVROLET 6,699 9,765 7,175 7,752 178,611 120,338 
CROSLEY .. 10 13 15 16 328 169 
DIAMOND T 174 174 176 244 3,467 3,032 
DIVCO 80 88 74 104 1,733 1,299 
DODGE . 3,680 3,709 2,165 4,999 60,405 61,367 
FEDERAL ie 23 12 webinars 772 651 
FORD ......... 4,988 7,880 4,979 6,988 132,243 85,271 
GMC ; 2,522 2,517 2,546 3,606 51,204 43,330 
INTERNATIONAL . - 2,855 3,221 2,929 4,075 66,341 61,100 
MACK . . 230 333 222 318 6,175 4,518 
REO ..... Mere 400 401 396 535 6,287 6,892 
STUDEBAKER Anes 1,175 1,032 1,147 1,635 16,378 22,500 
WHITE . 320 330 320 448 6,745 5,644 
WILLYS-OV ERLAND.. 2,656 2,073 1,792 2,860 32,154 39,065 
MISCELLANEOUS 301 338 301 422 5,767 5,731 
Total Trucks, U. S. .. 26,090 31,897 24,249 34,002 568,610 460,957 
Cc Trucks ; 
oe sbi sade 120,827 148,182 118,404 162,494 2,853,262 1,998,985 
Trucks 
| on Aad eens 9,854 9,644 9,921 13,834 178,991 142,190 
Grand Total 


U. S. and Canada . 


130,681 157,826 128,325 176,328 3,032,253 2,141,175 





*Bevised. eg ow ag includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 
NB ANUS. Weald include cars and trucks for military orders, 





Detroit Shippers 
Hear Army Chiefs 


Warn on Defense 


DETROIT. — Lt.-Gen. Orval R- 
Cook, deputy chief of staff of the 
Air Force, told a meeting of more 
than 300 transportation executives 
here Wednesday night that the 
danger of an international crisis is 
as great as ever, and that “no 
opportunity should be missed to 
strengthen our resources for de- 
fense.” 

Speaking at the initial meeting 


Output 


(Continued from Page 1) 





immediate future, but production 
officials see no logic in working 
overtime now at the risk of pos- 
sible complete shutdowns later. 

Despite the wary production out- 
look, U.S. plants seem likely to 
turn out just as many vehicles in 
May as they did in April. May 
schedules should yield 414,000 cars 
and 112,000 trucks, a total of 526,000 
vehicles. April’s total of 522,500 
units was made up of 412,000 cars 
and 110,500 trucks. 

In May, 1951, U.S. plants built 
500,368 cars and 140,543 trucks for 
a total of 641,411 units. 

This year’s May production totals 
could crawl much nearer last year’s 
levels if the steel problem is quick- 
ly resolved. An assured steel sup- 
ply might see overtime operations 
adopted at Big Three plants, Stude- 
baker and Nash. 





Wondering how new-car and truck pro- 
duction and sales are making out? AUTO- 


. MOTIVE NEWS gives you the entire story 
every week throughout the year. 





of the Detroit chapter of the 
National Defense Transportation 
Assn., Cook declared that there 
was a large challenge which must 
be met by the transportation in- 
dustry if the pipeline of supply is 
to be kept flowing to military 
forces in the field. 

Brig.-Gen. Frank S. Besson jr., 
assistant chief of .transportation, 
Army operations, outlined the ob- 
jectives of the NDTA. In the face 
of a situation which can only end 
in war or armed peace, Besson 
said that it was imperative that 
the transportation industry give a 
“modicum of time and energy” to- 
ward national transportation pre- 
paredness. 

“It is fitting,” he declared, “that 
the transportation interests of De- 
troit should participate actively in 
the NDTA—an association of indi- 
viduals banded together to promote 
transportation activities which will 
contribute to the defense of our 
country.” 

Roy Fruehauf, president of Frue- 
hauf Trailer Co., Detroit, was toast- 
master. 


Cars Owned by 78% 
Of Omaha Families 


OMAHA.—Auto ownership in the 
Omaha-Council Bluffs market has 
gained steadily and about 78 per- 
cent of the families in those areas 
own cars, according to the eighth 
annual consumer analysis con- 
ducted by the World-Herald. 


The newspaper’s 1952 study in- 
cludes information on buying 
habits, brand preferences and store 
distribution in Greater Omaha. 
More than 150 product classifica- 
tions are covered this year. The 
study is based on 3 percent sample 
of the 84,400 families living in 
Omaha and Council Bluffs, Ia. 








Visit Ford's Wishing Well— 


Three members of the 33rd class of the Ford Merchandising School join L. W. 
Smead, general sales manager of Ford division, and John F. Heflin, school manager, 
at an old wishing well on the terrace outside Fairlane, the late Henry Ford's Dear- 
born estate, where the school has been holding its first session. Left to right: Heflin; 
Robert E. Wood, of Woodworth-Cochran Motors, West Plains, Mo.; Smead; Thomas R. 


Foy, of Bedford Motor Sales, Bedford, Pa., 


Vandalia, Ill. 
* * oll 





and Philip Craycroft, of Craycroft Motor, 


* * x 


Sales Students Welcomed 
To Ist Class at Ford Estate 


DEARBORN, Mich. — Hailed as 
marking a new era in the com- 
pany’s history was the 33rd class 
of the Ford merchandising school, 
the first to be held at the late 
Henry Ford’s Fairlane estate here. 

In welcoming 59 students to 
Fairlane — which the company has 
preserved as a memorial to its 
founder—L. W. Smead, general 


Distribution 
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first meeting of NADA’s newly-ap- 
pointed Industry-Relations commit- 
tee. 

The committee reviewed and 
formally referred to the atten- 
tion of new-car factories reports 
that 1952 cars on _ Bridgeport 
(Conn.) lots, for instance, have 
outnumbered those shipped to 
new-car dealers during the first 
five months of the year. 

The market in Bridgeport and 
other areas like it has been “de- 
moralized” as a result of the new- 
car  maldistribution, committee 
members said. 

7 * * 

OBERT S. ARMACOST (Stude- 

baker), Kansas City, committee 
chairman, said the committee also 
discussed: Improvement of selling 
agreements; hopes for full new-car 
discount percentages on automatic 
transmissions and other built-in 
factory equipment, and factory ad- 
vertising charges. 

The committee, he said, approved 
the increase in the number of fac- 
tory-dealer councils and recom- 
mended that efforts be pressed to 
gain dealer-elected councils at all 
factories. 

The committee authorized 
Armacost, also first vice-presi- 
dent of NADA, to employ a full- 
time NADA official for industry- 
relations affairs. 

The committee includes a rep- 
resentative of every line dealer 
body. In attendance also at the 
two-day Detroit meeting were M. 
Robert Deo, managing director of 
NADA, and association staff mem- 
bers D. C. Barnhart and J. F. 
Hungerford. 


Other committee members _in- 
clude: 
Roy Bridges (Willys), Birming- 


ham, Ala.; E. S. Dowd (Chrysler), 
Cleveland; A. Blair French (Olds- 


mobile), Elmira, N. Y.; Hix Green 
(Buick), Atlanta; William James 
(Nash), San Francisco; Richard D. 
Kern (Hudson), Winchester, Va.; 


Allam Mims (Ford), Rocky Mount, 
N. C.; John P. Mooney (Packard), 
McKeesport, Pa. 

Lee Moran (Lincoln - Mercury), 
Seattle; Harold J. Moye (Chevro- 
let), Quincy, Mass.; Stanley Peeler 
(Cadillac), West Palm Beach, Fla.; 
Ralph Perry (Pontiac), Kansas 
City, Kans.; Dick Price (DeSoto), 
Dallas; Frederick M. Sutter 


(Dodge), Columbus, Ind., and 
Ridgely Waltz (Kaiser - Frazer), 
Baltimore, 


sales manager of the Ford division, 
declared last week: 

“Mr. Ford would be pleased to 
know the purpose for which his 
estate is being used. And he 
would be pleased, too, to know 
that we have styling leadership 
in our 1952 Fords and that we 
intend to keep it. 

“We have come a long way since 
our first merchandising school 
class at Camp Legion (Mich.) in 
1946. Today, merchandising has at- 
tained one of the top rungs in the 
ladder of Ford’s prime objective— 
leadership in the high-volume field. 
That’s why I consider this first 
class to be held at Fairlane as 
symbolic of a new era in our com- 
pany.” 

Outlining the company’s postwar 
progress, Smead said Ford also had 
made “great strides in modernizing 
its engineering and manufacturing 
facilities since 1946, with particular 
stress on the latest manufacturing 
technique — automation—and_ in 
quality control.” 

Before being moved to Fairlane, 
the merchandising school had been 

quartered in the Henry Ford trade 
school in Dearborn. 

The student body of the 33rd 
class is made up of sons of Ford 
dealers and other young men 
selected from among the 6,400 
Ford dealerships in the United 
States, and from three foreign 
countries. Their four-week course 
ends May 29. 








Auto Stocks 


May Apr. 
7 30 


High Low 
Chrysler 76% 73% 76% 68% 
Crosley 2% 2% 38% 2% 
GM 55 53% 53% 53% 
Hudson 14% 134 14% 12% 
K-F 5 5 7 5 
Nash 19 18 21% 18% 
Packard 4% 4% 4% 4% 
Stude. 38 37% =38 31% 
Willys 9% 9 reunite 
Average 24.86 24.00 
Compiled from reports of trading on the 


N. Y. Curb and N. Y. Stock Exchange. 


GMC Announces 
Engine Weighing 
Only 545 Pounds 


PONTIAC.—A new high-compres- 
sion truck engine, claiming the 
highest power-to-weight ratio ever 
achieved in the trucking industry, 
was announced last week by Roger 
M. Kyes, general manager of GMC 
Truck and Coach. 

The new 302-cubic-inch engine 
has a compression ratio of 7.2 to 1 
and generates 145 gross. brake 
horsepower at 3,600 r.p.m., Kyes 
said. 

Weighing only 545 pounds (dry), 
the GMC 302 is as much as 500 
pounds lighter than other engines 
of comparable power, he reported. 
The engine will be placed in the 
GMC 450 and 470 (2%-ton and 
3-ton) model series trucks and trac- 
tors, according to Kyes. 

“GMC’s new 302 succeeds the 
famed 270-cubic-inch engine in the 
company’s 450 and 470 model series 
and, like its predecessor, already 
has a significant military history,” 
Kyes said. “While the 270 powered 
more than 600,000 of the 6x6’s in 
World War II, the 302 has been 
placed in the newest 6x6 design, 
the M-135 with Hydra-Matic drive. 

“Secret of the 302’s high-compres- 
sion ratio is what engineers call 
‘built-in’ or ‘mechanical’ octanes. 
Through long research in design 
of cylinder heads, piston contours, 
valve and spark plug locations, 
detonation or ‘spark-knock’ tenden- 
cies have been so reduced that full 
power can be attained with regular 
gasoline.” 


Pratt to Contact 
Chrysler Dealers 


DETROIT.—Appointment of Ken 
Pratt as director of field and 
merchandising operations on the 
Chrysler division account has been 
announced by Paul Holder, man- 
ager of McCann-Erickson’s Detroit 
office. Pratt’s assignment will in- 
volve contacting Chrysler dealers 
throughout the country. 

Pratt comes to McCann-Erickson 
from Ruthrauff & Ryan, where he 
has been supervising Dodge fac- 
tory-dealer cooperative advertising 
and dealer relations 














Reminder on Pay Lids 


Virginia L-M Dealer Cited by Wage Board 
On Over-Ceiling Commissions 


(Continued from Page 6) 


formed to the limits allowed by 
WSB regulations. 

Roanoke Lincoln-Mercury, it was 
charged by WSB attorneys at Rich- 
mond, “instituted a substantially 
higher commission system about 
Aug. 9, 1951, resulting in the illegal 
payment of $34,871.15.” 

If the three-man panel upholds 
the charges against the dealer- 
ship, it can recommend to the 
national WSB that all or a part 
of the alleged overpayment be 
disallowed for income tax pur- 
poses. It can also make sugges- 
tions about possible rollbacks in 
salesmen’s compensation at Roan- 
oke L-M Sales. 

WSB aides pointed out that 
copies of pay-ceiling regulations 
are available at Wage & Hour 
division offices, as well as at WSB 
regional offices. They suggested 
that remuneration problems be 
cleared with these offices. 

* + * 

HE automotive labor front in 

Milwaukee, meanwhile, quieted 
down considerably last week with 
settlement of an 18-day truck driv- 
ers’ strike and rejection by sales- 
men at three dealerships of union- 
organizing bids. 

Walkout of the truck drivers, 





which forced Nash to close its 
Kenosha and Milwaukee plants for 
several days, was aimed more at 
the WSB than at employers. Driv- 
ers and truckers had agreed on a 
wage raise of 16 cents an hour, 
but the WSB refused to allow any 
increase over eight cents. 

The drivers voted to return to 
work following WSB approval of 
a review of the additional eight- 
cent raise demand when the next 
cost-of-living index is published. 

Joseph Cohen, NLRB examiner 
at Milwaukee, reported that CIO- 
unionizing attempts were voted 
down by the salesmen of the fol- 
lowing dealerships: Schwarz Nash 
Co. (6 to 1 against); Gunderson 
Motor Co. (4 to 2 against), and 
Berndt Buick Co. (2 to 2). 

Meantime, this threatens to be a 
critical week for consumer supplies 
of fuel in the national CIO oil 
workers’ strike. Many filling sta- 
tions in the East had already “run 
dry” last week, but spokesmen for 
the major companies were fearful 
of widespread shutdowns and gas 
famines by the end of the current 
week if the strike is still in effect. 
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Bouvier Is Elected 
To Head Dealers 
In Hartford, Conn. 


HARTFORD, Conn. — Thomas J. 
Bouvier, secretary-treasurer of 
Windsor Garage, Inc., near-by 


Ford-Mercury dealership, was elec- 
ted president of the Hartford Auto- 
mobile Dealers Assn. at the group’s 
annual meeting. 

He succeeds Israel S. Grody, of 
Grody Chevrolet Co., West Hart- 
ford, who was elected to the board 
of governors. 

Vice-president last year and sec- 
retary-treasurer of HADA in the 
three previous years, Bouvier has 
been an association member more 
than a decade and is a 30-year 
member of NADA. 

Other officers elected were Morris 
Lipman, of Lipman Motors, Inc. 
(Nash), vice-president; and Arthur 
E. Beeman jr., of Beeman-Griffin 
Motor Co., Inc. (DeSoto-Plymouth), 
secretary-treasurer. Both are Hart- 
ford dealers. 

Named to the board of governors 
besides Grody were James R. John- 
son, of J. R. Johnson, Inc. (Lin- 
coln-Mercury), and Robert H. Stir- 
ling, of Sloate Chevrolet Co. 

Members of the nominating com- 
mittee were Harry S. Hartley, of 
Hartford Buick Co., chairman; 
Frank Novick, of Gitlen-Novick, 
Inc. (Pontiac); Kristian Jensen, of 
Jensen’s, Inc. (Chrysler-Plymouth), 
and Johnson. 

Carl R. Lane, executive secretary 
of the Connecticut Automotive 
Trades Assn. and Samuel D. 
Arons, acting manager of the state 
employment service, were guest 
speakers at the meeting. 


Classified Want Ads 


Kindly Acknowledge 


Advertisers availing themselves of this 
Want Ad Section are 1 ted to ad- 
vise all respondents if and when their 
wants have been fulfilled. A post-card 
will do and your courtesy will help 
us maintain the present high regard 
which this department enjoys. 


AUTOMOTIVE NEWS 























HELP WANTED 


AUTO PARTS SALESMEN. We offer an 
unusual opportunity for aggressive sales- 
men, interested in earning $6,000 a year 
and up, selling direct to new car dealers 
and fleets. Ours is an old established 
company, the management having had 
years of experience in this field, and 
due to sales expansion have openings in 
all parts of the United States. A sound 
financial arrangement and a different 
sales program than has ever been of- 
fered before will enable you to succeed 
in your protected territory. Write in de- 
tail to Lee Rodgers and Co., Box 182, 
West Richfield, Ohio. 


SEAT COVER 
SALESMEN WANTED 








CLASSIFIED WANT AD DEPARTMENT 


Reaching an estimated 100,000 readers engaged in all branches of the automotive industry from Maine to 


California. Low Rates: 


EIGHTEEN CENTS 


(18¢c) 


PER WORD for each insertion. Cash in advance. Position 


Wanted Ads accepted at half-rates to encourage this classification for the benefit of our employing read- 


ers. Count initials and groups of numbers as one word. Ads may be signed with your full name and address 
at regular rates, but if signed “Box No. ......, in care of Automotive News, Detroit 26, Mich.’’ add One Dol- 
lar ($1) per insertion for address and extra service as replies are forwarded, unopened, the same day 
received. Display Ads: $9.80 per inch, per insertion. 

WANT AD DEPT., AUTOMOTIVE NEWS, PENOBSCOT BUILDING, DETROIT 26, 





MICH. 





HELP WANTED 





ness future? We offer an exceptional 
opportunity to young men between the 
ages of 23 and 30 who desire a career 
in sales and want to become permanently 
situated. Experience ‘is not necessary. 
Our representatives are thoroughly trained 
at our expense in the products we manu 
facture as well as our selling and sales 
promotion procedure. They are also given 
supervised training in the field. When 
assigned to a territory, they receive 
weekly advances and guarantee of $488 
monthly until they become fully estab- 
lished. 1951 commissions paid to our 
leading producers averaged $53 per day. 
1951 commissions paid to all full year 
salesmen averaged $35 per day. You are 


invited to consider your future in our 
organization. Write fully, in your own 
handwriting, stating age, education 


marital status, business records and ref- 
erences to P. O. Box 177, Memphis, Ten- 
nessee. Also inclose a snapshot photo- 
graph of yourself, if available. If you 
possess the necessary qualifications, in- 
terviews will be arranged. We will gladly 
present the facts concerning our business 
and discuss your future with us without 
obligation on your part. You will be given 
every opportunity to thoroughly familiar- 
ize yourself with our operation before 
making your final decision. ARTHUR 
FULMER, Automobile Seat Cover Manu- 
facturer, Trim Supply Wholesaler—Mem- 
phis, St. Louis, Charlotte, Louisville, Lit- 
tle Rock, Dallas, Indianapolis. 





SALESMAN 


Must be ‘‘crackerjack"’ with 
proved record in fine car 
field. 


upon results, plus opportunity. 


Income dependent 


Cleveland, Ohio area 


Box 1441 


HELP WANTED 


POSITION WANTED 








FLEET SALES 
MANAGER 


Immediate opening for ag- 
gressive, experienced man 
to organize and direct fleet 
sales operation. Broadest 
market coverage of vehi- 
cles. Passenger cars ideally 
suited for salesmen's use, 
commercial cars and trucks 
with unduplicated models 
having special appeal to 
certain heavy industries. 
No application will be con- 
sidered unless backed by 
successful record. All re- 
plies confidential. Write 
fully, giving age, experi- 
ence, family status and 
references. 


Box 1469, 
c/o Automotive News, 
Detroit 26. 











c/o Automotive News 
Detroit 26 











AGGRESSIVE SERVICE MANAGER. The 
man we are seeking must be able to 
come in and take complete charge of 
our service department. On the basis of 
cars operating, he should be able to 
more than double the present $4,000 
approximate monthly customer labor. 
Compensation will be based on the im- 
provement the person we are seeking can 
show. This is a Chevrolet dealership 
and person should be familiar with 
Chevrolet procedure. We have a union 
shop and it is almost necessary the 
service manager be a union man. Our 


SERVICE MANAGER. Volume Chevrolet 
dealer in western New York has excellent 
opportunity for man with exceptional 
managerial ability. Must be qualified to 
assume complete responsibility of service 
department, including hiring, training 
and supervising of all employes. Only 
applicants with proven background of ex- 
perience considered. Please submit resume 
of references, past employers in first let- 
ter. Recent photograph will be appre- 
ciated. Address all replies to Box 1446, 
c/o Automotive News, Detroit 26. 





USED CAR BUYER for large Chicago new 
car dealer, operating two used car lots. 
Must be experienced and well recom- 
mended. Right man can write his own 
ticket, including large share of profits. 
Box 1464, c/o Automotive News, De- 
troit 26. 





BUSINESS MANAGER - ACCOUNTANT 


seeks permanent affiliation with dealer- 
ship which can use services of man with 
mature judgment, qualified from experi- 
ence to accept responsibility for account- 
ing, credit and tax problems. More than 
fifteen years’ training in automobile busi- 
ness, including several years as sales 
manager for new and used car depart- 
ments during an economic period when 
team work of service, parts and all other 
departments was essential for profitable 
operations; would be helpful. Prefer to 
locate in middle south with dealer who 
would consider selling interest in busi- 
ness if my personality and qualifications 
are found to be as desired. Am married, 
non-drinker and in good health. Will 
appreciate personal interview when char- 
acter, business and bank references will 
be furnished. Box 1450, c/o Automotive 





News, Detroit 26. 
I KNOW I CAN MAKE an agency pay, 
if you will give me full control and a 


profit-sharing deal. I prefer to work on 
daily control. I am strong in business 
management, closing, sales. training, 
service and sales follow-up, credit and 
collections, used car appraising, tire busi- 
ness A to Z. Experience: 14 years auto- 
mobile business, factory experience, Hull- 
Dobbs with 25 men, 750 car deal, we 
retail 75 used cars monthly. Present 
employer will give me top references. 
Average earnings six years, $18,000. Col- 
lege graduate, 38 years old, 6’2”. Charles 
Ernest, 10 Woodside Drive, Greenwich, 
Conn. 





GENERAL-SALES or OFFICE MANAGER 


or combination, depending on size of 


deal. In southwest or west coast. 36, 
married, three children. College gradu- 
ate. Officer veteran. Own deal last six 
years in rural community flooded out 
last year, again this year. Sold over 
400 new and used units last year. Avail- 
able in 60 days. Box 1424, c/o Auto- 


motive News, Detroit 26. 





AVAILABLE AFTER MAY Ist to a dealer 


desiring a fine appearing young man with 
an outstanding record of 14 years’ ex- 
perience in sales, business and service 
management. Broad experience in giving 
a dealer a smoother and more profitable 
business. Proficient in personnel and pub- 
lic relations. Factory, medium and large 
dealership experience. Desire south or 
southwest location. Box 1465, c/o Auto- 
motive News, Detroit 26. 





SALES MANAGER. Fourteen years sales, 


promotion and merchandising experience. 
Automotive and industrial products 
manufacturing. Presently employed, sales 
administration and field sales managerial 
position. Seeks broader opportunity. Pre- 
fer the east. Consider any location. All 
communications confidential. Stock pur- 
chase plan desired if possible. Box 1443, 
c/o Automotive News, Detroit 26. 





BUSINESS MANAGER - ACCOUNTANT. 


Now employed as assistant manager in 
charge of accounting, large GMC con- 
tract. Present business changing hands. 
Experienced all phases retail auto busi- 
ness. Best references, including employers 
and zone. Box 1400, c/o Automotive 
News, Detroit 26. 





place of business is located in Montana 
in the heart of the Rocky Mountains, 
with fishing and hunting opportunities 
unlimited. Housing is available and rea- 
sonable; group insurance and vacation. 
In answer, please state present employ- 


MANAGER WANTED 
TRUCK DEPARTMENT 


TROUBLE SHOOTER—The band wagon is 


Are you showing a profit in all 
Are your new and used 
If so, my business is 
‘‘Trouble Shooter.’’ In 90 days or less, 
I will reorganize, stimulate sales and 
service for a good, sound future business. 
Write Box 1448, c/o Automotive News, 
Detroit 26. 


over. 
departments? 
ears backing up? 





DEALERSHIPS AVAILABLE 


FLORIDA DEALERSHIP, handling De- 
Soto - Plymouth. Situated in 
farming and industrial community. Gross 
sales over $250,000 last year, could be 
increased. Long, reasonable lease on, or 
will sell, large attractive building, includ- 
ing showroom, covered used car space 
and modern service department. Will sell 
at replacement inventory, approximately 
$45,000. Reason for sale—owner has 
other interests. Box 1458, c/o Automo- 
tive News, Detroit 26. 

AUTOMOBILE DEALERSHIP—New York, 
now handling Chrysler-Plymouth. Perfect 
location in resort town, area population 
over 25,000. Complete stock, fully 
equipped modern shop, showroom and 
storage space. Excellent opportunity 
partnership or individual venture, priced 
to sell—$25,000 cash necessary, balance 
on terms. Vehicle inventory at cost. Box 
1454, c/o Automotive News, Detroit 26. 


DEALERSHIP, now handling Studebaker, 
in Texas city of over 20,000. Trade ter- 
ritory of over 75,000. Gross sales over 
$300,000 a year. No real estate to buy 
and overhead very low. Wonderful cli- 
mate and only short distance from large 
lake and resort. Other interest requires 
so much of my time that I have this 
business priced right to sell. Box 1435, 
c/o Automotive News, Detroit 26. 


DEALERSHIP, now handling Chrysler- 
Plymouth. in New England city of 40,000 














population. Net has averaged $72,000 
per year past three years. Parts, fix- 
tures, equipment included in price of | 


$60,000 for complete deal. 
year will pay off purchase price. Owner 
retiring. Write Box 1459, c/o Automo- 
tive News, Detroit 26. 

DEALERSHIP — INDEPENDENT. North- 
western part of Ohio in city over 50,000, 
doing good business, All parts, tools, 
machinery and office furniture. Subject 
to factory approval. Dealer in business 
over 20 years, wishes to retire. Box 
1466, c/o Automotive News, Detroit 26. 

ILLNESS REQUIRES SALE of dealership 
handling Ford. This dealership has 400 
car potential—$75,000 to $100,000 year 
profit. Located in northern Indiana. 
Long lease on building. Will inventory 
at over $100,000. Must have factory 
approval. Box 1437, c/o Automotive 
News, Detroit 26. 

MICHIGAN, now handling Plymouth with 
major line—300 car potential. Sales close 
to million last year. Invest $30,000 
—equipment plus parts—lease buildings 











and lot. Get your money back first year. 
Act fast. Box 1456, c/o Automotive 
News, Detroit 26. 


Profit for one | 





ONE OF THE ‘Big Three’’ dealerships 
just a few miles from Denver, Colorado. 
Owner has other interests. Will sell with 
or without property. $35,000 will handle. 
No brokers. Must qualify with factory. 
Box 1457, c/o Automotive News, De- 
troit 26. 

SEVERAL ‘‘BIG 3’? AGENCIES in small 
towns in Illinois. Leonard J. Schrader, 
509% E. Green St., Champaign, III. 

SOUTHERN CALIFORNIA, 100 car deal, 
now handling Nash. Population 35,000, 
near Los Angeles. Excellent location and 
lease. Reasonable investment. Write Box 
1451, c/o Automotive News, Detroit 26. 

ONE OF “BIG 3’’ dealerships, no trucks. 
Central Michigan. Rich business and 
farm district. Modern building and serv- 
ice facilities. Will net buyer $20,000 a 
year. Box 1452, c/o Automotive News, 
Detroit 26. 








DEALERSHIP AVAILABLE IMMEDI- 


ATELY, now handling DeSoto-Plymouth 
and International. Write c/o Lorenzo 
Hubbell Motor Co., P.O Box 150, 
Winslow, Ariz. 





DEALERSHIP WANTED 





WANTED TO BUY—Chevrolet 100 to 150 


All replies confidential. 


ear dealership. 
De- 


Box 1460, c/o Automotive News, 
troit 26. 





ONE OF “BIG 3,’’ preferably in small or 


medium size town on west coast. Nego- 
tiations confidential. Please send replies 
to Box 1461, c/o Automotive News, De- 
troit 26. 





IS COMPETITION HURTING YOU? 


Am present dealer. Want to expand into Ford 


or GM with 400 or more units. Any territory. 
| have idle cash. What do you have? Replies 
confidential. 
Box 1415 
c/o Automotive News, Detroit 26 





thriving | 





OF LARGE N.Y.C. DODGE ORGANIZATION 
We are looking for a thoroughly experi- 
enced aggressive retail truck manager 


ment, past experience, age, family con- 
nections, the compensation plan you ex- 
pect to work on, and references, both 
personal and professional. Box 1463, c/o 


CHEVROLET PARTS MANAGER, experi- 
enced in all phases factory and medium 


Established manufacturer, selling to new car 
dealers, seeks specialty men to handle our 











exclusive line of custom-made seat covers. 4 : 5 * dealer operations. Thirteen years’ experi- 

This is a top-quality line and has been ac-| Automotive News, Detroit 26. who is capable of developing a large| ence, record club member. Finest refer-| WANTED AUTO AGENCIES 
cepted for many years by leading dealers. sales potential. Excellent proposition for| ences. Illinois or Missouri location pre- - 

The line pays lucrative commissions. Exclusive} APPLICATIONS, for position as district F ferred. Presently employed. Box 1427,| We have qualified buyers for all size auto 


the right man. Write, stating age, quali- 
fications and experience. Replies held in 


manager in New York state with national 
automobile manufacturer, being accepted. 
State qualifications and experience first 


c/o Automotive News, Detroit 26. 
SERVICE MANAGER, executive caliber, 


agencies throughout the United States. All re- 


territories open. Write in confidence, giving ni 
plies held in strictest confidence. 


full history and territory covered. All replies 








held in strict confidence. 
See Our Full Page Ad 
In This Issue — Page 39 
BREWSTER 
MANUFACTURING CO. 


2262 BEDFORD AVENUE BROOKLYN, N. Y. 





SALES MANAGER, young, aggressive and 
ambitious with proven record of retail 
selling cars and trucks and experience 
in sales management. We are a Ford 
dealership, well established and profitably 
operating, selling 600 new units per year. 
Located in the heart of the prosperous 
Blue Grass country. Ideal living condi- 
tions and educational facilities. Substan- 
tial salary with percentage of profits for 
man who can qualify. Please furnish 
complete information, education, experi- 
ence and references. All replies will be 
treated strictly confidential. Gaidry Mo- 
tors, Lexington, Ky. 


AUTO SALES MANAGER. Buick dealer lo- 
cated in San Francisco Bay area, with 
over 1,000 new car contract, is looking for 
a top notch sales manager. Must be well 
qualified, under 40 years of age, a good 
closer, married, sober and willing to 
work. A real opportunity for the right 
man. Send full particulars, references, 
etc., in application. All replies strictly 
confidential. Box 1421, c/o Automotive 
News, Detroit 26. 








SALESMEN, calling on automotive, hard- 
ware, furniture manufacturers, etc., to 
sell professional, first quality lambswool 
polishing bonnets. Priced right, fast 
delivery, liberal commission. Box 1453, 
c/o Automotive News, Detroit 26. 





letter for confidential interviews. Box 
1420, c/o Automotive News, Detroit 26. 


NORTH MIDWEST CHEVROLET dealer, 
located in large metropolitan area, re- 
quires an experienced service manager. 
Must be fully capable of taking complete 
charge of entire service operation; be 
proficient in handling customer relations 
and personnel. Salary, with attractive 
bonus arrangement. Box 1447, c/o Auto- 
motive News, Detroit 26. 


PARTS SALESMEN. Manufacturer of 
quality chrome replacement parts desires 
salesmen selling directly to new car deal- 
ers in Colorado, Utah, Wyoming, New 
Mexico, Montana and Idaho, Box 1417, 
c/o Automotive News, Detroit 26. 











TRUCK SALES and 
MANAGEMENT RETAIL 


New Jersey metropolitan area city 30,000— 
buying area 100,000. "Big 3'' 450 car and 
truck dealer, 25 years same line. 


Salary, commission, vacation, bonus, life, 
health, accident, hospitalization insurance, 
share departmental operating profit. 


Must be capable of complete truck depart- 
ment management, selling and sales direction. 


Write for interview, giving complete qualifi- 


cations, experience, schooling and  back- 
ground. Enclose recent photo. 
No contact with present employer until 


successful interview. 
Box 1462, c/o Automotive News, Detroit 26 








strict confidence. 


DEXTER MOTORS 


1892 First Ave. New York 29, N. Y. 


GM background. Volume operation only. 
Business man. Ability to hold all phases 
of operation and personnel to production 
and efficiency to the end of repeat busi- 
ness and high absorption. College, 35, 
married. Box 1425, c/o Automotive 
News, Detroit 26. 





SALESMEN WANTED to sideline new 
product worth $300 monthly. Sells di- 
rectly to new car dealers. Write for ter- 
ritory and details. Replies confidential. 
Denslo P. Hamlin, Sales Manager, 124 
Oak Avenue, Hempstead, N. Y 





IMMEDIATE OPENING—Office manager, 
not over 35. Experienced only 
Ideal climate and recreation. Fu- 
to top management. Air mail 


BUSINESS MANAGER - ACCOUNTANT. 


Middie age, married, college graduate, 
fifteen years automotive and seventeen 
years public accounting. General Motors, 
Packard and Chrysler experience. Imme- 
diately available. Box 1431, c/o Auto- 
motive News, Detroit 26. 





CAR BUYER or 


used car manager, age 
36, married. Good eastern connections. 
Prefer west. Box 1449, c/o Automotive 
News, Detroit 26. 





Cowan's, Ukiah, Calif. 





DEALERSHIPS AVAILABLE 











POSITION WANTED 
To encourage this classification for the 
benefit of our employing readers, Position 
Wanted ads are accepted at half regular 
trates, namely: 9 cents per word for each 
insertion. Cash in advance. (Half-rate 
does not apply to display ads in this 
section.) 











‘BIG 3’ DEALERSHIP. Well established, 


fast growing Detroit suburb, Ideal loca- 
tion on main thoroughfare within 12 
miles Detroit city hall. Building 6 years 
old, approximately 9,000’ floor space. 
Lot 100’x176’. Offices and shop fully 
equipped. New cars, parts and equip- 
ment at cost. No used cars. Owner has 
other interests. $55,000 will handle. Box 
1455, c/o Automotive News, Detroit 26. 





SALES OR GENERAL MANAGER. Suc- 
cessful prewar and postwar sales and 
management experience. Familiar all 
phases new and used car operations. Ex- 
cellent closer and efficient appraiser. 
Capable of aggressive direction in all 
departments. Would prefer smaller deal- 
ership in town of 25,000 or less. Inde- 
pendent or ‘Big 3.’’ South, west or 
Ohio. Would consider assistant capacity. 
Salary plus incentive. Age 42, married. 
References. Available immediately, Box 
1429, c/o Automotive News, Detroit 26. 





WHEN BUYING or SELLING 


411 Curtis Bidg. 


an 
AUTOMOBILE DEALERSHIP 


Consult a Specialist 


LEO J. KLEM 


Detroit 2, Mich. 


150 Montague St. 


DAVID JARET CO. 
Established Over 29 Years 

Brooklyn 2, N. Y. 

ULster 2-5600 








BUSINESS OPPORTUNITIES 














DISTRIBUTORS 
A Rare Opportunity! 


We are the leading manufacturers of an 
essential time and labor saving device 
badly needed by new and used car deal- 
ers, garages and service stations. 


Our patented product is moderately 
priced, nationally advertised and highly 
endorsed by thousands of satisfied users. 


Increased factory and foundry facilities 
enable us to appoint a few additional 
distributors in desirable territories. 


We invite correspondence from capable 
individuals or sales organizations desir- 
ous to establish a profitable and perman- 
ent business of their own. 


Investment of from $750 to $3,000 for 
inventory to fill immediate orders is 
required. 


State full particulars in your reply. 


BOX 1462 
c/o Automotive News 
Detroit 26 
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! : SALE PARTS WANTED — } ANTIQUE CARS FOR SALE 
BUSINESS OPPORTUNITIES USED CARS FOR SALE PARTS FOR 5 7 echieantinenssiahii ua. DeDee TOURING CAR, ccs, 
| | Perfect condition. Original throughout. 
D | ee Mig Soars, ats.” Building | | UNITED MOTORS | Sell for $300 cash. meg choy A mg 
e- yoodrich tires, hardware, etc. 1 _ $30¢ jh. Harry Ph 
ving | wweise” Servien station, storage, ga- | bil SERVICE DEALERS! 528 8. LaGrange Road. L. aGrange, Illinois. 
TOSS rage, service department under one roof. oO smo I e | 33 nee, ols. 
i be Heart of business district. $25,000 to IN. ¥. C.. cele Garte dodier cantina to | - ———— ——_— 
1, OF $30,000 will handle, terms if | desired. - . p ts Ss en ae Fees pen ee ~MISCEELA: r ae 
siud- Sell all or part interest. Growing city, ar | Padget re <= ————_- — —r 
pace population 25,000. Phone c Cartshade N | Write Box 1467, c/o Automotive News grinding and metaiising. John P. Hughes 
ly _M orn antsanants Detroit 26 Motor Co., Inc., 800 Commerce S8&t., 
‘nas ==: ; 7k SERVICES — e 24-HOUR-DELIVERY SERVICE ignakoure, Virgie. 
»mo- DEALER SERVIC ES — 4305 Euclid Avenue | - | 
— i CESSORIES WANTED ~-— | POWERFUL—SAFE. Sharp brake lock, car 
Cleveland, Ohio ® ACCESSORIES WANTED or truck. Ask your jobber or write direct. 
feck sos 400 Rubianies Wan The Sharp Manufacturing Co., Nelson- 
ae Parts and Accessories Depts. | ville, Ohio, 
Pully Full-time experts. No pickup, part-time help; | WILL BE HELD EVERY | WRITE — PHONE — WIRE a 
and -onfidential and ee Certified rienced | | SED CARS We ay 
-sell ce xperie | 
mend po oll yo Pe 4 a Free | Tuesday Noon | for U AUTOMATIC BRAKING 
| booklet Parts Department operation sen 
4 | on request. Call or write for service details WHOLESALE SPOT CASH TOW BA 
26. Automotive Inventory Service fo a | a teat Continte th euteied A me 
uker, | 7900 Freeland Detroit 27, Mich. WE 3-64 | Call MANNY or MARK Late . le Dn 9 a 41 45 
ve ocations t 1 HOOK-UP $6 P 
over For Reserved Numbers or surplus BRAKE HOOK-UP...... 
z includes Federal Excise Tax 
ali INVENTORY SERVICE | phone Endicott 1-5757 Gage & Drummy, Inc. CHRYSLER PARTS, ENGINES, Price Includes Federal Excise 1 
large Parts Accessories one UE Meets all 1.C.C. req 
uires Large and Small Dealerships SHINE 21710 WOODWARD AVEN F 
this ne mage — “~ yr INSIDE SALE RAIN OR DETROIT 20, MICHIGAN & ACCESSORI § ane hae $19.50 
rized within ours. VICK-TOW, Bumper. 
1435, my all the ie aoe ae an a JERRY T. HALL, Auctioneer JORDAN 4-5600 FOR PI nett Dod . fo-Bumper Tow = ~ 
confidential. nventories accepte y ame shale 
ae eee ee ee REET RNR aR DeSot : Ch ts ; Intra-State. Tow ny wo 
2,000 i ALLIED INVENTORY CO., INC. eSoto rysler Cars en tow fh, 
fix- Chicago, Illinois 
ep of | _— 65-8300 om 
. ! TYPES TOWING EQUIPM 
wer Pa ATTENTION! BUICK PARTS ACT QUICKLY! ALL TYPES TOWING EQUIPMENT 
. INVENTORY SERVICE for all auto deal- a ‘ 
omo ers—our crews consist of parts man in- USED CAR BUYERS WORLD'S LARGEST DEALER DEXTER MOTORS mie oWE STOCK PARTS 06 - 
— entory specialists for your kind o: - p - XT 
"000, chise. Our rye pk — eg a We currently have for sale a nice selection ‘Weeden thea be ie PARTS DEPT. Safety Chains 
- 4 alers . a ; 
pect nationally recognized for tte Wee. | cect ek tee vy poe Raggi icy i Shippers of All General Motors’ Ist Ave. & 98th St. N.Y.C.,N.Y. TOW BAR SALES co. 
bject ship. Phone, wire, write Bill Talbot, Tal- | Fords and Plymouths in coupes, two and four rte SAcramento 3.7600 - 
— bot’s Automobile Dealers Inventory Serv- door sedens. Parts . . . Same Day ervice Rectesive Rectory Gleld tor ’ 
my ice, 124 South Woodward, — . On Mail Orders and Inquiries. An sees aoe Nites DO 4-448: 
snaieagens " 4690 Newport, etroit. ins 
roa | fae ieee Fe neon 2 v0 RENTAL. INC  eane amie ae ee rer 40 South Clinton St., Chicago 6, Illinois 
400 re 3 : " 
Cig wee me ngs ROBERTSON BUICK CO.|, 
ana. *| NEWEST SENSATION. Beautiful colored 
jana. CASH FOR 1951 or 1952 Hudson Hornet. PI ete change of ediven VEST SENSATION. | Beautiful colored 
itory Prefer straight shift and rough body. ease n “EDGE OF THE LOOP” ru : ewall tires. Green, yellow. red. pr 
ase a a "we ony pe ‘mech ao “$250 229 S. HANSON ST., PHILADELPHIA 39, PA. 1000 S. Wabash Avenue Royal Sales Co., 1121 N. 66th St., COonE. ost COMPLEFE LINE 
are over dealer's cost on some new = 1. E. Spatig, Used Car Manager CHICAGO 5, ILL. ene Philadelphia, Pa. conan Weeds. % i. “Conve ible 
on r do you have? Sutton Motor Co., , Ds SI6 $27. | Con 
oe co Won eermean, Hutchinson, Kansas. Phone: Granite 2-3013 All Phones WAbash 2-1 TRUCKS FOR SALE ; Plastic Toppers $I iS. | Convertible Front 
“soa RRTED OF So = tee > weaken Seana 19.54. Auto Headliners—$12.50. 
— Ngeven-passenger 194019 YD Soto’ taxi. poco nape 7m Ay 9.00x20 tires on Free sample catalogue on request 
ative cabs, limousines or sedans. Describe TT ll tractor. 8.25x20 tires on trailer. Brakes BOSTON BIG BUCK tag yh yg 
otive pg Box 1438, c/o Automotive News, A ENTION DEALERS!! GENUINE pn gad ip tsk oe eae a an 278 Cambridge St. Boston 14, \. 
SRTEDSa Priced to sell. Good Motor Co., 630 
= WANTED—1936-1937 Cord convertible. Any SPECIALIZING IN _ SALE OF LINCOLN-MERCURY Priced to sell, 500% man M lor Co. 
with condition. Lindsey Motor, Bryan, Ohio. EX-TAXIS PARTS ; an A ee SE 
eee. USED CARS FOR SALE Excellent Bodies - Good Motors - Heaters 1 ae oon. a et , compete YOU CANNOT MATCH 
i body. Fully equippe 
De- Upholstery Like New $100,000 Stock } ps so Ty miles, like new. Write ENTIRELY NEW 
mall Oo Buy Now at Low Prices or call, Bill’ Fishel, ‘Vandeventer “Auto THE 
ae Sore A U T 1948-1949 Freight prepaid on order over $100 net -—. aoe S Seeeeenter, St. Louis, Mo. MOTO-MATIC 
“ : one . 
jeal. Prompt delivery and express service 
= s — Chevrolets 1947 WHITEHEAD and KALES four car G 
0. A U C T I O N a rigs WELTER carrier. Excellent shape. Fully equipped TOW s IDE 
= CY ENSLEN & —$1,795. 1951 White cab-over-sleeper 
= —At— THE R. A AGEN MOTORS. Inc available extra. emmy Motor, WITH 4 CONTOUR GRIP 
— 54TH & LINDBERGH BOULEVARD LJ m Hutchinson, Kans. Phone ; BUMPER COUPLERS 
_— PHILADELPHIA 43, PA. 5920 Hohman Avenue H , Ind. SHOP EQUIPMENT FoR SALE 
er nen Saw ver Morris Srecdman, Mer. Call Shef. 8105 FORTY-TWO PARTS - accessory tables. NO ADAPTORS NECESSARY 
_— eee ne Complete with racks, brackets, glass. Meets 1.C.C. Strength Requirements 
adling SARATOGA 
_ or nen Excellent condition. Reasonable. Solicit 
aa inquiry. Box 1439, c/o Automotive News, FACTORY $ 6G" eee Federal Tax 
Detroit 26. 
outh ~ i NET PRICE 
enzo _ AUTO AUCTION Genuine Studebaker Parts CHASSIS DYNAMOMETER. Bennett-Fera- ee 
150, TIM ANSPACH We Ship Anywhere — Wire, Phone, Write gen dynamometer with fan and attach- Factory Sales Division 
_ ments. To be installed in floor. Used |, 
DANVILLE, PENNA. Pa Ste 2. Any Scarce Items - - Body Engine Parts | oro six months “In perfect working PILOT DISTRIBUTING CO. 
ae ee Fe ition. Will sell for $1, .O.B. 
tar lllaecisisea ALBANY, N.Y. NORTH SIDE MOTORS Son asetane Motor Co., Johnson City, BATTLE CREEK 9, MICH. 
tial. (For Dealers Only) 4232 Natural Bridge Tenn, Phone 1300. 
Je: i St. Louis 15, Mo. GEARED electric automobile holst, | Ty 
De- You will always find real action at EVERY MONDAY... 12, NOON LU 4960 is GLOBE GEARED ‘lecirie automobile Bois, 
7 both these auctions. Member of N.U.C.D.A. and N.A.A.P.A. eg lh Zohn 8. fF = ee 
o- ° ° Williamstown, N. J. OTI 
lies i 1933 AUTOM 
olies R. D. WEST, PROP. Selling Willys Since GNTTGDE GARD DON GALE Ng biage i A 
Pe IT Jos. &. Johnson Tex Rickard PARTS FOR SALE » RIDGES! TT ANTIQUE CADILLAC (believed to be 1902 Specter o ae ae oS Se 
— -_ eeeee a" -cylinder Leland Faul 
camneu ROY BR mane mar ‘on. chain drive, radi- ay will box the parts —* y gg ae 
If you cannot secure needed Willys Parts} ator in rear, everything original except private brand. All answers wi ep 
U? G 7 from your regular supply eee try + wel radiator — — to be a —— strictly confidential. once 
efficient organization you ave surplus ment, new tires four years ago 1468, c/o Automotive ews, etroi 
_ BEST in the MIDWEST! enuine pate | parts, send a list and we will try and — gy Bn cB, Box 
“bi uy them. , 
a i + Will sell but prefer to trade for modern 
cane Gentes Lincoln ROY BRIDGES & CO., INC. | or antique gue of equal vate” Contact ‘ 
, otors, i ad 
4g ee ee . er Cae Sendescsate, N. C. Phone AUTO DRIVING SCHOO 
AUTO AUCTION Mercury 728 S. 2st St. Birmingham 3, Ala. 3443. ’ Detunen? oe Sunoties 
Is with or 
very Tuesday — 11:30 A.M. came tas contro 
» ae ae . AUTOMOTIVE NEWS without two steering wheels. 
S Open all night Monday night PA RTS Genuine Oldsmobile Parts WANT ADS SAPE DRIVING INSTITUTE 
euto Dealers Only Largest Olds parts wholesalers in oe middle GET RESULTS 598 Geen Oo dian & Oe 
‘ ~ Shi ts made promptly. 
Phone — E-1254 Phone — E-5209 F d ms Hoods s Doors west. Shipments e Pp y . 
— GREBE OLDS Se 
Where You bey ond Soll said Sheetmetal 3400 S Kingshighway | ede —e—e— oe eer errr eer wks ee eee er eee e- r O eaen  es - awew awe earean«™ 1 
° tT 
I. Y. 1324 West Main St. Fort Wayne, Ind. ee . | 
= | RAYMOND Peanson =~ |New Subscription Order: 
I 
— , MOTOR CO. BUICK 
o* Pag Sift Atal ’ WHOLESALE | Send Automotive News to Address Below 
av To ry; TION 1320 Louisiana, Houston 2, Texas 1 Y $ 14 
In Continuous Operation Since 1943 Phone: At. 0451 PARTS for One Year $8 | or Two Years | 
VERY THURSDAY 1 ° . ’ s 
Dealers vanae the Cross-Roads of America ONE OF THE EAST'S | for which check is attached ‘a or send bill CT | 
- "ae Gaal, Reaiieee” LARGEST INVENTORIES | ! 
ce P ‘ = 3 $ 
915 N. Iilinois St. Phone Lincoln 538 See Gee tutes 06 tied Gaden ov 
We Carry a Complete Line of Phone Calls — All Shipments C.0.D. || AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH 
iy : : : Z . : r ; a : ra td vw ee 
Ny 1950 CHEVROLET Also a _ ps cathe cars. Circle — DPN 6kpecdde es pwd sdncepaavaeeeesaaehes 
ay ippe pis 521 W. 571! eR rr ree ere cee RE 
es 4-DOOR SEDANS Write, Wire or Phone 2-1454 MONARCH BUICK CO. INC. J ceeercccccees ! 
“p P| WAR a EB Rg See are es a eae oS Le od ee eee eoeereereeeee 
al EX-TAXICABS NELSON PONTIAC, INC. Gulalts Lennest Bestentte” ! Vetsssidideld tuba ashucxchyakabenios —- | 
218 $. Mate &. Mes ee TE Rin AOIIINEs oc once eccnccacesscccasencsosserecsac ene Ne... . sce. 
le Original leather seat covers assures jew Vor | Street Address. . | 
n- deen uphaletery WO ciate saa kus sks ba canner aukdnaeie MaatA ili.n «is iectwaneieniien 
— oo ALL AUTOMOTIVE PARTS 15-INCH to 24-INCH | Oe, 
. Good Motors From a Speed Nut to a Complete Body PASSENGER and TRUCK TIRES Pere 0 jt tame Ei Manufacturer) | 
neta Aen wee eens. ee eee ae nee Ses er | Jobber () Insurance [[] Financial [) Supplier 1 
Disney Motor Sales, Inc. Direct Phone AM 2-7117 WELLER AUTO Panrs : oe a. ! 
i W. Make o Ce cine avade Caeas edd s cathe eke eeaeass eeaeree 
i i FRANKLIN-WEBER PONTIAC 2525 Chicago Dr., ia 
a Se ee ee 6101-25 N. Clark St. Chicago, III. GRAND RAPIDS, MICH. | +e 
Glenville 1-8600 ELLE TOOT OT Oe NDE ANN 











NEW Sparton Two-Face 
Directional Signal Lamp | 


SERIES 600—CLASS “A” 


Gives you | 
powerful — 


Model No. 650 


a sales clinchers 


Here comes a winner! Skillful Sparton design MS : DEPTH ONLY 2”! 
brings you a thinner lamp with one bulb, . _ 


one set of wires. Light weight eliminates fend- —- ONLY ONE BULB! 


er tearing. Stimsonite lens gives powerful 


beam without reflectors. Finished in black fj LIGHTWEIGHT! 


enamel with chrome-trim bars on each side. 


Meets SAE requirements and has passed 
all required tests by The Electrical Testing 
Laboratories Inc. 


Other Sparton Series 600 Stars... 


Single-face pedestal lamp (left), full-flush lamp 
(center) and semi-flush stud-mounted lamp 
(right) available individually or in complete sets 
with self-cancelling switch. 


Z| 


WH hf |) —— Red—No. 651 Red—No. 6105 Red—No. 664 
Amber—No. 652 Amber—No. 6106 Amber—No. 665 


MAKERS OF QUALITY AUTOMOTIVE EQUIPMENT SINCE 1900 
AUTOMOTIVE 


Division of 
THE SPARKS-WITHINGTON 
COMPANY 


JACKSON, 
MICHIGAN 








